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i} Sparks 


State of the nation’s economy: 
Up 
Fire Loss—Damage in October 
Hotaled $54,660,000, up 9.4 percent 
om a year previous and 2.4 per- 
sent over September. For the year 
ito date, states National Board of 
'Fire Underwriters, the sum is $603,- 
135,000, a gain of 6.5 percent over 
same 1950 months. 
* Commopity Price INpeEx—For the 
sixth straight week, the composite 
figure by the Associated Press 
| gained to a new high for this year, 
reflecting new peaks for grain and 
® cotton, plus gentler nudges for in- 
dustrials, livestock and _ textiles. 
Last week’s figure: 196.20, against 
195.72 a week earlier, and 199.64 
same week a year ago. 
Srore Sates—Turnover of chain 
and mail order firms flirted with 
the $3 billion mark in October for 
an 11 percent boost over October, 
50, U. 8. Department of Com- 
merce reports. 
Farm Prices—Between mid-Octo- 
ber and mid-November, they were 
up 1.7 percent over September fig- 
ure and 9.25 percent ahead of same 
period last year, U. S. Department 
of Agriculture statistics show. 
How’s Bustness?—Up sharply in 
latest week to 176.3 from 171.3 in 
previous seven-day period, accord- 
' ing to weekly barometer of New 
York Times. Made impressive show- 
ing against last year’s same week 
with 166.1. 
























































* * * 


Down 

Furniture Prorir Pincu — Retail 
furniture stores for the first nine 
months of this year showed an in- 
come slump of 42.5 percent from 
corresponding 1950 period, says Na- 
tional Retail Furniture Assn. Sales 
volume was off 3.7 percent. Higher 
operating expenses, especially soar- 
ing payrolls, were given as the 
cause. 

' Income or Raittroaps—The major 
' lines had an estimated profit of 
$85 million in October, versus 
_ $108 million in same month last 
‘year. Also down for first 10 
months to $463 million from $577 
million for like ’50 time, Ameri- 
can Assn. of Railroads said. 

TV Sates—Third quarter gain in 
| set owners was smaller than any 
other three-month period, accord- 
ing to Industrial Surveys Co. Three 
out of 10 families had sets at end 
of October. 





* * * 


General 

Houtway Satss—The highest in 
history—$15,333,000,000—is the pre- 
diction of Sales Management, which 
cautions that unit sales continue to 
tun “definitely below expectations,” 
~ are not likely to top December, 
951. 





ASHINGTON. — Effective date 
for applying the new dollars- 
and-cents ceiling prices for used 
Cars has been jostponed to Dec. 
$1, the OPS announced here last 
Week. The order was originally 
Scheduled to take effect Dec. 20. 

Although the new ceilings as 
listed in Appendix A to Ceiling 

Price Regulation 94 go into effect 
the last day of this year, the 
regulation provides that the ceil- 
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Revealed 


which indicates: 


dealers, and say so flatly. 


3. Much but not all of this 


dence. 


2 
a 


to buying used cars. 
6. Greatest shock came in 


dealer fared a trifle better. 





Shocking Public Attitude 


New-Car Stocks 
In Field and in Transit, 


Average per Dealer 


Toward Auto Dealers 


% 


their greater distrust, grow into maturity. 


expression of lack of faith in 


new-car dealers is based on hearsay and second-hand evi- 


xe 


THOSE who do not trust and like new-car dealers, as 
e a group, nevertheless tend to like and trust their own 
dealers—the dealers they know something about. 
5. There are contradictions in the answers. For instance, 
while in one section answers indicate distrust of new-car 
dealers, these same dealers were first choice when it came 


connection with the attitude 


toward new-car dealers as a group. 

This question was asked: “If you moved to a town where 
you didn’t know anyone and had some business to do with 
each of these people (druggist, insurance agent, lawyer, 
real-estate agent, new-car dealer), which one do you think 
would be the most likely to treat you fairly and squarely?” 

The new-car dealer was on the bottom of the list, with 
only 2 percent (1 percent of women). 

% * 


* 


b od when the question was turned around—which busi- 
nessman would be most likely to take advantage ?—the 


Most people thought the real-estate agent would be most 


(Continued on Page 51, Col. 1) 





By Mac Gordon 
Associate Editor 

EILING PRICE REGULATION 

1 ends one year of embattled 
existence Wednesday, with new-car 
makers and dealers about as befud- 
dled and perturbed as they were on 
Dec. 18, 1950—the infamous “roll- 
back” day. 

The birthday week finds fran- 
chised dealers struggl ng to com- 
ply with two deadlines imposed by 
Ceiling Price Regulation 83, a nec- 
essary evolution of CPR 1. 

At the factory level, cost con- 
trollers were poring over the 
newest CPR 1 amendments, em- 
bodying the Capehart amendment 
and the conversion-steel formula. 

The only certain prospect at 





U.C. Ceilings Start Jan. 1 
With 2% Depreciation 


| ings listed in Appendix A are to 
| be reduced 2 percent on Jan. L 
| In delaying the effective date of 
|the lowered used-car ceilings, the 
| OPS also amended CPR 94 to per- 
| mit sellers to round ceilings to the 
/nearest dollar after applying the 
| 2 percent depreciation factor. 
| oe + * 
TH changes were embodied in 
Amendment 1 to CPR 94, effec- 

tive today (Dec. 17). Until the new 
| prices become effective, sellers are 
governed by the ceilings established 
under Supplementary Regulation 5 
to the General Ceiling Price Regu- 
lation. 

The change in the effective 

(See U.C. CEILINGS, Page 46, Col. 1) 








One Year of Price Chaos 


All but 3 Makers Eye Capehart Hikes on Cars; 
Accessories Ceilings Upped 3% Percent 


press time Thursday was that any 
applications by new-car makers for 
cost-price relief would undergo a 
careful processing in OPS offices. 
Price-increase petitions for new 
models were expected from the Big 
Three and from all independents 
except Crosley, Hudson and Pack- 
ard. 
* * * 

F IMMEDIATE concern to new- 

car dealers last week were the 
poster-invoicing and Form 98 re- 
quirements of CPR 83. The regula- 

(Continued on Page 54, Col, 1) 
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Dealer Car Stocks 
Reverse Trend, 


Show Slight Rise 


ESPITE old - model clean-up 

problems and a tightening of 
over-liberal trading practices in 
some lines, the average franchised 
dealer’s inventory of new cars was 
up only three-tenths of a car on 
Dec. 1 from a month ago, accord- 
ing to an Automotive News survey 
of field stocks. 


Dealers contacted in the survey 
reported that during November 
new-car shipments from factories 
dropped to the lowest level in two 
years. However, they said, pros- 
pects for delivery were even fewer. 

On Dec. 1, survey tabulations 
showed, the average dealer had a 
potential inventory of 7.2 new 
cars, as compared with 6.9 on 
Nov. 1 and 9.6 on Dec. 1, 1950. 

The slight rise in dealers’ inven- 
tories during November reversed a 
seven-month trend of inventory 
shrinkage that saw the average 
dealer’s stock of new cars drop 
from 12.3 cars on Apr. 1, 1951, to 6.9 
on Nov. 1. 
* * * 

UTOMOTIVE NEWS latest sur- 

vey found that on Dec. 1 the 
number of new cars at all fran- 
chised dealerships—plus those be- 
ing warehoused by dealers and fac- 
tories; demonstrators and those 
still in transit—totaled 319,124, as 
against 306,804 on Nov. 1, this year, 
and 423,821 on Dec. 1, 1950. 

Despite the fact that their 
stocks of new cars were down 
sharply below normal levels, most 
metropolitan dealers said they 
thought they would be able to 
make immediate delivery on at 





(Continued on Page 47, Col. 2) 





100 Millionth Car 
Due This Week; 
Trueks Set Mark 


Week’s Production 
Is Up a Little to 
116,133 Vehicles 


By Bernie Thomas 
Associate Editor 
LTHOUGH the _ government’s 
material curbs have made deep 
inroads into operations since June, 
U.S. plants last week set a new 
annual truck production record 
and should build the 100-millionth 
car since 1900 sometime this week. 
Through last week U.S. plants 
had already built 1,379,282 trucks 
in 1951, as compared with 1,364,- 
957 in all of 1948, best previous 
truck production year in history. 

Since 1900, U.S. plants have built 
99,936,275 cars. They should be able 
to cover the gap between that total 
and 100,000,000 easily by Thursday 
(Dec. 20). (It is expected that the 
millionth traffic fatality of all time 
will occur Dec. 21.) 

On the immediate production 
front, increased truck building 
more than offset a slight dip in 
car assembly last week, resulting in 
U.S. plants turning out 116,133 vehi- 
cles, as against 113,669 the week 
before. 

+ * * 

UTOMOTIVE NEWS’ tabula- 

tions show 90,135 cars and 25,- 
998 trucks in the past week’s pro- 
duction effort. The previous week’s 
total was comprised of 91,458 cars 
and 22,211 trucks. 

This week’s car production drop 
is likely to be more severe than 
that of last week. Lincoln-Mercury 
plants have closed for model 
changeover. Ford plants will bow 
out of the production lineup Friday 
(Dec. 21) for the same reason. 

With International - Harvester 

(Continued on Page 53, Col. 1) 





Production 


Automotive News Estimates, 
U. 8. Cars, Trucks 





164,919 
é a e 
Last Prev. 1950 
Week Week Week 


For complete production totals 
by makes, see table, page 53. 























Chrysler Dealers Display 1952 Sixes and V-8's— 


Prices remain unchanged on the Saratoga (four-door sedan above), as well as all other models in the Chrysler line for 1952. 
The Saratoga has a wheelbase of 125% inches and overall length of 207%, inches. Power plant is the 180-horsepower Fire- 
Power V-8 high compression engine. Also included in the Saratoga series are the eight-passenger sedan, the club coupe and 
Town and Country wagon. Other series in the Chrysler parade for '52 are the Windsor and Windsor Deluxe, which for the first 
time feature the Hydra-Guide on an optional basis, New Yorker, Imperial and Custom Imperial. Solex glass and all-electric win- 
dow lifts are available with all 1952 Chryslers. See story, other photos on page 50. 
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Despite Charge of Middle-Man Profits . . . 





Army Defends Auto Parts Deals 


By Bernie Thomas 
Associate Editor 

ETROIT.—Army Ordnance offi- 

cers denied, before a House 
committee hearing here last week, 
charges that auto industry trade 
practices have swollen defense costs 
by $305,000,000 in the last three 
years. 

The Hardy committee criti- 
cized Army policy of buying con- 
current and replenishment spare 
parts from vehicle manufactur- 
ers instead of directly from parts 
makers. 

Veiled threats came out of the 
hearing that the auto industry 
might be investigated for possible 
restraint of trade in connection 
with the sale of parts to the Army. 

However, Brig.-Gen. Carroll H. 
Deitrick defended both the Army’s 
buying and the auto industry’s 
selling practices. Deitrick heads the 
Ordnance Tank Automotive Center, 
which spends more than a ‘billion 
dollars annually on parts. 
” * a 


DDITIONAL costs do result 

from the auto industry’s prac- 
tice of selling through assemblers 
and distributors, Deitrick admitted, 
but he said such costs were more 
than offset by savings in adminis- 
trative expense and assurance of 
delivery. 

The Army also, he added, gets 
the assurance of having engineer- 
ing changes coordinated to match 
vehicles being produced for the 
military, adequate inspection and 
consistent quality. 

rthermore, Deitrick said, the 
committee arrived at a $305,000,- 

000 excess expenditure figure by 
assuming that the Ordnance cen- 
ter gives 100 percent of its parts 
orders to other than unit manu- 
facturers. 

Actually, Dietrick said, the com- 
mittee’s own figures showed that 
42 percent of the center’s parts 
business went direct to parts man- 
ufacturer. 

* a” 


7 E $305,000,000 figure, there- 
fore,” he said, “should be dis- 
counted by 42 percent.” 
General Motors, Chrysler, 
Willys-Overland, Studebaker and 





Florida Dealers Warned 


Of ‘Try-Out Customers’ 


VENICE, Fla—Detective Lt. 
Cass Burgess is warning used- 
car dealers that “the old gag” 
about the customer wanting to 
“try out” a car and then disap- 
pearing with it is in full swing 
he 


re. 

The detective bureau has been 
running down several cases in 
the last few months where a 
“customer” has failed to return 
with a car. “We usually find 
them abandoned out in_ the 
woods with all the accessories 
and everything removable gone,” 

said. 


Burgess sent a mimeographed 
letter to dealers warning them 
against letting a prospective 
buyer try out a car alone and 
suggested that a salesman ac- 
company all cars leaving the lot. 





vest AacsA. CRING PRICES 






Posting Prices— 

For the first time since OPA days, auto 
dealers are posting prices again. Jim 
Burns (left), owner of a Detroit Nash deal- 
ership, and his sales manager, William 
Stobbe, post the new basic prices and 
price breakdowns for special equipment, 
taxes and other charges for preparation 
and conditioning required on Dec. 10 by 
the OPS. (Acme Photo.) 





Electric Auto-Lite were men- 
tioned in testimony given by 
John L. Shaffer, investigator for 
the committee. . 

Shaffer testified that GM charged 
the government an extra 30 percent 
profit by selling parts through a 
corporate sales agency rather than 
directly to the armed services. 

Shaffer said that Chrysler 
charged the government $51.95 for 
parts which it cost the original 
manufacturer only $23.34 to pro- 
duce. 

x ~ * 
"7 HEN GM sells direct to the 
government,” said Shaffer, “it 
makes the average profit of 5.7 per- 
cent. But, when it sells through its 
United Motors division, GM makes 
an average profit of 35.9 percent.” 

He named P. L. Grissom & Son 





and Jefferson Chevrolet Co., De- 
troit Chevrolet dealerships con- 
trolled by P. L. Grissom, to illus- 
trate what he called “controlled 
bidding.” 

Shaffer listed some Studebaker 
parts bought from Greenfield 
Auto Sales, Detroit Studebaker 
dealership, which cost $8.10 to 
produce originally. Greenfield 
sold the parts to a jobber firm, 
United Auto Electric Co., for 


$9.50. 

The last firm, Shaffer said, sold 
the parts to Grissom for $12.38 and 
the government ended up paying 
$16.38. 

* * * 
Sie private citizen,” Shaffer 
said, “could have bought the 
same parts over the counter at any 
(Continued on Page 51, Col. 4) 








Behind Scenes of Chicago Dealer Auto Show— 


Here are key figures in charge of the 44th annual Chicago automobile show to be 
held Feb. 16-24, at the International Amphitheater. Left to right are (seated): James F. 
Goodwin, president of Chicago Automobile Trade Assn., sponsor of the show; Edward 
L. Cleary, show manager and CATA general manager; Frank H. Yarnall, chairman of the 


executive 


show committee, and (standing): 


Charles Hermanek, Charles E. Stube, 


Michael F. McCarty, Edward E. Carlson and James F. McManus jr., show committee 
members. McManus served as chairman of the 1950 and 1951 shows. Yarnall is imme- 
diate past president of CATA. The committee will meet with auto factory officials in 


Detroit this week. 





Auto Show Spurs Safety 


Chicago Dealers Sponsor School Slogan Contest 
To Tie In with Feb. Exhibit 


CHICAGO.—A safety slogan con- 
test for public and parochial high 
school students of the city in con- 
nection with the 44th annual Chi- 
cago automobile show will get un- 
der way Dec. 17 and continue 
through Feb. 1 under sponsorship 
of the Chicago Automobile Trade 
Assn. in cooperation with the Chi- 


Chevrolet Gets 
New Ammo Order; 


I-H to Build Rifles 


ST. LOUIS.—Chevrolet has been 
awarded a new contract, more than 
doubling its original assignment 
from the St. Louis 
Ordnance district, 
for quantity pro- 
duction of artil- 
lery ammunition, 
T. H. Keating, 
Chevrolet general 
manager, an- 
nounced last 
week. 

“The Chevrolet 
Shell division will ' 
put on a second 
shift,” Keating T. H. Keating 
said. “Another 1,300 workers will 
be needed gradually, and first con- 
sideration will be given to workers 
from the St. Louis assembly plant, 
who may be subject to layoff be- 
cause of government restrictions on 
civilian production.” 


Present employment at the Shell 








| division is 1,536 persons, according 


to J. D. Rhoades, plant manager. 


In Washington, Army officials 
said a “multi-million dollar order” 
to produce M-1 Garand rifles has 
been awarded to International Har- 
vester Co. 

The guns will be produced in 
Harvester’s Evansville (Ind.) plant 
which is now tooling for the order, 
the Army said. First deliveries are 
slated for early in 1952. 





Transport Head 
WASHINGTON.—Appointment of 
Paul F. Royster as director of the 
Office of Transportation has been 
announced by Secretary of Com- 
merce Charles Sawyer. 





cago safety information committee. 

At the same time Mayor Martin 
H. Kennelly proclaimed Feb. 16-24 
inclusive as Traffic Safety Week 
in Chicago. It will coincide with 
the show. 

The slogans judged best will be 
displayed at the show, and CATA 
will award U. S. savings bonds to 
winners, with $100 for first, $50 for 
second and $25 for third in each 
public and parochial division. 

Rules of the contest specify a 
ten-word limit for slogans. 

Both the show and the safety slo- 
gan contest were lauded by Mayor 
Kennelly in his proclamation. 








‘Flying Pastor’ Booked 


For NADA Convention 


WASHINGTON.—NADA head- 
quarters announced last week 
that the Rev. Bill Alexander, na- 
tionally known as “the fiery, 
red-haired flying preacher from 
the West,” would lend a “color- 
ful and inspirational note” to the 
association’s 1952 convention 
scheduled for New York City 
Jan. 26-30. 


He will speak Wednesday, Jan. 
30, at the concluding session of 
the convention. His topic will be 
“Faith and Freedom.” He will 
follow Sen. Everett Dirksen’s 
talk on “The State of the Un- 
ion.” 


NPA Presses 
Car Wreckers to 


Scrap Prewars 


WASHINGTON.—NPA issued an 
order last week placing inventory 
controls on auto wreckers, and bar- 
ring them from receiving any more 
automobiles, unless, during the pre- 
vious three months, they had dis- 
posed of ail units manufactured 
before 1946. 

The order is intended to force 
2,000,000 tons of iron and steel 
scrap from auto “graveyards,” 
and to bring out a sizable quan- 
tity of copper and lead scrap 
from the dilapidated remains of 
cars produced in prewar years, 
the NPA said. 


The order states that all auto 
wreckers must make an inventory 
report to NPA before Dec. 20, de- 
tailing the number of motor vehi- 
cles, car units and loose scrap they 
had on hand on Dec. 1. 

The agency defines “car unit” as 
a motor vehicle that has been 
stripped of salvageable parts. 
“Loose scrap” is described as the 
non-salvageable sections or parts 
removed from cars, such as odd 
fenders, doors, springs, and gears. 
“Motor vehicle” includes trucks up 
to 1% tons in weight. 

The NPA also said that it pro- 
posed to follow up the order with 
a requirement for subsequent re- 
ports of sales of scrapped vehicles. 
This measure can be enforced, 
NPA warned, under the requisition 
authority granted by the Defense 
Production Act of 1950. 

According to the NPA, about 
7,000,000 cars are held in wrecking 
yards throughout the country. Of 
this number, the agency continued, 
at least 4,000,000 fall within the age 
group fixed for immediate disposal. 

The NPA said that the order 
was necessary now, since the scrap 
inventories of the nation’s mills 
and foundries were “dangerously 
low,” and that normally, the flow 
of scrap falls off by 35 percent 
during the months of January, 
February and March. 








Dealers Allowed to Add 


Execises to Parts Prices 


WASHINGTON.—OPS last week 
authorized automobile dealers to 
increase parts prices to recover in- 
creased federal excise taxes. 

OPS said it issued the order, ef- 
fective Dec. 10, in order to reflect 
the intent of the Herlong amend- 
ment to the Defense Production 
Act. 

However, dealers will not be per- 
mitted to list new retail prices un- 
til they have received notice of new 
list prices from manufacturers. 
After such notification, OPS said, 
new ceiling prices may be applied 
to all parts in a dealer’s inventory. 

Issued as amendment 4 to CPR 
67, OPS said the order should not 
have any material effect on the 
general level of prices. 

OPS said dealers could use their 
current or most recent net invoice 
cost to determine new parts ceil- 
ings. The term “net invoice cost” 


If We’re Late 


Apparently due to the rush of 
holiday mail, Automotive News 
is not reaching subscribers at 
the usual time each week, read- 
ers report. Automotive News is 
being put into the mails at the 
regular time each week, and we 
are doing everything possible to 
speed up delivery. 











was redefined by the government 
agency to permit inclusion of man- 
ufacturers’ excise taxes. 

A companion order was issued to 
permit parts makers to adjust their 
ceilings to reflect recent changes 
in manufacturers’ excise levies. 





Packard Vetoes 
Price Hike Now 


Late °52 Sellers’ Mart 
Expected by Ferry 


DETROIT. — President Hugh J, 
Ferry disclosed Wednesday that 
Packard at present plans to hold 
the line on prices, 
despite the new 
Capehart and 
conversion - steel 
cost formulas. 

Ferry’s state- 
ment refuted an 
earlier OPS re- 
port that Pack- 
ard was one of 
eight car makers, 
excluding only 

; Crosley and Hud- 
Hugh J. Ferry son, who were 
contemplating petitions for new 
price boosts. 

The Packard chief told a year- 
end press reception that mount- 
ing defense demands would make 
the second half of 1952 the most 
critical for the auto industry 
from the standpoint of labor and 
materials. 

He predicted a second-half car 
shortage and “mild seller’s market” 
after an initial six months marked 
by a relatively good supply of cars. 

Copper, said Ferry, will continue 
to be the leading scarce metal, 
followed by aluminum and steel. 
He warned that the machine-tool 
lag might ultimately hamper Pack- 
ard’s J-47 turbojet program. 

Next year should seek a con- 
tinuation of present “good times,” 
with 1951 and 1952 earnings ap- 
preciably “satisfactory,” he said. 
Ferry credited dealers for “sound 
selling that continues to do a 
good business whether in a long 
or short market.” 

Calling for greater emphasis on 
highway safety programs, the 
Packard executive said the possi- 
bility of even more highway acci- 
dents on overburdened roads was 
the only discordant note in the 
1952 picture. 

Cars are constantly being made 
safer, but “we cannot do all the 
thinking for the driver,” he said. 








Top Cars 
New-car registrations for 10 
months: 

1951 Pos. Make 1950 Pos. 
1—933,159 Chev.  1,208,829— 1 
2—750,372 Ford 1,011,061 2 
3—485,623 Plym. 432,614— 4 
4—340,664 Buick 446,803— 3 
5—292,095 Pontiac 372,420— 5 
6—261,017 Dodge 243,313— 8 
7—238,188 Olds. 310,776— 6 
8—201,540 Mercury 268,451— 7 
9—178,224 Stude. 239,078— 9 

10—132,389 Chrys. 119,882—11 

11—119,531 Nash 152,324—10 

12— 96,597 DeSoto 89,3880—13 

18— 85,358 Hudson 118,509—12 

14— 83,485 Cadillac 84,096—14 

15— 57,905 Packard 59,726—16 

16— 46,355 Kaiser 75,082—15 

17— 45,867 Henry J 5,330—21 

18— 23,183 Willys 29,989—17 

19— 22,421 Lincoln 28,619—18 

20— 4,746 Crosley 6,004—20 

21— 3,027 Austin 4,878 —22 

22— 2,962 Ang.-Pref. 1,487—23 

23— Frazer 11,444—19 

Total All Makes 
4,418,720 5,329,986 
For further details see page 
42, today’s issue. 


“=a. 
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Kendall Chevrolet Workers’ Third Year as Blood Donors— 





eg i q . bi 


Workers at Kendall Chevrolet, Redondo Beach, Calif., are keen supporters of the 
Red Cross blood bank in Los Angeles. In fact, they have maintained a credit in the 
L. A. blood bank for more than two years, and “considered it among their valued 
job assets,” states L. M. Kendall. When the bloodmobile stopped at the dealership '" 
October, the “depositors” boosted their balance at the bank by 22 pints. The firm 
has 24 employes. 
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potey years ago Elbert Hub- 
bard, lecturer, author and phi- 
losopher, had quite a following. He 
had built a community in East 
Aurora, N. Y., consisting of print- 
ing, furniture and metal-working 
plants, as well as an attractive inn. 
Then he and his wife were lost on 
the Lusitania. 


He was a popular prophet and a 
promoter for the automobile indus- 
try. Readers will be interested in 
what he had to say about automo- 
biles 40 years ago. I have taken it 
from his magazine, The Philistine, 
October (1911) issue. It follows, 
condensed slightly for the sake of 
previty: 

That the automobile is here to 
stay may safely be assumed. The 
questions then for us to consider 
are these: 

1. Why is it here? 

2. What is its effect 
society ? 

3.What is its effect upon the 
individual who owns one? 

As to why the auto is here, let it 
first be recorded that man is a 
migratory animal. The protest of 
the child, “I want to go some- 
where,” is a part of the race in- 
stinct and is not to be silenced. 
Man cannot down this universal 
desire for motion, movement, action 
—“to go somewhere.” Everything 
new in the world is the result of 
a want. If there had not been a 
desire for a _ horseless carriage, 


there would be none. 
* * * 


A Big Factor 

HE auto is a result of the Law 

of Demand and Supply, in mo- 
tion. The desire to travel from 
place to place, rapidly and easily, 
is a sign of the times. It is a matter 
of human communication, a getting 
together of humanity—a big factor 
in human brotherhood. 

As a lover of the horse and a 
breeder of horses, I hail the auto- 
mobile with glad acclaim. Horses 
never commanded so big a price as 
they do today; and all the time the 
demand is for a higher-grade horse. 
Thus does the farmer thrive. 

The electric car arrived as a 
matter of course, for when people 
want a thing they get it. We reach 
up in the air or dig down in the 
ground, and lo! We find it, for 
everything is everywhere. 

In an attempt to render kero- 
sene-oil non-explosive, gasoline 
was removed from illuminating- 
oil by chemical process. Many 
good people preferred candles 
and called kerosene a fad and 
dangerous. Kerosene was worth 
20 cents a gallon, and gasoline 
two cents. Gasoline was a glut on 
the market. To utilize this dan- 
gerous by-product, the gas engine 
was invented. The horseless car- 
riage is in one sense a scheme for 
utilizing a by-product, just as art 
is love’s by-product. 

And behold! Kerosene is now 
cheaper, and of better quality, than 
it has ever been in the history of 
commerce. Kerosene is now the by- 
product. If gasoline ever soars as 


upon 
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Dealers tell me 


By John O. Munn 








high as it has in France, we will 
use denatured alcohol made from 
mangel-roots and turnips. 

* * + 


Horse vs. Auto 


ORE great value of the auto to 
society is that dt relieves the 
streets of horses, and thus adds to 
sanitation and cleanliness. Horses 
belong on the soil, anyway. 

The horse’s hoof is made for the 
dirt. The auto adds to commerce 
the value of increased time, because 
it carries man and goods to the 
desired place in less than half the 
time that horses can turn the same 
trick. 

Next, the auto brings the outly- 
ing sections into proximity to the 
city, since 20 miles with an auto is 
equal to six with a horse. Thus wiil 
suburban property be brought into 
market and take on a value other- 
wise impossible. The telephone and 
the auto are doing away with the 
loneliness of the farm, and as a 
consequence farmers’ wives have 
quit going bughouse as a business. 

The auto is here to stay, ex- 
actly as the steamship and rail- 
road are here to stay. When you 
see a man who tells you what is 
going to happen if this benzine- 
buggy craze doesn’t stop, he is 
getting ready to buy one, Substi- 
tuting automobiles for horses 
brings up an interesting lesson in 
economics. If we figure that a 
horse and buggy average four 
miles a day, this means a yearly 
mileage of 1,460 miles. 

A conservative estimate of the 
cost of this mileage would place it 
at not less than $150. 

Now, then, experience proves that 
a small runabout can be operated 
at an expense per mile of 1% cents 
for tires and depreciation, one-half 
cent for gasoline and one-tenth 
cent for oil. Allowing one-half cent 
for other expenses, we get a total 
of two and three-fifths cents a 
mile, or one and three-tenths cents 
per passenger-mile. That is to say, 
what the horse does at a cost of 
$150 it takes our runabout less than 
$38 to accomplish. As an economic 
factor, the automobile is to be con- 
sidered as vastly superior to the 
horse. 


* * * 
Good Roads Vital 
HE subject of gcod roads is a 
vital one to the autoist; every- 
where throughout the world the 
owners of autos are agitating the 
subject. 

In New York and in various other 
states of the Union, the money 
received from automobile licenses 
is being used for road-building pur- 
poses. The sum to be raised each 
year for good roads will exceed two 
million dollars. 

The Romans of old built their 
famous roadways for but one pur- 
pose, and that was to transport an 
army quickly from one place to 
another. But, regardless of the mo- 
tive, they taught the world a great 
lesson. 

John Wesley says in his Journal, 
“I was beholden of the truth that 
farmers who live along a good road 
grow rich, while those who are on 
a bad road are usually very poor.” 

The various automobile clubs 
are banded together so they can 
bring their influence to bear on 

legislation. The farmer is not a 

lobbyist, and his interests have 

been neglected. But now that the 

farmer and the auto-owner are 

grasping hands, this matter of 
(Continued on Page 48, Col. 1) 


Few Elected to Head 


Niagara Falls Assn. 


NIAGARA FALLS, N. Y.—W. T. 
Few has been elected president of 
the Niagara Falls Motor Trades 
Assn., Inc., succeeding J. H. War- 
ner. 

Other officers elected were: Al 
Rosengold, vice-president; N. J. 
O’Leary, treasurer, and Charles S. 
Metzler, secretary. Elected to the 
board of directors were: C. D. Dun- 
can, Warner, J. E. Mackenna, 
Metzler and Lou Rosengold. 














25 Omaha Dealers 
Plug C of C Drive 

OMAHA.—The new-car indus- 
try received some valuable front- 
page publicity when Chairman 
Morris Jacobs of the Omaha 
chamber of commerce member- 
ship drive saluted the civic spirit 
of 25 new-car dealers who signed 
membership applications to sup- 
port this town’s leading civic 
club. 

One of the “generals” in the 
membership drive, who served 
in that capacity for the second 
time, was E. T. Smith, president 
of E. T. Smith Olds-Cadillac Co. 








Named by Utah Dealers for ‘52— 


Nearly 300 dealers attended the Utah Automobile Dealers Assn. annual conclave 
in Salt Lake City when the above officers were elected for the next 12 months. Left 


to right: third vice-president, Jack Frank 


president, George T. Frost (Hudson), Ogden; first vice-president, A. L. Duckett (Chrys- 
ler-Plymouth), Provo; president, Richard C. 


J. Strong, secretary-manager. 


IR. C. Freed Heads Dealers 





Utah Blasts Reg. W, 
New Discount ‘Cut’ 


SALT LAKE CITY.--At its an- 
nual convention here last week the 
Utah Automobile Dealers Assn. 
unanimously passed resolutions op- 
posing “crippling” government reg- 
ulations, taxation and demanding 
discontinuance of Regulation W. 

The group also protested OPS’s 
Ceiling Price Regulation 83, de- 


ey fem 








(Buick-Chevrolet), Tremonton; second vice- 


Freed (Packard), Salt Lake City, and Elias 





NADA Roster 


90% of Dealer Total | 


WASHINGTON.—NADA member- 
ship reached an alltime high of 35,- 
394 new-car and truck dealers at 
the end of November, according to 
a report prepared for the associa- 
tion’s executive committee last 
week by Hanford Crockard, chair- 
man of the membership committee. 

More than nine out of ten fran- 
chised dealers are now members of 
the NADA, Crockard pointed out. 
This new membership, he said, was 
achieved as a result of the associa- 
tion’s 1951 “Give-a-Day to NADA” 








Detroit Dealers 
Elect Directors; 


600 Attend Party 


DETROIT.—About 600 persons 
attended the annual banquet of the 
Detroit Auto Dealers Assn. last 
week. The group elected its board 
of directors for 1952. 

Named were: 

George R. Lawson, Royal Oak 
Buick Co., Inc.; Ham _ Kotcher, 
Kotcher Oldsmobile Co.; Harold 
Marsh, H. R. Marsh & Son, Inc. 
(Chevrolet); C. Hascall Bliss, Bliss 
Motors, Inc. (Chrysler); G. J. Lapp 
G. J. Lapp, Inc, (DeSoto); R. A. 
Cott, Cass Motor Sales (Dodge); 
Fletcher Parks, Parks-MacMichael 
Motor Sales (Ford); Bill Hermann 
(Ford). 

Ray Dembowski, Raymond Motor 
Sales (Kaiser-Frazer); W. A. Dan- 
iels, Bill Daniels, Inc. (Lincoln- 
Mercury); Charles Dalgleish, Char- 
lie’s Nash, Inc.; W. P. Whyte, 
Whyte Oldsmobile Co.; William T. 
Wilson, Jefferson Packard, Inc.; 
Harvey Mack, Harvey Mack Pon- 
tiac Co., and Omer W. Stotts, Stotts 
& Murphy (Studebaker). 

Officers will be selected from this 
group later this month. 

A resolution praising the dealers 
for their cooperation in lending 
cars for high school driving courses 
was presented to the group by the 
Detroit board of education. 





Dealer Bankruptcies 


Rise in Canada 

OTTAWA. — The Canadian 
government has reported an in- 
crease in number of bankrupt- 
cies recorded by dealers in the 
third quarter of this year. There 
were four such failures as against 
two in the same period last year. 





Hits 35,394, 


campaign for new members, in 
which more than 2,500 are chair- 
men extended personal invitations 
to all non-members to join the na- 
tional organization. 

The membership target set by 
the various NADA regions totaled 
2,343 new members. When final re- 
sults were tabulated, the new mem- 
bers enrolled summed up to 2,505, 
or 107 percent of the projected goal. 

The roster of NADA’s member- 
ship committee includes, in addi- 
tion to Crockard, of Berkeley, 
Calif.; A. C. Hall, Milwaukee; W. 
C. Quebedeaux, Phoenix, Ariz.; E. 
A. Sahli, Beaver Falls, Pa., and 
Roscoe Hambric, Topeka, Kans. 

Donald C. Barnhart, assistant 





managing director of NADA, acted 
as secretary of the membership | 
group and directed the nationwide | 
GAD program. 

In special commendation of a| 
job well done, NADA President Bob | 
McKay had this to say: 

“Our entire organization recog- | 
nizes that these outstanding re- 
sults represent devoted service on | 
the part of area chairman, state 
and local association officfals and 
NADA state directors, and sincere 
thanks are due to all of them.” ! 





claring that it is “discriminatory 
against sellers of motor vehicles 
and rolls back the historical 
mark-up of car prices even be- 
low the pre-Korean level.” This 
resolution referred to the CPR 83 
requirement that dealers must 
absorb ad-fund charges. 

Another resolution requested 
abandonment of the recent ruling 
placing “accommodation transfers” 
in the sales classification. It said 
the ruling “will eliminate a mer- 
chandising practice existing since 
the early days of the industry that 
has benefitted not the dealer but 
has served to provide greater pub- 
lic service.” . 


New officers elected were: 
Richard C. Freed, of Salt Lake 
City, president; A. L. Duckett, 
Provo, first vice - president; 
George Frost, Ogden, second vice- 
president; Jack Frank, Tremon- 
ton, third vice-president; Wayne 
Johnson, Price, secretary, and 
Grant E. Hayes, Salt Lake City, 
treasurer. 

Directors elected were: Melvin R. 
Ballard, Salt Lake City; Max Bish- 
op, Layton; Seth H. Blair, Salt Lake 
City; H. Marvin Jones, Cedar City; 
Ralph Rackard, Provo; Marsden 
Pearson, Richfield, and Homer 
Warner, Salt Lake City. 

Nearly 300 dealers from all parts 
of the state heard speakers, in- 
cluding Rep. Charles A. Halleck, In- 
diana Republican, attack rising 


taxes and “restrictive rules and 
regulations.” 
The taxation problem was 


brought forcibly to the dealers’ 
attention by a huge cutout of an 
automobile labelled the “taxmo- 
bile.” 

Halleck told the dealers “there 
never was a time in the history of 
this nation when citizen participa- 
tion in government was more im- 
portant than it is today.” 

Other speakers included Charles 
J. Farrington, assistant president 
of NADA; M. R. Darlington jr., 
managing director of the Inter- 
Industrv highway safety commit- 
tee, and Karl Richards, manager of 
the field services department of the 
Automobile Manufacturers Assn. 


PATA Reelects 


Ronan President 


PHILADELPHIA. — Edward J. 
Ronan has been elected president 
of the Philadelphia Automobile 
Trade Assn. for the third consecu- 
tive year. 

Other officers elected for the 
coming year are John B. White, 
vice-president; William T. Plachter, 
secretary, and M. B. James, treas- 
urer. The four officers and R. E. 
Yakes were elected to the board 
of directors for three-year terms, 
while George Gorson was named to 
the board for a one-year term. 








On the House . 





of commitments 


Connecticut 





high 


; Wemhoft 
156 Chicago-area Ford dealers and their employes gave blood last 


week for the boys in Korea.. 
close all or part of Dec. 24... 


obtaining nine new members in 10 


with wagons), and Nash its 50th. 








Unsettled outlook in the dealer field is best illustrated by the chang- 
ing attitude on 1952 auto shows. Buffalo dealers, after deciding in 
November to hold a March show, now have abandoned the idea. 
Portland (Ore.) association has set March dates but 
has an escape clause that will permit cancellation 


dealers, on the other hand, have announced definite 
plans for their first show since prewar. Other shows 
will be held in Chicago, Washington, D. C., Denver, 
Kansas City, Pittsburgh and Seattle, starting Feb. 
16 and running through Apr. 6. Milwaukee is hold- 
ing show plans in abeyance ... 

association 
Chevrolet and Pontiac have now agreed to give 
additional cars to dealers in that state (for use in 
school driving courses), even though the 
loans are not made through the AAA ... Total of 


. Chicago and Detroit dealers plan to 


Missouri association reports its district meetings are being well 
received ... San Francisco group adds nine new members... Seeman 
G. Glasscock of Opelousas captured first prize (a traveling bag) for 


A salute to NADA officials for their courage in releasing results of 
the survey on dealer public relations . 
in 1952, with Studebaker celebrating its 100th anniversary (beginning 


Feb. 1, if necessary. Los Angeles 


reports that Ford, 


days for Louisiana association .. . 


. . Looks like a milestone year 


—Pete WEMHorFr, Editor, 
Automotive News 
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AUTOMOTIVE 
™ 


OUR PLATFORM: |. Fair and equitable contracts between manufacturers 
and dealers in motor vehicles, parts and accessories. § 2. A fair profit to 
the dealers on every used vehicle accepted in partial payment for a new 
car or truck. § 3. Every dollar of gasoline tax collected 1. state or federal 
governments applied to the building and maintenance of highways. § 4. The 
elimination of government and bureaucratic controls over this industry. 
75. A return to the precepts of independence and the rewards of applied 
energy and ability, which made America and gave more her citizens 
more of the better things of life than anywhere else in the world. 
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Industry's Innovations 


HE PRESENT trend toward lighter cars points up the 

important role of the independent car makers in the 

U. S. auto economy. 

That is the role of innovators. Being smaller organizations 
and more sensitive to public demand, the independents have 
frequently taken the lead in pioneering important automo- 
tive advances. 

And, of course, many of the innovations in the history 
of the Big Three makers were chalked up when they 
were small companies fighting for a place in the automo- 
tive sun. 

Not that we note any tendency on the part of the bigger 
makers to rest on their laurels. They continue to push ahead. 
The very fact that they are such enthusiastic competitors 
increases the need for the independents to pioneer. 

Studebaker, Nash and Kaiser-Frazer already have lighter 
cars. Willys will soon introduce its entry to the public, while 
Hudson’s is due next summer. It well may be that they may 
swing the industry in a new direction. 

A point might well be made here. It is this: Govern- 
ment, industry and the public all cheer for the smaller 
companies. Yet when it comes to deeds, we are inclined 
to believe that the greatest threat the independents face 
is not competition of the bigger makers but government 
regulations which stifle their freedom of operation. 

We refer specifically to Regulation W, which gave some of 
the independents a terrible blow this year. And a blow to the 
‘ independents is a blow to the entire auto industry. 

* * * 


Capsule Comment 


Plastics have virtually taken over the important job of 
providing die models for the automobile industry, it is 
reported. Plastics replace wood and reportedly shorten a 
manufacturer’s model-change time considerably. 

A recent NPA ban on machine tools had the same 


effect in another way. 2 


Two of Great Britain’s largest auto manufacturers— 
Morris Motors and Austin Motors—have announced plans 
to merge in order to achieve “more efficient and economical” 
production. 

Here in the U. S., merger rumors are still just rumors. 
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“Military production would 
not be greatly accelerated if - 
all civilian production were 
suspended tomorrow.”—MAN Ly a ~\ f - oan Se 7 
FLEISCHMANN, DPA adminis- a) c, ™ geMineé <r AT ARE a 
vader ru on & OF oa WH, -_ 
trator. |= AV eS? A pE Ez os RETAIL -_ 
‘+ aici = Week oe — 0 PRKE ~ 
bias i 5 JOR = Meet — we hy 
nyway, He Won (& SW i7, Ve < CEILINGS <* 6 
“For a time, I didn’t know ye) Fa aX i ie 
whether my opponent was Joe 4 ie 0. 
Ferguson or Walter Reuther.”— oe y 


Robert A. Taft, presidential as- 
pirant, referring to his success- 
ful fight for reelection as U. S. 
Senator from Ohio in 1950. 


* * 


A-Bomb’s Limits 

“There are many military 
targets against which an 
atomic bomb would be inef- 
fective or wastefully applied. 
If an enemy wanted to dis- 
perse his forces so that sol- 
diers walked 100 yards apart, 
they could march across Eu- 
rope tomorrow in the face of 
the greatest atomic power on 
earth—unless men were there 
to stop them.”—Gen. Omar 
Bradley, chairman, Joint 
Chiefs of Staff. 


% 





Coming and Going 

U. S. Chamber of Commerce 
advises that President Truman 
has collected more taxes from 
the American people than all the 
other presidents combined. In 
addition, the Truman adminis- 
tration has spent more than one- 
third of all the money ever col- 
lected by the Federal govern- 
ment. 





& * + 


Good Book Neglected 


“They only look into the 
Bible when a dispute arises 
over a word in a crossword 
puzzle.”—Dr. Puuups P. EL- 


/ 
LETS TRY AND 
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Liot, Brooklyn (N. Y.) clergy- 3 “2 
man, discussing religious in- rd ae FOR aS ae 9 
difference in U. 8. [ en ine 
~ ca a 
Democratic Prisons | Letterhox 


“Who are these persons sit- 
ting in these over-crowded 
cells in the Soviet prisons? 
Are they the bankers, indus- 
trialists, landlords and other 
representatives of a capitalist 
world that doesn’t exist any 
more in the Soviet Union? 


used, if you so request. 





‘Soul Searching ...... 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
Address Editor, Automotive News, Detroit 26, Mich. 
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The people sitting in the cells | 
me the Soviet people them- | Car Criticism 
selves and are representatives . 
of every layer of the Soviet In . Capsule ee - “y! the 
society.” — Elinor Lipper, who | editorial pr Pag Peay Acticsia cma 
spent 11 years in Soviet prison (YOU State that the present “Road 
camps. Mess” is a dagger pointed at the 
very heart of the automotive indus- 
try and that more segments of the 
industry are joining the crusade for 
better highways and fewer acci- 
dents. 

The “Road Mess” is indeed a very 
real one. The automotive industry, 
however, should do some _ soul 
searching and recognize that the 
industry must shoulder a good part 
of the responsibility for the “mess” 
that is now pointed like a dagger 
at its own heart. 

The “mess” is created in large 
measure by cars which people are 
unable to see to drive with maxi- 
mum efficiency and safety. From 
Bangor, Me., to San Diego, Calif., 
|people are forced to drive by signs 
|off the road itself and high enough 
in the air so operators slumped 
down behind high, long, half-empty 
engine hoods can read, instead of 
driving by what they ought to be 
able to see on the road itself. 

If you drive a car that has to be 


* 


Indeed, It Would 


“Take (advertising) from our 
daily lives and you would find a 
drab world. America would not 
be America if advertising ever 
ceases to exist, for then our busi- 
nessmen will not be telling the 
people what they want them to 
know ... The books, newspa- 
pers and the radio will be in the 
hands of those who will decide 
what we are to read and hear, 
for freedom will have disap- 
peared.—Thomas H. Young, di- 
rector of advertising, U. S. Rub- 
ber Co. 


* * * 


Makes a Difference 
“IT personally don’t know 
whether Gen. Eisenhower is a 
bird dog or a rabbit dog, and I 
usually want to know what I'm 
hunting.” Gov. Kerr Scott, of 
North Carolina. 











10 Years Ago... 


The Big Story 


In the wake of the declaration of war against Japan, the OPM 
issued orders cutting December production by another 25 percent, 
adding another production cut of 50 percent for January (totaling 
about 75 percent below production figures for January, 1940), a cut 
in light truck production, and revocation of the February quotas for 
further study ... Sales of automobile tires were banned until after 
Dec. 22, and spare tires were eliminated from new cars... President 
Roosevelt announced a seven-day work week for all industries turn- 
ing out war materials. 








—From the files of Automotive News. 








steered, then to drive it safely you 
must be able to see conditions close 
up in front of your car. Talk about 
big windshields giving a view all 
around the horizon is _ plausible 
enough until you realize that you 
are not driving on the horizon. If 
you are driving on the road you 
must sit where you can see all the 
road close up in the path of your 
car, the way most of the bus driv- 
ers sit. 


Then the carbon-monoxide gen- 

erating engine can be moved to the 
back of the car and help keep the 
driving wheels from skidding when 
you apply the brakes in other than 
a “straight-in-line” deceleration. 
; The “mess” is created too by the 
industry’s persistence in turning 
out over-sized cars that occupy the 
space of twenty-five pedestrians 
while averaging to transport two 
persons. 


We need better and better roads, 
true, but don’t lose sight of the fact 
that we need also cars that are 
designed to make the best use of 
our roads, present and future.- 
ArTHUR W. SreveNs, president, Au- 
tomobile Safety Assn., Boston. 


* # « 


Deluged 


There is no question about the 
reader interest in John O. Munn’s 
column as indicated by the number 
of requests I have received in ref- 
erence to the article on Used-Car 
Advertising, published in his col- 
umn of Nov. 26. 

You were correct about the del- 
uge of requests outside of this 
territory. 

As a service to the industry, we 
are pleased to mail copies to the 
requests we have received.—RALPH 
J. Meyers, classified advertising 
manager, Record- American and 


Sunday Advertiser, Boston. 
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WILLYS STATION WAGONS... year 
after year America’s largest seller. 





provides broad, year-round 


4WD WILLYS STATION WAGON ... the only 
4-wheel-drive passenger car on the market. 


COVERAGE 





WILLYS SEDAN DELIVERY ...a leader 
in its field...2 or 4 wheel drive. 





WILLYS TRUCKS...’ | only 4-wheel-drive 
truck in the big-volume 1-ton field. 


exclusive in many fields 





UNIVERSAL JEEP...the versatile 
workhorse that has no competition. 


--AND THE BEST IS YET TO COME: 


Ou tts way — 


Stevo Willys 


Our expanding dealer program offers an exceptional opportunity for ambitious, experienced 
dealers in a limited number of open points. It will pay you to write, wire or telephone 


(Garfield 2861) the General Sales Manager, Willys-Overland Motors, Inc., Toledo 1, Ohio. 


WILLYS-OVERLAND MOTORS, TOLEDO, OHIO 
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1-H Truck Sales Reps Look at Speedway Pagoda— 


During a tour of International-Harvester truck manufacturing plants in the Midwest, this group of national sales representatives 
and officials from the general offices in Chicago visited the famous Indianapolis Speedway pagoda. The sales representatives 
were guests of ‘the company as winners of the company’s national “Wind Up a Winner" final quarter truck sales contest. The 


group's tour was headed by W. C. Schumacher, general manager of the truck division. 


17, 1951 
|All Officers Reelected 








Mont. Parley Adopts 





Statewide Safety Plan 


HELENA, Mont.— Directors of 
the Montana Automobile Dealers 
Assn. were instructed by their 
membership at the annual conven- 
tion here last week to formulate a 
|statewide safety program and to 
\hire a fulltime director to make it 
la reality. 

Adoption of the safety program 
came at the urging of association 
officers and M. R. Darlington jr., 

| managing director of the Inter- 
Industry Highway Safety Com- 
| mittee. 
| The association reelected its en- 
|tire slate of officers: Glayde Yoder, 
of Sidney, board chairman; Roy 
Sorrells, Billings, president; Charles 
Hitch, Miles City, first vice-presi- 
dent, and Harry Hendrickson, Kal- 
ispell, second vice-president. 


Directors elected for two-year 
terms were: Bob Blotkant, Ana- 
conda; Ernie Anderson, Helena; 
Pete Dobson, Malta; LeRoy McBee, 








For 50th Birthday 
Nash Publishes Album 


About Its Cars 

DETROIT.—A pictorial album 
showing all its car models pro- 
duced since 1902 has been published 
by Nash Motors in observance of 
the company’s 50th anniversary, 
which will be officially celebrated 
in January. 

Called the “Nash Family Album,” 
it contains more than 100 pictures 
arranged chronologically,. starting 
with the first experimental Rambler 
of 1901, and gives brief descriptions 
of each car. 

The picture story begins with 
Thomas B. Jeffery Co. of Kenosha, 
Wis., which built the first two 
Ramblers. 





Decontrol Seen 
es * 
Averting Tire 
- 

Shortage in 752 

NEW YORK.—The government’s 
decision to stop allocating Ameri- 
can-made, general-purpose rubber 
probably has been made in time 
to avert a limited shortage of tires 
which would have occurred in some 
areas of the country next summer, 
says James J. Newman, vice-presi- 
dent of B. F. Goodrich Co. 

“Elimination of restrictions on 
the quantity of this material which 
may be used should make it possi- 
ble for the tire manufacturers to 
produce at least 71,000,000 passen- 
ger car tires in 1952,” he said. 
“That is 5,000,000 more than the 
probable production this year. 

“Since the 1952 demand from 
new-car manufacturers will be 
lower in 1951 because of metal 


shortages, there should be 8,000,000 | 


to 10,000,000 more passenger car 


tires available for replacement use | 


next year, he said. 


The demand for replacement 


passenger car tires is expected to) 


reach its peak next summer, ac- 
cording to Newman. 








Defender of Santa Outvoted by NLRB ‘Realists’ . . . 





By Mac Gordon 
Associate Editor 
NE LONE defender was not 
enough last week to save Santa 
Claus from “the realities of the 
industrial world.” 

Almost apologetically, three hard- 
bitten members of the NLRB ruled 
that Christmas bonuses are a bona- 
fide subject for collective bargain- 
ing where a union asks for it. 

Dissenter Abe Murdock re- 
buked the board majority for 
reaching a decision “destructive 
of the Christmas spirit and not 
necessary to the practice and pro- 
cedure of collective bargaining.” 

In the majority camp were NLRB 
members Houston, Reynolds and 
Styles. Chairman Herzog took no 
part in the case, which originated 
in a dispute between UAW-CIO 
Local 405 and Niles-Bement-Pond 
Co., machine-tool maker at West 
Hartford, Conn. 

* + * 
6 ees majority held that Niles- 

Bement-Pond violated the Na- 
tional Labor Relations Act by re- 
|fusing to negotiate Christmas 
| bonuses with Local 405. 
| “A year-end bonus which has 
become part of the employes’ 
wage expectancy, though it may 








be paid at Christmas and there- 
fore carry with it the Christmas 
spirit of gift-giving, amounts 
fundamentally to deferred com- 
pensation for services performed 
during the preceding year,” they 
declared. 

“The Christmas spirit, as we con- 
ceive it, does not stop short of the 
bargaining table, for bargaining in 
good faith is in itself a continuing 
effort to achieve goodwill between 
an employer and his employes.” 

* x 7” 


peau. a Democrat and for- 
mer U. S. Senator from Utah, 





Car Buyer Sues 


On ‘Overcharge’ 


TOLEDO.—A $11,326 suit was 
filed here by a car buyer who 
claimed that he was overcharged 
$232.59 on a sale. 

The action was brought by Wil- 
liam E. Frazier against Lee Mo- 
tors, Inc. (Ford), James E. Miteff, 
a salesman for the company, and 
Universal C.I.T. Credit Corp. 

Frazier claimed the OPS listing 
for the car was $2,424.81, but that 
he was charged $2,657.40. 








Used-Car Bulletin from Detroit .. . 





Dec. 12 
(Best sale of the year. Prices were 

steady and buyers plentiful. Sold 62 
units out of 108 offerings.) 

BUICK—’50 Special 2-dr., $1,215, $1,- 
115; Deluxe 2-dr., $1,340*; Super 
4-dr., $1,380. ‘49 RM 2-dr., $1,190*; 
Super 2-dr., $1,050. °48 Super 4-dr., 
$830*; RM 4-dr., $825. 

CADILLAC. -'48 (60) Special 4-dr., $1,- 
400°. 

CHEVROLET ‘51 SL Deluxe club 
coupe, $1,590*. ‘50 SL Deluxe 4-dr., 
$1,240, $1,215; 2-dr., $1,270*. '49 SL 
Deluxe 2-dr., $1,025, $1,005; conv., 


$910. ‘47 FL aerosedan, $725; FM 
2-dr., $705; SM 2-dr., $625. °46 SM 
2-dr., $430. 
CHRYSLER—'46 NY 4-dr., $720*. 
DeSOTO—'49 conv., $1,300*. 
DODGE—'47 Custom 4-dr., $740; De- 


luxe 4-dr., $600. ‘46 Custom 4-dr., 


$645. . 
FORD — '51 Custom (8) club coupe, 
$1,685; Victoria, $1,800*; Custom (6) 
2-dr., $1,410. ‘'50 Deluxe (6) 2-dr., 
$935; Custom (8) conv., $1,150. ‘48 


SD (8) club coupe, $760; 4-dr., $710. 
HUDSON — '46 Commodore (8) 4-dr., 
$510: Super (6) 4-dr., $375. 
KAISER—’51 4-dr., $1,360*; 





Henry J 


Latest Auction Prices 


(Aptco Auto Auction. Sale every Wednesday.) 


Dec. 5 
(Very good sale for this season; 
prices steady. Sold 56 units out of 
108 offerings.) 


BUICK—’50 Special 2-dr., $1,400; RM 
4-dr., $1,570*. °49 Super 4-dr., $1,- 
100*. ‘'48 Special 2-dr., $800; Super 


2-dr., $825. 
CHEVROLET — 
$1,650; Bel-Air, 


‘51 SL Deluxe 4-dr., 
$1,850. ‘50 FL De- 


luxe 4-dr., $1,230. °'49 FL Special 
2-dr., $925; SL Deluxe 4-dr., $1,020. 
48 FL aerosedan, $805; FM conv., 
$700. °47 FM 2-dr., $730; SM 2-dr., 
$630. °46 FM 2-dr., $615. 

DeSOTO—’'49 Custom 4-dr., $1,150*. '46 
Custom 4-dr., $600*. 

DODGE — '50 Wayfarer 2-dr., $1,130. 
"49 Coronet 4-dr., $1,140*. ‘47 De- 


luxe 2-dr., $635 

FORD—'51 Custom (8) 2-dr., $1,560; 
Victoria, $1,860. '50 Deluxe (6) 2-dr., 
$975; Deluxe (8) club coupe, $1,135; 


Custom (8) 2-dr., $1,235. ‘49 Custom 
(6) 2-dr,, $875; Deluxe (8) 2-dr., 
$880, $805. $790. ‘48 SD (8) 2-dr., 


$700. °46 Deluxe (8) 2-dr., 
FRAZER—'47 4-dr., 


$425. 
$415. 


HUDSON—'49 Super (6) 4-dr., $875*. 


Union Label for Yule Bonuses 


|differed sharply with his col- 
leagues’ interpretation of 1951-style 
“Christmas spirit.” 

“However much the result reach- 
ed by the majority may commend 
itself from a doctrinaire stand- 
point,” he said, “it certainly can- 
not be essential to the preservation 
of collective bargaining on wages, 
hours and conditions of employ- 
ment. 

“A union is free to make unlim- 
ited wage demands on the em- 
ployer when it negotiates a con- 
tract. It is not content to take 
a flat hourly or weekly rate but 
wishes a larger share in good 
years, it is entirely free under my 
views to seek an annual bonus 
arrangement in addition and the 
employer is obligated to bargain 
about it. 

“But a genuine Christmas gift 
has no place on the bargaining 
table.” 

Murdock pointed out that “even 
grudging, callous characters,” such 
as Scrooge in Dickens’ famous 
story, “Christmas Carol,” have been 
“transformed and moved to partici- 
pate in the giving of this season.” 

“To bestow freely is the sine qua 
non of a gift,” he asserted. 

« * * 

N OTHER labor developments 

last week, settlement hopes re- 
mained dim in the week-long strike 
at Ford of Canada’s plant in Wind- 
jsor, Ont. And Windsor faced an- 
other shutdown threat with the 
summons to a strike-vote rally of 
the employes at Chrysler of Can- 
ada. 

A six-month deadlock over UAW 
wage demands was the underlying 


(Continued on Page 50, Col. 4) 


Millenbachs Take On 
Detroit Chrysler Deal 


DETROIT.—A three-day opening 
|celebration was held last week by 
|Mat and John Millenbach, pur- 
chasers of Jimmy Collins Motor 
Sales (Chrysler - Plymouth), 9200 
Conner. 

A display of the 1952 Chrysler 
was featured. The Millenbachs were 
Ford dealers in Detroit for many 
| years. 





| cause of the Ford of Canada fric- | 


Billings; Arnold Hannah, Shelby, 
and Burt Hilger, Havre. 

Holdover directors are: James 
Graehl, Missoula; Dick Strobel, 
Great Falls; Bill Rolfe, Bozeman; 
Charlie Cooley, Lewistown, and Ro- 
land Wilson, Plentywood. 

Darlington commended the as- 
sociation’s members for their ef- 
forts to date, which have made 
driver training available to 18 
percent of the state’s eligible 
classroom students. The MADA 
voted expansion of the program 
designed to teach teen-age driv- 
ers good judgment. 

The association went on record 
favoring construction of a new alu- 


Swamped 

Autemotive News is happy to 
note that auto dealers are in- 
creasing their offerings to 
driver-training cars to high 
schools throughout the nation. 

But we are unhappy that space 
limitations at this time do not 
permit us to publish all the 
photos depicting this worthy 
activity. Currently we are del- 
uged with such photos, but 
eventually we hope to be able 
to publish all of them. 








minum plant by the Anaconda Cop- 
per Mining Co. and the Harvey 
Machine Works at Kalispell in 
northwestern Montana. Need for 
aluminum for defense and expan- 
sion of the national economy, plus 
benefit for Montana, were stressed 
in the resolution. 

Montana dealers heard, Charles 
J. Farrington, assistant to the pres- 
ident of NADA, attack current fed- 
eral credit controls which discrim- 
inate against the average buyer. 

“Such regulations work a hard- 
ship on western residents, where 
freight rates amount to a large 
portion of the purchase price,” Far- 
rington declared. 

“The controls do not stop in- 
flation and they do not place any 
curb on buying by the privileged 
class. They are aimed at the av- 
erage citizen who needs an auto- 
mobile for transportation or for 
his work.” 

More than 300 dealers attended 
the closing banqtet at which Clay 
Osborne, news commentator, was 
the principal speaker. 

Panel discussions were conducted 
on safety, used-car merchandising, 
wholesale parts discounts, financ- 
ing, credits, collections and factory 
and public relations. 

The dealers had a closed meeting 
the final session to discuss dealer 
ethics. 

Special meetings of American 
Automobile Assn. contract holders 
and line agencies were also con- 
ducted. 


K-310 Attracts 
100,000 in N.Y. 


NEW YORK.—Close to 100,000 
persons saw the _ experimental 
|Chrysler K-310 sports sedan here 
|during the first five days of its 
public exhibition. 

The car was styled in the U. S. 
and built in Turin, Italy, by Carroz- 
zeria Ghia, Italian body maker. 


Battery Trouble Ahead 
NEW YORK. —. The Automobile 
Club of New York estimates that 
battery failure will cause about 45 
|percent of the breakdowns on the 
‘road this winter. 





























| (6) 2-dr., $790. KAISER—’'49 4-dr., $835, $675. 
MERCURY—’50 4-dr., $1,325. °49 club MERCURY 49 club coupe, $1,020; 
coupe, $1,050 4-dr., $995. 
NASH—’'50 (600) 2-dr., $960. °46 busi- NASH—’'51 Rambler station wagon, §1,- 
| ness coupe, $350. 310°. "49 (600) 2-dr., §$730*. ‘48 
|] OLDSMOBILE — '50 (76) club coupe, Ambassador 4-dr., $680*; (600) 4-dr., 
$1,230* "48 (98) club sedan, $1,- $500. °46 (600) 4-dr., $325. 
000* ; 4-dr.. goth (66) 4-dr., OLDSMOBILE—'51 (98) 4-dr., $1,850. 
$780*. ‘47 al conv., $475. °46 (6) "48 (98) 4-dr., $900. °47 (78) club 
Phil D ! Cit s Ni club coupe, $505 coupe, $685. °46 (76) 4-dr., $580*. 
a eadiers e Qullivan— PACKARD—'51 (200) club sedan, $1,- PLYMOUTH —'51 Cambridge 4-dr., $1,- 
. . | 810*. °'48 4-dr., $755, $740*. 475. '50 SD 4-dr., $1,175. ‘48 SD 
Ed Sullivan (center), star of Lincoiln-|| PLYMOUTH—'51 Cranbrook 4-dr., $1,- ‘ ae. gre. "47 Deluxe 4-dr., $435. 
* isi f th 555; Suburban, $1,395. °'49 SD 4-dr., ONTIAC — '50 SL (8) sedan coupe, 
ne a iy a oo Deiat tis Io $960, $955. '46 Deluxe 4-dr., $455. $1.400*. "48 Torpedo (8) 4-dr., $960°. , 
wn, d PONTIAC—’48 SL (8) 4-dr., $885*. "36 4-dr., $240. 
guished service award of the Philadelphia || STUDEBAKER — '50 Champion 4-dr., STUDEBAKER—'50 Champion Deluxe New Pathfinder Plant in Miss. 
Automobile Trade Assn. from Edward J.|} $1,015. 2-dr., $940. This is the new plant of the Pathfinder Coach division, Superior Coach, at Kos- 


*Indicates automatic transmission or overdrive. 


Ronan (right), PATA president, and John | 
B. White, vice-president, at ‘the ws 
annual meeting. 


ciusko, Miss. The entire 150,000-square-foot plant is all under one roof. In addition to 
building all-steel safety school coaches, the factory is turning out buses for the Army 
and for export use. It cost $2,500,000. 








Other Auction reports are on Pages 38, 39 
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Oakland Places 
2nd in California 
Car Ownership 


OAKLAND, Calif.—California 
leads the nation in automobile reg- 
istrations, and Oakland is second 
in registrations in the state, it was 
announced in the 1951 fact book 
published by the Oakland Tribune. 

The fact book, which quoted de- 
partment of motor vehicle figures, 
said that 4,976,296 vehicles are 
registered in California, and~that 
426,402 of them are in the metro- 
politan Oakland area. 


The newspaper continued that it 
was first in northern Califorina in 
automotive advertising, and fourth 
on the Pacific Coast. During 1950, 
the fact book said, the Tribune had 
run 1,181,038 lines of automobile ad- 
vertising. 

In its own area, the Tribune is 
first in total display advertising, it 
was claimed, and second on the 
Pacific Coast on display volume. 
According to Media Records, listed 
as a source, the Tribune had run 
19,560,095 lines of display ads in 
1950, and was led only by the Los 
Angeles Times in the coast area. 


* 


iii 


I-H Distributor in Middle East— 


Patterned clesely after International truck dealers’ prototype buildings in the U. S. 
is this $250,000 base of operations recently opened in Beirut, Lebanon, by John C. 
Salameh, International distributor for Lebanon, Syria, and Jordan. The new sales and 
service facilities will serve large fleets of Internationals now engaged in transporting 
goods throughout the three countries from Beirut, main shipping terminus for the area, 
and in hauling products from the oil fields and important wheat and cotton-growing 
centers of the area. The building, of cut stone construction, covers 2,600 square meters 
and houses, general offices, showroom, and parts department. Service station and 





shops are in adjoining concrete structures. 











FOB FACTORY 








Steel Supply Outlook 
Still Seen Doubtful 





ECURRING reports that the steel supply situation is 
easing have led many observers to the conclusion that 
the auto industry’s steel problems are about over. Purchas- 
ing executives who are close to the situation, however, hard- 


ly share this view. 
Even assuming there is not 
a steel strike and that a scrap 


shortage does not close down 
steel-making operations in some of 
the major steel centers, the threat 


|to steel supply lines is still very 


real, Detroit steel buyers agree. 


For many grades of flat rolled 
steel, the supply situation is defi- 
nitely improved. This is hardly 
true of very wide sheets, however, 
that are used for tops, bonnets 
and front fenders. Moreover, with 
only three mills supplying cold 
rolled sheets in widths 72 inches 
and wider, it is not expected that 
any real surplus will develop in 













These fenders pro- 
tected by CAD- 
AP with CAD. 
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Service Department 


PROFIT-LEAn 





There was a time, not too long ago, when 

damaged-in-transit sheet metal parts were expected 

from the factory. And you were seldom disappointed. 

Then labor costs of bumping out the dents and dings, and 

repriming after sanding over the scratches, ate considerably 

into service department profits. Also the lost time prevented 
keeping the delivery promises to your customers. 

But because you have friends at the factory who are always 

on the lookout for ways to help the dealers make more money, 





this classification for several] 
months at least. 

Looking further down the list of 
steel products used by the auto in- 
dustry, it is evident that carbon 
and alloy bars are still seriously 
tight. While several major auto 


companies have dropped conver- © 


sion on sheets, the scramble for so- 
called hot top ingots that will be 
reduced to forging billets goes mer- 
rily on. 


During the past week, a conver- 
sion deal involving more than 3,000 © 


tons of forging billets for crank- 
shafts was reported in Detroit, 
There are no indications of a letup 
in the scramble for steel in the 
forging grades. 

Some firms—Studebaker, for ex- 


ample—have been buying forging — 
steel in Belgium and bringing the ~ 


steel to this country. 
* ” + 


Plate Steel Short 


ANOTHER steel product in which © 
the supply falls far short of de- — 
mand is plate. While the amount of — 


plate used in a passenger car is 
not large, plate is vitally necessary 
for a few highly stressed parts. De- 
snite a switch in some of the mill 
rolling schedules from light gauge 
sheet to heavier plate, a critical 


shortage exists today in this classi- ; 


fication. 

A grade of steel also in short 
supply is cold header wire. This 
type of steel is used for bolts, cap 
screws and other screw machine 
products. 

At the moment, wire grades used 
for seat cushions, for example, are 
relatively obtainable. This has led 
some mills to propose changing 
their rolling schedules from light 
wire products to cold heading 
szrades. It will be some time, how- 
ever. before the changes now being 
considered become effective. 

* - * 


Ingot Prices 


N ADDITIONAL factor reflect- 

ing the steel situation is the 
price of steel ingots. A few weeks 
ago prices as low as $70 per ton 
were quoted in Detroit. Todav, there 
is a good supply of ingots that 
could be converted into sheet and 
strin but the price is $90 and up- 
wards. The price of hot ton ingots, 
used for forging bars or billets, is 
substantially higher than this. 

A reason for the apparent im- 
provement in steel supply is a 
drastic change in the distribution 
picture. Before automobile steel 
was placed on allocation, auto 
firms had to place their orders 
after allocated steel was booked 
by the mills. 

Under allocation, however, auto 
manufacturers place orders as 
early as possible. Because of their 
excellent standing as customers, 
major auto firms have been able to 
place practically all of their ton- 
nage with the mills. 

This has not been true of some of 
the independent car _ producers. 
Vendors of the industry likewise 
have had some difficulty finding a 








most shipments of fenders, doors, hoods, decks, etc., are now 
safeguarded by Cadw/ap . Practically all the car and truck 
manufacturers now use this unique, patented, cushion-type pro- 
tection for shipping sheet metal parts because they arrive in 


we 
ctsPs } Be edie home for their steel allotments. 















Reproduction of th e 
Blue Coral 


ment on the opposite 


YOU MUST KNOW Cadwrap 


You may not have known its name until 
now, but most dealers now receive sheet 
metal parts from their factories wrapped in 
Cadwrap .... First developed to protect fend- 
ers, it is now used on all such items as 
doors, decks, hoods, fenders, etc. 


WHAT IS Cadwrap? 


It is a patented wrapping consisting of tough, 
extra-heavy cre; paper, laminated to ex- 
celsior qeshioning pads. Because it conforms 
to the shape of the part, it is easily handled 
and fastened in place. 


WHAT ARE Cadclips? 


A patented metal device which slips over the doubled edge of Cadwrap and is easily 
clipped in place. They elimi the unhandy wire or cords formerly used, making 
the parts easy to handle and, perhaps, most important, cut down storage space because 
they nest so well. 


prime condition and can be used immediately. ; 
Comes the end of the month, and the balance sheet shows alittle advertise- 
more black or a little less red—don't forget the factory men 
whose thoughtfulness in specifying Cadwrap has di- 


page, suitable for fram- 
rectly influenced your profits. That heavy, tough, creped 


ing, may be obtained by 
writing to H. D. T. 


paper with the excelsior cushioning really prevents 





sheet metal parts being damaged in transit. 















COMPANY FACTORS, INC. 


275 Ferris Ave. 
White Plains, New York 


CADILLAC PRODUCTS, INC. 


2300 GAINSBORO AVENUE FERNDALE 20, MICH. 











Cadwrap ano Cadclips art MANUFACTURED BY 
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God bless Mommy and Daddy .. . take care of baby brother... 
and make me a good girl. That's what a little girl prays for... 


if she's a little American girl. She doesn't have to plead for a crust of bread, or for shoes, 


or for the noise of the guns to stop. That is our prayer for Christmas, 1951. 


May the freedom and abundance of good things our children take so beautifully for granted, 


continue in this blessed American land . . . and may the coming year 


bring peace to all peoples and countries throughout the world. 


H. D. T. COMPANY FACTORS, INC. CREATORS OF THE BLUE CORAL TREATMENT 


© 19%! H.D.T. Co. Factors, Inc. 
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‘Deluxe’ Models Hardest to 


Sell... 





Customers Scarce in Oklahoma 


OKLAHOMA CITY.—There’s no | 
rush to take new cars off eee | 
floors or out of their warehouse 
stocks in Oklahoma today. It’s true | 
here and in Tulsa and in smaller 
cities and towns as well. 

“We're having to go out and 
dig up prospects,” one dealer de- 
clared, “and that’s really some- 
thing. It’s rough to sell anything 
‘deluxe,’ too.” 

Nearly all dealers blame the con- 
tinued mounting of price increases 
and added taxes during the last 
two years. They point out that 
they are hearing from customers 
again and again that new cars in 
any class are “too darned high” and 
they’re going to sit back and wait 
until prices come down and some 
of the tax load comes off new cars. 

Others point out that prices have 
risen to such a high peak “people 
just can’t afford to buy new cars 
any more.” A number of finance 
company managers over the state 
point to the same factor. 

“When monthly payments come 
up so high‘on even the. cheaper 
models that they approach almost 
a third or half of what a man 
makes, he just can’t buy, no matter 
how much he wants a car,” one 
finance company man pointed out. 

“As much as we would like to 
help, we can’t. In fact, we’re find- 
ing it necessary to turn down 
some paper for the simple reason 





Far Below Other 
Items, Says Wiles 


FLINT.—The list of prices of 
Buicks have increased less than 
half as much as many other com- 
modities since the outbreak of the 
Korean war, Ivan 
L. Wiles, general 
manager, said 
Thursday. 

Speaking at a 
national press 
preview of 1952 
Buicks, Wiles said 
the list price of 
a Buick has risen 
only slightly more 
than 7 percent. 

“Contrast this 
with the rise of 
18 percent in thé consumer’s spend- 
able income since Jan. 1, 1950,” 
Wiles said. “Wholesale food prices 
are up 22 percent, farm prices, 25 
percent, and house furnishings, 20 
percent.” 

Wiles said the delivered price of 
a Buick actually has _ increased 
slightly less than 10 percent, but 
approximately 3 percent of the in- 
crease was due to an increase in 
the government excise tax. 

He added that Buick’s production 
for the first quarter of 1952 would 
total approximately 74,469 cars, 61 
percent of output during the first 
quarter of 1951 when 121,051 cars 
were built. Production this year will 
total 404,657 cars, compared to 552,- 
827 last year, Wiles said. 

Buick entertained its entire field, 
sales and service organizations dur- 
ing the week at a two-day conven- 
tion and business meeting. 

Nearly 400 sales and service rep- 
resentatives from every Buick zone 





.L LL. Wiles 





in the nation came here for the se- 
ries of meetings. 


that we know the man just isn’t 
making enough to take care of 
those sky-high monthly pay- 
ments.” 

Small-town dealers particularly 
are loaded and especially with 1951 
deluxe models which they have been 
recently discounting to sell; and 
still finding no takers. 

Used-car lots are in the same 
position. An expected early Christ- 
mas buying trend hadn’t material- 





Market Freeze 
In New Orleans 


Price Resistance Cited 
In Survey of Dealers 


By Gordon Hebert 
Staff Correspondent 
NEW ORLEANS. — There are 
three schools of thought among 
automobile dealers regarding the 
present new-car market situation. 


Some contend the lull is tempor- 
ary; some think the market is shot 
due to scarce money and rising 
niga and others say business is 
air. 


One dealer pointed out that the 
public has been shocked too 
much lately by the increase in 
excise tax, boost in car prices 
and some talk about a “freeze,” 
which have stopped them from 
buying. 

“Automobile prices are getting 
too high,” the dealer said, “which 
automatically reduces our potential 
volume business. You can’t expect 
a man to spend more on a new car 
than his yearly income. Govern- 
ment restrictions have also ham- 
pered the market.” 

Another dealer said today’s pros- 
pects are centered on owners of 
49, 50 and ’51 models. This par- 
ticular dealer contended that own- 
ers of earlier models are unable 
to make the one-third down pay- 
ment or can’t afford the high 
monthly payments. 

One dealer in the low and me- 
dium price field, who has been 
getting from 60 to 80 cars month- 
ly in the medium price class, said 
his allotment for December will 
be 28 cars, while his quota in the 
lower price range has been cut 
close to 75 percent. 

Another dealer in the low ‘price 
field said his allotment of cars in 
November did not justify his 
monthly expenses if he had re- 
ceived the full gross on each unit. 
“We are buying used cars from 
the curb to make expenses,” he 
said. 

A dealer in the low price field 
said he was not alarmed about the 
sluggish market because he is sell- 
ing everything he receives from the 
factory on his reduced quota. “And 
if things get worse,” said the deal- 
er, “the buyers of the high and 
medium price class will just drop 
down to the low price field and I 
will sell them.” 


‘ Howard Estate $10 Million 


REDWOOD CITY, Calif.—Final 
valuation of the estate of the late 
Charles S. Howard sr., well-known 
in the automotive and the sports 
world, was listed last week at $10,- 
919,337.50. 








Buick's entire field sales staff assembled 


Buick Sales Staff Sees "52 Line— 


in Flint last week for a preview of the new 


1952 model. The auditorium was transferred into a colorful “Palace of Surprises" for 
the introduction and members of the field organization are pictured above in the 
“Midway.” The new model, which will be publicly unveiled in mid-January, was shown. 





| 


ized in the second week of Decem- q 


ber and both new and used-car 
dealers expressed the opinion that | 
it won’t this year. | 

“There are lots of people who| 
want new cars yet,” declared one | 
small-city dealer, “but they just 
can’t buy them. Something will 
have to happen or the automobile 
market is going to be wrecked. 
There are limits to what the aver- 
age man can pay for his car, and 
that limit was approached several 
months ago. 

“Naturally, prospects didn’t like 
the recent price increases, but 
they kicked more at taxes than 
actual price increases. Prospects 
are becoming more and more 
aware of just how much they are 
having to pay in direct taxes 
alone when they buy a new car 
—and they don’t like it. I’m 
afraid somebody’s killing the 
golden tax goose!” 

Outwardly many men in the car 
business are extolling at length on 
how good business is, but in talks 
within the trade more crying towels 

are being seen these days than in 
many a year. 
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Figures show percentage of driving done each month 





More Driving in Winter— 


Gulf Oil 
motoring done between November and 
March—a far cry from the days when 
drivers, with the exception of doctors 
and such, shunned the icicle era. Since 
37 Y%_ percent of the driving is now done 
in the winter, Gulf points up the ways 
to make car operation more efficient and 
economical. 


has charted the amount of 





OPS Gets 


U. C. Plea 


NUCDA’s Downing Explains Objections 
To New Ceiling Order 


ATLANTA. — Three changes in 
CPR 94 have been recommended by 
James C. Downing, NUCDA presi- 
dent, in a letter to W. Leroy Jor- 
dan, chief of the 
OPS Automotive 
branch. 

While compli- 
menting Jordan 
and his staff on 
the “general prac- 
ticability and rea- 
sonableness of 
CPR 94,” Down- 
ing suggested that 
the regulation be 
to: 

1. Permit the 
addition of radio and heater values 
to the specific prices quoted in Ap- 
pendix A to CPR 94. 

2. Remove prewar cars from the 
ceiling price list. 

3. Round off specific ceiling price 
values to the nearest $5. 

In his letter, Downing said that 
by eliminating the radio and heater 
as an addition to the base ceiling 
price the OPS had not conformed 
to trade practice “because any au- 
tomobile with a radio and/or heater 
is definitely worth more on the re- 
tail and wholesale markets than is 
a comparable car not so equipped.” 

In addition, he added, CPR 94 
as it now stands “will undoubt- 
edly result in ‘shenanigans’ on the 
part of the public, as well as 
dealers (particularly when mar- 


6,743 at Packard 
Share $1,400,000 


DETROIT.—Packard passed out 
approximately $1,400,000 to 6,743 
hourly-rated workers last Friday 
(Dec. 14) in lieu of their 1952 vaca- 
tions. The rest of Packard’s 8,700 
workers are on salary. 


L. E. Peters, Packard payroll 
head, said about 4,100 of the hourly- 
rated workers received the maxi- 
mum of 120 hours pay, having been 
with Packard the required 15 years. 
Vacation pay for others ranged 
downward to 80 hours for five 
years’ service; 60 hours for three 
years, and 40 hours for at least a 
year. 





J. C. Downing 





°52 L-M Operations 
Start at St. Louis 


ROBERTSON, Mo. — Operations 
on 1952 models were scheduled to 
begin this week at the Lincoln- 
Mercury plant here after the long- 
est changeover shutdown in recent 
years. The body shop will be the 
first to reopen, followed by other 
departments as they receive bodies. 

The L-M plant wound up 1951- 
model assembly Monday with pro- 
duction of the 117,830th 1951 Mer- 
cury built here. The plant has as- 
sembled 319,859 cars since it first 
opened in March, 1948. Some 750 
dealers in 24 states are serviced by 
this plant. 





ket values begin to bump harder 
against the ceilings) .. .” 

“Unless CPR 94 is amended,” 
Downing continued, “I believe you 
will find that individuals selling 
to the dealer will, in many cases, 
remove the radio and heater, sell 
the car to the dealer, then sell the 
radio and heater for an additional 
sum to the dealer or to someone 
else. 

“Some dealers, on the other hand, 
may remove the radio and heater 
after purchasing the automobile, 
sell the car without that equipment 
for the ceiling, then install the ra- 
dio and heater so obtained on some 
other car after it has been sold for 
the ceiling price.” 

Downing added that “since the 
elimination of the radio and heater 
in the present regulation consti- 
tutes a lowering of the ceiling in 
excess of the published 8 percent, 
there should be no reason why the 
providing of a value for a radio 
and heater as in the past would 
invalidate the objectives of the reg- 
ulation.” 





Sawyer Doubts Cessation 
In Auto Output in ’52 


WASHINGTON.—Secretary of 
Commerce Charles Sawyer pre- 
dicted last week that there would 
be no shutdown in auto produc- 
tion during 1952, and that gen- 
eral business prosperity would 
continue through the year. 

In a talk to a radio audience, 
he said that it would be the 
“height of folly” to consider “dis- 
locating our economy” by closing 
down the automobile industry 
completely. He based his predic- 
tions on the belief that there will 
be no allout war in the coming 
year. An aute moratorium would 
save only 5 percent more cop- 
per, Sawyer said. 





\Gulf Study Shows. 
(374% of Driving 


Is Done in Winter 


PITTSBURGH.—The days when 
Dad used to jack up the family car 
for the winter are dead as a dodo, 
according to Gulf Oil Corp., which 
says motorists will do about 37% 
| percent of their driving during the 
five cold-weather months which in- 
eo November through March. 
| The average motorist’s mileage 
jin the coming winter will add up 
| to approximately 3,600 miles and his 
| fuel consumption about 240 gallons 
during the period, according to a 
Gulf study. The figures are based 
on gasoline consumption in past 
years, and any variation is likely 
to be upward, the study showed. 


Percentage of the year’s travel 
for November was estimated at 
about 8.3 percent, December 8.2 per- 
cent, January 6.7 percent, February 
6.4 percent and March 7.9 percent. 

Gulf engineers have compiled the 
following winter-proofing steps to 
help the average motorist enjoy 
trouble-free operation in the com- 
ing months: 

Make sure your battery is in top 
shape; drain and flush radiator, 
and preferably clean out whole sys- 


,|tem; have ignition system adjusted 


for proper functioning of coil, dis- 
tributor and spark plugs to guard 
against hard starting; lubricate car 
thoroughly at least once a month 
even if mileage is considerably be- 
low the normal 1,000-mile lube pe- 
riod; drain engine oil and replace 
with proper winter grade oil; trans- 
missions and rear axles should be 
drained and refilled with proper 
grade lubricants; be sure tires are 
in good condition for safety, pro- 
vide chains for better traction; ob- 
serve safety rules, guard against 
carbon monoxide poisoning; keep 
car in heated garage when possi- 
ble, or use a special underhood 
heater. 

One thing you won’t have to 
worry about is gasoline, which is 
automatically adjusted in winter to 
give engines better starting and 
warm-up qualities, Gulf says. 


N. Y. Olds Dealers 
Told of Dual Plan 


NEW YORK.—Oldsmobile pro- 
duction of bazooka rockets and 
90-mm. tank cannons is _ being 
maintained, while 
output of auto- 
mobiles is being 
carried on at a 
level permitted by 
federal limita- 
tions, J. F. Wolf- 
ram, general 
manager of Olds- 
mobile, told a 
meeting of 1,200 
dealers here last 
week. 

Wolfram  out- 
lined the plans for a dual-purpose 
plant to be built by the division, 
which will be adaptable to produc- 
tion of war or peace materials ac- 
cording to future needs. Others 
speaking at the meeting included 
G. R. Jones, general sales manager; 
Harold N. Metzel, chief engineer, 
and L. F. Carlson, executive assist- 
ant to the general manager. 








J. F. Wolfram 


More than 100,000 persons read AUTO- 








MOTIVE NEWS every week! 
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Chrysler Readies Del. Tank Plant— 


This huge 120-inch vertical boring mill is being installed in the partially-completed 
Chrysler Delaware tank plant at Newark, Del. The 100,000-pound giant, used to 
machine turret rings, was installed in a single day and was in operation on the foilow- 
ing day. To produce the latest heavy and medium tanks for the armed forces, the new 
plant is now more than 60 percent completed. Several pieces of production equipment 
have been installed and are in operation. 
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TALK ABOUT SMALL CARS! 


THE WORLD'S BEST SMALL CAR BUYS... 


JY DIETS 
The World’s 
Supreme Small Car 


Americans are learning something 
new in motoring . . . that Morris 
value-for-money can't be beaten by 
any car in the world! That isn't just 
words . . . It's what the Morris 
actually offers you. Listen: big car 
comfort, planned space. ‘Family 
man”’ reliability, Deluxe Torsion bar 
suspension, Safe and Sure Lockheed 
braking and finger-light trafficabil- 




















ity . . . Does that sound like a low 
priced car? It is .. . it’s the world- 
beating Morris. The embodiment of 
MORRIS MINOR TWO-DOOR SALOON modern motoring value! 


CHECK THE ADVANTAGES 
Low First Cost Plus Low’ Trafficability And 


Running Cost f Safety Vf 
Stylishness With Mono-Construction 
Spaciousness f Gives Strength With 


Lightness of 





America’s Most 
Popular Sports Car 


Driving this sensational new MG Midget is like 
handling the controls of an aircraft. The smooth, 
responsive power of its 1250 c.c. overhead valve 
engine gives you that impression. Cushioned riding 
comfort made possible by independent front sus- 
pension and latest type shock absorbers add still 
further to this conception. Come and see this 
“‘plus’’ version of a world-wide sports car success. 





Enjoy the Sun . . . and the Fun in an MG! 


ImpERIAL Car Distriputors, INc. 
your MORRIS ¢(Dr*! | 


215 ACADEMY ST. HAMPTON, VA. PHONE HPT. 4383 


Dealer Franchises Available in Virginia, West Virginia, North Carolina, South Carolina, Tennessee and Kentucky. — Inquiries Invited. 





DISTRIBUTOR 
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AUTOMOTIVE WASHINGTON 





NAM Slaps 





b fie EXPRESSIONS of 


Cites Public Liability 


Corruption, 





strong determination to help 


wipe out public corruption in all parts of the nation, 
American manufacturers wound up their 56th Congress of 


Industry. 


Both the outgoing and incoming presidents of NAM took 


a long look at the problem of 


public corruption today and 
called on all the people of the 


nation to do something about it. 


“All the people in the land 
must bear responsibility for tol- 
erating a moral atmosphere in 


which graft and corruption can | 


flourish,” William H. Ruffin, re- 


*®> 





| tiring president of the associa- 
| tion, said. 

William J. Grede, newly elected 
president, termed the evidences of 
wrong-doing which recently “come 
out of Washington and other 
places” as “shocking.” 

He thought the National Assn. of 
|Manufacturers during the coming 


year would have a good deal to say 
about this situa- 


tion. 
“At is not 
enough,” Ruffin 


told the congress, 
“to stand aghast 
at revelations of 


mink coats on 
government = sec- 
retaries; it is not 


enough just to re- 
coil at exposures 
of internal reve- 
nue scandals and 
corruption in RFC loans, to be re- 
volted by nationwide crime syndi- 
cates protected by prominent poli- 
ticians.” 

“For every influence peddler 
there must be an influence buyer. 
For every bribe taker there must 
be a bribe giver. For every tax fix- 
er there must be a tax avoider. For 
every crooked politician there must 
be tens of thousands of lazy and 
morally apathetic citizens.” 

“Bad officials are elected by sup- 





William Uliman 











For Healthier Dealer Public Relations— 

Lou Awald, president of Lou Awald Chevrolet, started off public subscriptions for q 
new ambulance for the Kenmore (N.Y.) hospital by donating a Chevrolet chassis, 
Other citizens raised additional funds with the result that Albert A. MacMullen and 


Roy R. Brocket, 
Awald, far right. 


hospital board members, recently took delivery of the vehicle from 





posedly good people who do not 
vote,” Ruffin declared. 

* * cd 
Other Views Given 


E STRONGLY denounced busi- 
nessmen and other citizens who 








aré 


‘WHAT SID 


you on 


There are two sides to every question . 


and even more sides to the answers. Take the 


question of spraying and 


drying. Which side are 


you on? Do you favor air drying or force drying? 


Do you favor spraying cold lacquer or do you 


intend to spray hot lacquer? You know the 


answers to those questions but I'll give 


you the answer to which paint to use... 


and there's no two ways about it: 


Martin-Senour lacquers and enamels 


meet every modern finishing requirement! 


You're right when you use 
Martin-Senour Hi-Solids Lacquers and 


Synthol Enamels . 


method of spraying or drying you use. 


Hi-Solids Lacquer Colors—Carefully formulated for either regular 
or hot spray. Contain extra amounts of synthetic gums in combina- 
tion with balanced solvents. Results in exacting work. Better match 
to the original finish... better blending, gloss and weathering. 


Synthol Enamels—Uniform performance ... whether you ysé cold 


or hot spray, air or force dry. 


Superior covering and beautiful, lasting lustre. 


Your N.A.P.A. Jobber Has 
Colors and Mart 


MARTI 


2520 South Quarry 





e- no matter what 


Economical and easy to handle. 


artin-Seriour Hi-Solids Lacquer 
— Enamels 


, Chicago 8, Illinois 
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~ George E. Kious 


Oe De ih Motors, Lexington, Ky., say 
> \\~the methods may vary from man to man 
as nd from shop to shop, but this is always 
.. a good paint job starts with a good 
paint. That’s why we use Martin-Senour 
Hi-Solids Lacquers and Synthol Enamels. 
‘e know that's the way to get superior 
results on every job... 
e right build, 
: deep gloss and durability.” 














Godfrey Nash 













with the right flow, 
and the right formulation 








FINISHE . 
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Saclory Fuckaging. .. the only positive control oon Seuery to Finisher. 





express great indignation at waste 
and corruption in Washington and 
condone those same evils in their 
local governments. 

The association’s new president 
at a news conference gave a candid 
outline of his personal views—as 
distinguished from the association’s 
formal attitudes—on a wide variety 
of questions. 


He said: 

1. Sen. Taft would make a fine 
president. 

2. All price and wage controls 
should be abandoned, but materials 
controls should be retained. “I’m 
afraid price control, like wage 


stabilization, has turned out ac- 
tually to be a form of stimulation,” 
he said. 

3. Set up a rigid review of the 
Marshall-plan aid to determine 
what should be retained and im- 
proved and what dropped. 

4. The Point 4 program is poten- 
tially valuable for America’s eco- 
nomic prosperity and should be 
encouraged. Most of it should be 
financed by private capital. 

5. The country would be better 
off if all wage questions were left 
to bargaining between labor and 
industry with the government stay- 
ing out entirely. 

6. The government’s' monetary 
and fiscal policies have been far 
more contributing factors to infla- 
tionary dangers than either wage 
or price policies. 

7. The defense production pro- 
gram has been going too fast in 
some directions and too slow in 
others so that troublesome bottle- 
necks have been created. 

* * * 


Shutdowns Feared 


ELFORD TAYLOR, administra- 

tor of the Small Defense Plants 
Administration, told the congress 
that the mobilization program has 
created such great difficulties for 
many small businesses through lack 
of materials that many will have to 
close down unless remedies are 
found. 

Taylor predicted that the diffi- 
culties of small business would in- 
crease in coming months because 
the defense program was absorbing 
such large quantities of copper, 
aluminum and other scarce mate- 
rials. He said he has been endea- 
voring to work out with Secretary 
of Defense Robert Lovett a series 
of plans for increasing the volume 
of procurement that goes to small 
business. 

Dr. Allan T. Waterman, director 
of the National Science Founda- 
tion, appealed to the association for 
help in promoting “a growing pub- 
lic understanding” of the research 
objectives of the foundation created 
by Act of Congress. 

If basic research is to make fu- 
ture progress satisfactorily, he 
said, closer cooperation must be 
developed between government, 
industry and the universities in 

“adequate dissemination and ex- 

change of research information.” 

In a quiz session on policies of 
the NMA its leaders answered ques- 
tions of a group of students and 
industrial apprentices attending the 
convention. Dr. Ralph Robey, chief 
NMA economist, said industry 
recognized that labor unions were 
essential in a free enterprise econ- 
omy like that of the U. S. Workers 
must have the right to organize, he 
said, if they wish to do so. 

The NMA listed alternatives to 
price control: Eliminate all possi- 
ble government expenditures; pro- 
vide pay-as-we-go taxation to avoid 
deficit spending; make sure over- 
extended credit “doesn’t blow us 
through the roof’; avoid all re- 


strictions on production that are 
not absolutely essential. 
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IN 1951... CHRYSLER SET THE PACE ALL YEAR! 











Chrysler Picked as Pace-Car for Indianapolis Classic! A New 
Yorker convertible coupe driven by Chrysler Division President David A. Wal- 
lace paced the Indianapolis Motor Speedway event at the designated speed of 
90 m.p.h.—faster than the winning speed in the first 9 of these races! Choice of 
Chrysler was tribute to Chrysler’s automotive contributions and to new Fire- 
Power engine. 


Chrysler Wins 
Detroit “250” Race! 


In a grind so tough that 
only 24 of the original 58 
entries finished, a Chrys- 
ler New Yorker club 
coupe took the honors in 
Detroit’s 250-mile NAS- 
CAR stock-car classic. 
Driver Tommy Thompson 
drove the car thru the 
complete race without 
‘once lifting the hood .. . | 


Two Chrysler Winners in Economy Run! Powered with 
180-horsepower FirePower engines, two Chryslers topped their 
classes in Mobilgas Economy Run. The Crown Imperial delivered 
19.208 miles per gallon, and the Imperial delivered 21.178 in the 
rugged 850-mile drive—thus outclassing medium and light cars 
in actual fuel efficiency. 


a tribute to the FirePower 
engine and Chrysler engi- 
neering. | 








Chrysler First 
Among U.S. Cars 
in Pan-Am Race! 


A Chrysler Saratoga 
driven by Bill Sterling 
won third place in Pan- 
American Highway 
Race—first among U.S. 
, ’ entries. Another Chrys- 
Chrysler Wins Speed Title at 100 M.P.H.! Stock-car ler, with Tony Betten- 
speed record of 100.13 miles per hour was made at Daytona _hausen an ry a 

: : new world’s record for 
Beach, Fla., by Chrysler New Yorker. Winner Tom McCahill stuek cass aunnenian: 
entered trials on the spur of the moment with a car that had been 114.33 m.p.h. over the 


driven only 400 miles and had received no special tune-up. last 230-mile leg. 














IN 1952... CHRYSLER WILL LEAD AGAIN! 


Just look at that magnificent record. What’s behind it? Not speed alone. 








These races are tests of endurance, efficiency, safety, dependability 


marvels that put us out front this year... and will keep us out front CHRYSLER 


next year. So be sure and demonstrate Chrysler’s new line of winners .- finest engineered cars in the world 
—2 great engines, 6 beautiful models, 18 smart body styles—all 


Chrysler-engineered to win new sales for you in fifty-two! , 


and all-around performance. It was Hydraguide Power Steering, power 
brakes, Oriflow Shock Absorbers, and other Chrysler engineering 
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On the Financial Front... . 





Studebaker Shares 
Gain 9.5 Percent 


By George Deery 
Associate Editor 


HE listed stocks of eight auto 

and truck makers gained ground 
and the same number decreased in 
value, while two Four-Wheel- 
Drive and Mack remained un- 
changed for the month ended Nov. 
30, according to First of Michigan 
Corp., investment banking house. 

A spurt of 9.5 percent by Stude- 


“baker and White’s appreciation 


of 38 percent were in sharp con- 
trast to the average gain of 3.3 

percent in the compilation cover- 
ing- 18 issues. 

On the losing side, Crosley dived 
the deepest to show a loss of 13.6 
percent, while in contrast to the 
gainers, the second highest per- 


centage for those on the list that 
slipped was only 2.7 percent, by 
Willys-Overland. Average decline 


for the group that decreased in 
value was 3.4 percent. 

* * * 
1G gieapsre firms that wound up the 
month with a higher price for 
|their listed shares were: Chrysler, 
|1.1 percent; Federal Motor Truck, 
2.3 percent; General Motors, 0.2 per- 
cent; Hudson, 0.9 percent, and In- 
ternational-Harvester, 0.7 percent. 

In addition to Crosley and Wil- 

lys, the following declined: Auto- 
car, 13 percent; Diamond T, 18 
percent; Divco, 2 percent; Kaiser- 
Frazer, 2.1 percent, and Nash- 
Kelvinator, 0.7 percent. 

First of Michigan’s September 
analysis of activity of the car and 
truck builders showed that Stude- 
baker stock was up 3.9 percent for 
that month, for the best gain of all. 
Crosley suffered the sharpest loss 
then, too, to be behind the previous 





month’s closing quotation by 8.3 


percent. 
* * 


Dana Net Slips 
To $11,134,589 


Dana Corp. and subsidiaries for 
the year ended Aug. 31 reports net 
profit of $11,134,589, equal to $4.34 
|a share, which compares with $12,- 
|863,160, equivalent to $4.98 a share 
for the preceding fiscal year. 
| Net sales increased to $171,818,- 
| 751 from $118 786,081 in the previous 
| year. President R. E. Carpenter said 
| $7,900,000 had been spent in the fis- 
cal year for additions to plant and 
| machinery. 
| During the coming year, $20,000,- 
|000 is planned for investment of 
| this type to fulfil orders for in- 
| creased sales and defense programs, 
|he added. 


* * x 


Earnings 


months: Sales and earnings were 
the largest in company history ac- 
cording to F. E. Schluter, president. 
Net income amounted to $1,409,539, 














Truman’s Tidy Turnover 


WASHINGTON.—President Truman has collected more taxes from 
the American people than all the other presidents combined, and has 
spent more than one-third of all the money ever spent by the U. S. 
government, the U. S. Chamber of Commerce reported last week. 

A study of the Treasury figures by the Chamber’s government 
economy program shows that the federal receipts from July 1, 1945 
through Nov. 16, 1951, total slightly over $262 billion. Total federal 
receipts from 1789 through June 30, 1945 totaled only $254 billion, the 
Chamber said. 

In the nation’s history, the report continued, the federal government 
has spent $770 billion. The present administration, it was pointed out, 
has spent better than a third of that amount—$282 billion. 

“It is recognized, of course,” the Chamber said, “that the purchasing 
power represented by the $262 billion is not equivalent to that of the 
$254 billion. However, economists generally recognize that fact that 
government financial operations are one of the major causes of 
inflation. 





earlier. 
$30,529,064, against $20,436,501. 





Thermoid and subsidiaries—Nine | 


equal to $1.64 a share on 800,603 | 
shares, compared with $1,068,062 or| workers and their families, one of 
$1.29 each on 750,000 shares a year | the most extensively trained groups 





Consolidated were in first aid and safety in the na- 
tion, soon will be learning a new 


method of artificial respiration. 


| Adopted by the American Nation- 
jal Red Cross, the armed services, 
|several industrial firms and other 
| agencies and organizations, the new 
procedure is known as the back- 
pressure arm-lift method and has 
been used in Norway and Denmark 
for many years. 


Research leading to the change in 


sales 


New Life-Saver 
Artificial Respiration 
Gets Better Method 
WASHINGTON. — Industrial 








¢@¢ Unity protects the car dealer’s retail sales—by 
distributing only through legitimate wholesalers— 


never through chain stores or other cut-price channels. 


* 


Unity Spotlights will not drift in the wind, rattle, etc.—because 
Unity Spotlights are the only ones with adjustable frictions, both 
horizontal and vertical, easily adjusted with a screwdriver. 


All Unity Spotlights are three-tube spotlights. The outside tubing is tightly 
a locked in the corner post by the two mounting brackets and cannot rotate. The 
head housing and the handle housing pivot on this stationary outside tubing. 
The corner post is stronger after the Unity Spotlight is installed. 
There are millions of Unity Spotlights in the field 


giving perfect satisfaction after years of service. 
Look for the spotlights with the ornament on top. 
You will never see any Unity products sold at cut 
prices either under Unity name or under a different 
name or trade mark. Unity protects the dealer. 


UNITY MANUFACTURING COMPANY 


INDIANA AVENUE . 


MAKERS OF SPOTLIGHTS WITH OR WITHOUT MIRRORS > 
LIGHTS + POLICE LIGHTS+ FIRE LIGHTS + DECK LIGHTS AND EMERGENCY LIGHTS 


ye ee eo | | 





CHICAGO 
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FOGLIGHTS -» 


method predates World War II, 
| when investigators first doubted the 
|superiority of the prone pressure 
|method. Since that time the Red 
|Cross has conducted’ extensive 
| Studies in the fields of respiration 
jand asphyxia. 

Results of the research showed 
that the prone pressure method was 
less effective in the amount of air 
exchanged. It compresses the chest 
but does not actively expand it. 


Manchester Ads 
| Carry Dealers’ 


| Story on Prices 


| MANCHESTER, N. H.—(UTPS) 
|A number of local auto dealers 
| sponsored full-page advertising lay- 
|outs in Manchester newspapers to 
|point out that, except in a few 
cases, prices of used cars would not 
be affected in this area by the re- 
cent government order for reduc- 
tions in ceiling prices on all but 
1951 models. 


| “In most instances,” the dealers 
| stated, “used cars have been and 
are still being sold at less than 
OPS ceiling prices. 

“When Dec. 20 arrives and a cut 
of 6 percent is made necessary by 
government regulation, prices will 
be no lower in Manchester. The 
majority of Manchester car dealers 
are offering cars today at a reduc- 
tion in excess of the 6 percent.” 


The announcement was- spon- 
sored by Clyde Garfield, Inc. 
(Ford); Armory Garage, Inc. (Kai- 
ser-Frazer) ; Cavanaugh Bros. (Aus- 
tin-Federal); Leo A. Cavanaugh, 
|Inc. (Chrysler-Plymouth); Fitch 
| Motor Co. (Chevrolet); Gale Motor 
|Co. (Nash); Jerry’s Motor Sales; 
Lynch’s, Inc. (Willys); Manchester 
Buick Co.; Merrimack Street Ga- 
rage (Oldsmobile); Morse-Batchel- 
der, Inc. (Studebaker); Chas. H. 
Morse Motors (Dodge-Plymouth); 
|Roy Prince Motor Co. (Packard); 
| Queen City Motors, Inc. (DeSoto- 
Plymouth); State Motors, Inc. (Lin- 
coln-Mercury), and L. E. Whitten, 
| Inc. (Hudson). 


‘Plastic Men See 
‘Sustained Output 
For Next Year 


NEW YORK.—The plastics coat- 
ing and film industry expects its 
| total 1952 shipments to equal those 
of this year, according to a survey 
of 80 percent of such producers. 

At least half of the companies 
reported plans for installation of 
new equipment, despite a general 
feeling that the industry has al- 
|ready hit a production peak neces- 
| sary to meet normal demand. 

However, plastic coated ship- 
| ments to the government are on the 
increase. Some makers think such 
shipments will expand even fur- 
ther in 1952. 

In 1952 the automotive industry 
is not expected to consume the 10 
percent of all plastics shipments 
estimated for this year. A sizeable 
decline in business is looked for 
from auto makers. 
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PORCELAINIZE.... 


EXTENDS THANKS to the tens of thou- 
sands of New Car Dealers for their business, 


friendship and loyal support during 1951. 
AND A PROMISE of continued effort, thru 


national advertising, expanded field force 


and operating and sales assistance to help 


the New Car 


revenues and customer satisfa 


Dealers increase their service 
ction in 1952. 
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San Antonio Sales Off 


By J. H. Reed 
Staff Correspondent 


Motor vehicle sales in Bexar 
county (San Antonio) showed a de- 
cline in November from October as 
only 1,012 vehicles were sold, com- 
pared with 1,158 in October. 

The number of new cars sold 
declined from 928 to 843 while 

commercial vehicles slipped from 
126 to 108 and trucks dropped 
from 104 to 67, offsetting a slight 
sales gain made in October over 
September. 

In the new-car field, Ford led 
with a total of 150 cars sold. Chev- 
rolet was second with 120 and Pon- 
tiac third with 73. 

Chevrolet led commercial ve- 
hicle sales with a total of 36 ve- 
hicles, followed by Ford with 33 
and Dodge with 19. Ford, Chevro- 
let and Dodge each had eight new- 
truck sales, but all were topped by 





International with 12 trucks sold 
during the month. 

High dealers for the month 
were: Ranger Pontiac Co. with 
73 new-car sales; Gillespie Motor 
Co. (Ford), 65, and Jordan Motor 
Co. (Ford), 54. 

O.. R. Mitchell Motors (Dodge) 
led in commercial vehicle sales with 
19. Milam Chevrolet Co. and Jor- 
dan Motor Co. sold 14 each and 
Smith Motor Sales Co. (Chevrolet) 
had 13 sales. 

* 


Clevelan 


Reversing a three-week down- 
ward trend, sales of used cars in 
the greater Cleveland area perked 
ahead for the seven days ended 
Dec. 7 when the turnover climbed 
to 1,785, more than 200 units above 
the previous seven-day period. 

This upturn also marked one 
of the few times in the past five 
months that volume was above 














year-ago figures. Used - truck 
sales, too, climbed to a five-week 
high with sales of 134. Here, too, 
sales were above a year ago. 

On the new-vehicle side, how- 
ever, a less favorable outlook pre- 
vailed. New-car sales were 935, a 
drop as against the 962 of the 
previous week, and far below the 
year-ago figure. In truck sales, new 
units recorded were 107, or 21 un- 
der the previous week. 

In reporting total sales for No- 
vember, Leonard F. Fuerst, clerk 
of courts, recorded 4,220, at least 
600 under the figure for November 
a year ago. 

The breakdown by make: 
Buick, 311; Cadillac, 144; Chev- 
rolet, 677; Chrysler, 135; Crosley, 
2; DeSoto, 102; Dodge, 345; Ford, 
716; Henry J, 26; Hudson, 83; 
Jaguar, 2; Kaiser, 52; Lincoln, 
16; Mercury, 197; MG, 8; Nash, 
149; Oldsmobile, 241; Packard, 83; 
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Plymouth, 431; Pontiac, 287; 


The Lady Says 'Nash'— 
When F. M. Tirre, Nash St. Lovis zone 
sales training representative, opened one 
of his classes in retail salesmanship re- 
cently, he found Marjorie Ellman one of 
his most interested students. Miss Eliman 
is employed by Wright Motor, St. Louis. 





Singer, 3; Studebaker, 192; Willys, 
17, and miscellaneous, 1. 
New-truck sales for November 
were 426, down about 60 as against 
November, 1950. The sales break- 














What is the auto- 
motive industry 
going to want in 
brake lining for 
tomorrow’s vehi- 


cles? How fast will they want them to 
decelerate? What temperatures will be 
created? How will they apply pressure 
...and how much? 

Academic questions? Not at Brakeblok. 
It has been our policy, for years, to look 
for tomorrow’s answers ... today. 

Our test fleet, for example, is equipped 
with specially designed instruments that 
will give us a complete history of any 
frictional material, under actual driving 
conditions. We can determine: rates of 
deceleration; pedal and line pressures; 
stopping distances at various speeds; 
effects of resultant temperatures; brake 





Copyright 1951, The American Brake Shoe Co. 





effectiveness and other pertinent data. 

We can determine what material or 
combination of materials will work best 
to save you time, work and money. 

Our facilities and our years of experi- 
ence with brake lining are available to 
you. We will be happy to have you use 
them. Address your request to American 
Brakeblok Division, 4600 Merritt Ave., 


Detroit 9, Michigan. 
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down for the month: Chevrolet, 


,|143; Divco, 6; Dodge, 44; Ford, 123; 


GMC, 17; International, 29; Mack, 
4; Reo, 2; Studebaker, 15; White, 
13, and Willys, 30.—(Sanford Mar- 
key.) 


* * + 


Ottawa 


Ottawa dealers report an increase 
in inquiries for British-made cars 
and some believe that spring buy- 
ing may bring back a spurt in such 
business despite the spectacular 
drop featuring such sales in 1951. 

This sudden revival of interest in 
the smaller British vehicles seems 
to have caught dealers unprepared 
as many had assumed the drop 
might last. If credit curbs are 
eased, as some appear to believe, 


'|spring buying of the small British 


cars may rise beyond all present 
expectations, dealers confide. — (M. 
L. Schwartz.) 

* * * 


Birmingham, Ala. 

Sales of new cars in Birmingham, 
Ala., were around 25 percent less 
in November than in October, ac- 
cording to registration figures. 

Sales by makes in November 
were: Buick, 55; Cadillac, 17; 
Chevrolet, 174; Chrysler, 27; Cros- 

ley, 2; DeSoto, 12; Dodge, 67; 
Ford, 161; Henry J, 17; Hudson, 
17; Kaiser, 10; Lincoln, 5; Mer- 

cury, 41; Nash, 17; Oldsmobile, 

48; Packard, 10; Plymouth, 58; 

Pontiac, 52; Studebaker, 37; Wil- 
lys, 3, and miscellaneous, 1. 

The total for November was 831, 
against a total of 1,275 for October. 
However, total registrations for 
October were not a true reflection 
of actual sales for that month as 
many cars sold in the last few days 
of September were not registered 
until October, when new license 
plates went on sale. Actually, sales 
in November were estimated by 
dealers as around 25 percent less 
than in October.—(Stuart Riddle.) 


Omaha 


New-car sales in Douglas county 
(Omaha) during November totaled 
715 units. 

Chevrolet, Ford and Buick fin- 
ished on top with 189, 72 and 72 
sales, respectively. Plymouth was 
next with 64; followed by Pon- 
tiac, 52; Mercury, 50; Oldsmobile, 
45; Dodge, 40; Studebaker, 34; 
DeSoto, 25; Chrysler, 17; Pack- 
ard, 14; Cadillac, 12; Hudson, 38; 
Kaiser, 5; Nash, 4; Lincoln, 3; 
Crosley, 2, and Willys, 1. 

November new-truck sales to- 
taled 196, almost 100 less than were 

sold in October, 1951. Chevrolet led 
with 91 trucks. Ford was second 
with 41, International third with 28, 
then GMC, 21; Dodge, 11, and 
Willys, Crosley and miscellaneous, 


one sale each.—(Arthur R. Oleson.) 
«x ” s 


St. Louis 


Dealers handling all lines, with 
few exceptions, are reporting re- 
duced sales and deliveries in St. 
Louis. In the face of predicted 
shortages and certain higher prices, 
sales have been disappointing. This 
is true in both new and used-car 
markets. 

Dealers generally are optimistic 
over the prospect for sales after 
the first of the year, particularly 
with the promise of new models 
for many lines. However, there 
is considerable apprehension over 
increasing prices. 

One bright spot in the present 
situation is the volume of service 
and parts sales. Most dealers report 
that shops are operating at ca- 
pacity. This, of course, will in some 
measure offset reduced car sales.- 
(Sam X. Hurst.) 

= > 


Springfield, Mass. 
SPRINGFIELD, Mass.—Used-car 
business has slacked off in Spring- 
field, Mass., as it always does with 
the approach of the Christmas sea- 
son, dealers said. It is apparent, 
they said, that people spend their 
money for something besides sec- 
ond-hand vehicles at this time. 

But the shipment and sale of 
new cars—especially in the so- 
called low-priced field—continues 
to be steady. Some of the higher- 
priced cars are not moving too 
fast now, this, too, was attributed 
to the Christmas season. 

Dealers said 1952 looks like 4 
tight year. The output for the first 
quarter of the year will approxi- 
mate the production of September, 
October and November of this year, 
they said, a figure 30 to 35 percent 





below normal.—(John A. Noll.) 
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YOUR CHEVROLET © 


Your local Chevrolet dealer is ready, willing and 
able to help promote your customers’ satisfaction 
in two ways. First he has a balanced stock of 
Chevrolet parts available to improve the efficiency 
of your operation. And, second, your Chevrolet 
dealer’s personnel is specially trained in service 
problems similar to yours. These assets are at 
your disposal. Call on your Chevrolet dealer today! 


y CHEVROLET / 


FOR YOUR CL57 QLAL*** DEAL WITH YOUR CHEVROLET DEALER 








AUTOMOTIVE NEWS, DECEMBER 17, 1951 


At Christmas time, and). 

















ER glee aetna rh 





Highlights of LIFE’s Power in the Automotive Field: 





1. LIFE reaches more people: The aver- 2. LIFE covers the income groups that are 3. LIFE reaches your customers: 
age issue of LIFE reaches 23,950,000 people. of most interest to you: 7'wo out of every three 75% of all new-car buyers, 65% of all tire 
In the course of 13 issues, this audience grows people in LIFE’s audience are in America’s middle- buvers read LIFE in the course of 13 issues.* 


to a total of 62,600,000 different people.* and upper-economical groups.* 
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all year ’round...here’s 


what [Eidi gives you: 


More Automotive Customers 














First in circulation 


*& Audience figures are from A Study of the 
Accumulative Audience of LIFE by Alfred 
Politz Research, Inc. Buyer figures are from 
its supplement, The Life Market. In this 
study, a reader is a person who has read 


First in readership 


one or more of 13 issues. 


First with new car buyers 





9 Rockefeller Plaza, New York 20, N. Y. 
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|man who had no axe to grind. 
| That’s why I'd like to get every 
|}honest automobile dealer, smart 
salesman and intelligent service- 
|}man in America into a room today 
where. I could “talk turkey” about 


with 
Ned 
Jordan 


this business, and make money. The 


“gyps” V 
from the meeting because I might 





pretty sick. 

Outside the door would be a 
sign reading: “Don’t come in un- 
less you believe the automobile 














* * * is here to stay.” Over the speak- 
er’s platform would be another 
sign stating the first principle of 

" P all automobile merchandising: 

ELL I've been reading | “Pa rather make one sale at a 

Automotive News, with my| profit than make 10 sales and 
crystal ball handy, and while I/| lose a dollar.” 


never made a nickel as a prophet, 
I think I can recognize the omens | defy the .pessimists and make an 


what I think is going to happen to) | 
any man who deserves to stay in| 


might as well stay away | | 


have a recipe for making them look | 


| 
| 
| 
| 
| 
| 
i = 
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Packard Executives Visit Fort Worth— 


Mary Owen, a representative of the mayor of Fort Worth, Tex., and a friend of 
Packard Dealer Albert Meek, presents a key to Fort Worth to Packard executive Vice- 
| 


| President LeRoy Spencer. Left to right: Leo Fenn, western divisional manager; Albert 


| Meek; Spencer; Clare E. Briggs, general sales manager; Mary Owen; Victor Cox, 
| vice-president of Albert J. Meek, Inc., and Vern Doonan, Dallas zone manager. 





| whose life and fortune is tied up in|of 74,232 vehicles .. . 
S-o-o-h, here’s the dope that will| the automobile business. 


One 





or... 40,855 


fewer than in the same week a year | 


° . During Thanksgiving | ago. The total for 1951 is expected 
and portents as well as any honest | optimist of every deal businessman | week the factories produced a total |to be about 1,313,000 short of last 








THE INDUSTRY’S FINEST 
POWER BRAKING SYSTEMS 


on Hi 





Regardless of the size of vehicle or whether the preference 
is for vacuum or air, the trucking industry has come to look 
to Bendix Products as the one source uniquely qualified to 
meet every power braking need. 

Hydrovac, the world’s most widely used power brake, is 
the undisputed leader in the vacuum-hydraulic field. And 
Air-Pak is recognized as foremost in the field of air-hydraulic 
power braking units. 

Products of twenty-five years of practical braking expe- 
rience, these outstanding power braking systems offer 
faster, more positive and better controlled braking. And 
in both the vacuum and the air actuated units, brakes can 
be applied instantly by foot power alone—a constant 
safety factor of tremendous importance. 

That’s why on highways everywhere the preference is 
for Bendix* Hydrovac* or Bendix Air-Pak, the Industry's 
Finest Power Braking Systems. ans. v. 5. PAT. OFF. 





BRAKING HEADQUARTERS for the AUTOMOTIVE INDUSTRY Pr odluc Ts 
Division 


BENDIX > tivision ° SOUTH BEND 





Export Sales: Bendix International Division, 72 Fifth 
Ave., New York 11, N.Y. ¢ Canadien Sales: Bendix- 
Eclipse of Canada, Lid., Windser, Ontario, Canada 


Aviation conroRation 












































year’s record-breaking 6,658,000. 
December production will probably 
not bring the total for the quarter 
to the 1,100,000, prescribed by the 
NPA. 


* * * 


| Two More Reasons 


WO ... Manufacturers’ profits 
for the first five months showed 

an average decline of 68.5 percent 
compared with the same period last 
year. Taxes were the main cause 
of the drop because sales were off 
only 16 percent. 
| True, the manufacturers have 
been tooling up for an enormous 
|war production, for which they 
have been given firm government 
orders and which must be paid for 
whether they have a “cease fire” 
in Korea, Stalin falls on his face, 
they go on debating ... or else. 
In an election year we could not 
|leave the automobile manufactur- 
ers, the dealers and the millions of 
owners “holding the bag.” Since 
every American knows the mean- 
ing of the phrase “political neces- 
sity,” that is a sound statement. 

Three ... Prices of automobiles 
will go up... and... keeping on 
going up. The Capehart amend- 
ment perhaps forecasts even 
higher prices, and don’t kid your- 
self into believing that taxes will 
zo down ... “All out war” or 
“no war.” Fact is ... taxes never 
do ... There’s nothing more cer- 
tain than taxes and death. 
S-o-o-h, we are going to have a 
shortage of new cars during the 
first spring quarter, and higher 
prices, because manufacturers’ 
prices are measured by the volume 
.. and... of course, we'll have 
a deluge of used cars, of which 
millions now on the road are over 
eight years old. Honest dealers 
might well “put on their asbestos 
pants”... to use an old expression 
picked up in a sewing circle. 

_ 


13 Simple Words 


OR the dealer who deserves to 

stay in business the answer can 
be put in 13 simple words: “Don’t 
|buv or trade for any car you can’t 
| sell at a profit.” Let the other guy 
| take the “crooks” to put in his in- 
ventory. 

All “good” used cars will sell at a 
premium. 

Who’s going to decide what is a 
“good” used car? That is why I 
invited the honest, experienced 
servicemen to this meeting. Sup- 
pose every high grade dealer who 
is handling a car with a good 
name appointed two of his serv- 
icemen to pass upon the condition 
of any car that was offered for 
sale or in trade. 

If they put their stamp of ap- 
proval on any car, its value in the 
market would be so enhanced that 
the owner would willingly pay for 
that certification. 

P. S—When I said “stamp,” I 
|}meant “STAMP.” The idea is bv 
}no means new. In the old Jordan 
| organization no dealer would look 
jat a second-hand Jordan unless it 
|carried what we called the “mark 
|of service,” testifving that it had 
|been approved for second sale by 
|its mechanics. Those used Jordans 
|brought service business to the 
|shops and kept owners happy. 
| When thev left, the owners couldn't 
distinguish the paint and trim job 
from the new ones. 

P. P. S—Is any smart service 
| man listening? 








'‘Hoehn Liquidates 


St. Louis Firm 


ST. LOUIS.—Jack Hoehn, presi- 
dent of Hoehn Chevrolet Co, here, 
said that he is liquidating his $5,- 
000,000 a year business because the 
federal government refused to ap- 
prove his application for construc- 
tion of a new building needed for 
his expanding business. 

Hoehn stated that he may return 
to Memphis, where his father is a 
|Chevrolet dealer. He said he felt 
| that the rental of the places he now 
occupied were too high, and had 
refused to renew the leases. Hoehn 
added that his firm was the second 
largest automobile business in the 
|St. Louis area, and has sold 3,500 
new and used Chevrolets every year 
since 1939. 





Correction 

BOSTON.—Gus O. Ehrman, gen- 
eral manager of British Motor Car 
Co., 15, St. Mary’s St., was er- 
roneously reported as having be- 
|come Sunbeam-Talbot British cat 
distributor in Boston, in the Dec. 3 
jissue of AvuTomoTive News. 
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MIGHTY 


PayW MOR Make METRO your, | 
eae Sunday BASIC BUY | 


OVER 14 MILLION CIRCULATION! 
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theStadoy, Hise! 


F YOU had some mystical power that enabled you to 

look into every home in America on a Sunday, you’d see 
the same scene repeated tens of millions of times. You’d 
see the family reading the Sunday newspaper. 


Let’s develop this picture. Let’s bring out all the tones, 
the light and shadow ... let’s see what this vast potential 
for a national advertiser looks like. 


There are three mammoth magazines that accompany the 
Nation’s leading Sunday newspapers, each with a circula- 
tion that dwarfs ordinary magazine circulations. Two of 
these magazines, This Week and American W eekly, are 
centrally edited for the whole country. The third, Metro, 
is individually edited by each of its member papers. 


As we develop the picture, we shall see that, of the three, 
Metro gives you more of everything you want from a mass- 
circulation magazine. 


Metro gives you more! More circulation by far than the 
“other two”. Here are the figures: 


METRO .. . 6 «© «© « « « « Over 14,000,000 

(The world’s largest circulation) 
Over 10,000,000 
Over 9,500,000 


THIS WEEK 


AMERICAN WEEKLY . ‘oe 2 «.G 
Figures based on latest A.B.C. reports. 


Metro gives you more! More readers! Mighty METRO 
tops the “other two” in readership of editorial and adver- 


tising — with men and women — in every postwar study of 
Sunday newspapers! We’d be glad to show you these studies. 


Metro gives you more! More concentrated coverage! In 
every one of its publishing cities — and in more than 500 
other cities of 10,000 people or more — Mighty METRO 
gives you 50%-100% coverage! In the very top retail areas, 
only Metro gives you truly mass circulation! 


Metro gives you more! More local impact! Because Mighty 
METRO is edited on the spot, it is full of the things that 
interest people most — their own part of the world, their 
own town, their own neighbors and, to some extent, them- 
selves! No other magazine gives you this localization across 
the country. 


Metro gives you more! More impact with your customers — 
the retailers! Mighty METRO accompanies the Number 
One newspaper in city after city — the papers that carry 
more advertising, the papers that retailers read. Metro con- 
tains retail advertising — advertising that pays off fast. So 
retailers read Metro and see your ads in it! 


Yes, Metro gives you more! Make Mighty METRO your 
Sunday Basic Buy, for no other magazine can bring your 
advertising story to so many people at so low a cost. 


Call your Metro representative today and ask for an early 
showing of “Your Bridge to Sales,” a full-color sound 
presentation. 





Mighty Metro—with the world’s largest magazine audience—is an advertising medium composed of 28 Sunday Magazine Sections, 
each of which is individually owned, edited and distributed by a leading American newspaper. These newspapers are: 


MINNEAPOLIS Tribune 

NEW ORLEANS Times-Picayune & States 
NEW YORK News 

PHILADELPHIA Inquirer 

PITTSBURGH Press 

PROVIDENCE Journal 


DES MOINES Register 

DETROIT News and/or Free Press 
HOUSTON Chronicle 
INDIANAPOLIS Star 

LOS ANGELES Times 
MILWAUKEE Journal 


ST. LOUIS Globe-Democrat 
and/or Post-Dispatch 
ST. PAUL Pioneer Press 
SEATTLE Times 
SPRINGFIELD Republican 
SYRACUSE Post-Standard 
WASHINGTON Star 


ATLANTA Journal-Constitution 
BALTIMORE Sun 

BOSTON Globe and/or Herald 
BUFFALO Courier-Express 
CHICAGO Tribune 
CINCINNATI Enquirer 
CLEVELAND Plain Dealer 


METROPOLITAN SUNDAY NEWSPAPERS, INC. + Sales Offices for Metro Magazines and Metro Comics ... NEW YORK: MUrray Hill 7-5200 - CHICAGO: WHitehall 4-2280 
DETROIT: TRinity 2-2090 - SAN FRANCISCO: GArfield 1-7946 + LOS ANGELES: Michigan 0259 
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New Cars Get _ 
High Ranking 
In Buying Plans 


TOLEDO.—A nationwide market 
study made by a market research 
organization reveals a new automo- 
bile as an outstanding objective in 
consumer spending today. 

The survey shows that 41.8 per- 
cent of all the families in the U. S. 
intend to spend more than $100 
for some single item before March 
15, 1952. Of all the families in the 
U. S., 4.7 percent state that they 
will purchase an automobile. 


Contrasted with this percentage 
figure is 1.2 percent for a new 
home, 7.2 percent for new furni- 
ture, 5.1 percent for TV sets, .5 per- 
cent for pianos, .7 percent for home 
furnishings and 11.7 percent for 
home repairs and improvements, in- 
cluding garages. 

The greatest number of purchases 
will be in the household appliance 
field. About 15.4 percent of all 
families plan to spend money on 
new refrigerators, 
freezers, according to the survey. 


The data, compiled by National 


ranges and) 





Dealer Simmons Honored— 


In recognition of 25 years of service, C. C. Simmons (center), Nash dealer in Vallejo, 
Calif., was honored by Nash at a testimonial dinner. W. E. Boyer (right), San Francisco 
zone manager, is shown presenting Simmons with a clock trophy to mark the occasion, 








while W. M. Parks, assistant zone manager, looks on. 





|Family Opinion, Inc., of Toledo, | every type and kind of prospect for | 
lists families representing almost | any commodity or service. 








eae 6 . 
Competition ‘Foremost 
GM’s Wilson Views It as Heading List ~ 
Of U. S. Production Fundamentals 


NEW YORK.—The first essential | 
of the American industrial system 
is the acceptance of competition, 
Cc. E. Wilson, president of General 
Motors, told the First International | 
Conference of Manufacturers here. 

Wilson pointed out that too fre- 
quently, 
overly impressed with our assembly 
and mass producing methods, and 
are inclined to think that the| 
physical organization of the work | 
is the essence of the American pro- | 

duction system. 

“They will be confusing the 
form with the substance,” Wilson 
said, “if they do not understand 
and apply the other fundamentals 
of our system at the same time. 
Important as it is to have the 
sequence of operations logically 
laid out so that the material 
flows from the receiving dock to 
the shipping department with a 
minimum of rehandling, there is 
much more than this to our mass 
production system.” 

After emphasizing the importance 








‘“ 


of both individual and company 
competition, Wilson said there are 
three other foundations for the 
| American productive system. 
“Another essential of our efficient 
production system is careful engi- 
neering design, accurate drawings, 


visitors to America are/| tooling and processing so that parts 


can be produced by machines in 
the same manner that newspapers 
are printed on printing presses,” 
Wilson explained. 

The second essential, he called 
the willing cooperation of hundreds 
of persons in a common effort to 
deliver good products at low cost. 

Finally, Wilson noted “the full 
recognition of the dual role of 
workmen as consumers as well as 
producers.” He pointed out that 
mass prouuction and its accom- 
panying low cost cannot be 
achieved without mass consump- 
tion, and that the workmen con- 
stitute an important part of the 
mass market for most consumer 
goods. 

“It is important that the work- 
men in all countries recognize that 
they will share in increased pro- 
ductivity when it is achieved,” Wil- 


|}son continued, “that they must co- 
| operate 
|better ways of doing things and 


in the use of new and 


that they completely discard the 
false philosophy that machines take 
the bread out of the workmen’s 
mouths.” 


At the present time, he said, it 
is exceedingly important to increase 


| productivity to the maximum in the 
| free world. All of us must be will- 
ling to make a greater effort, and 
| we must organize our work so that 
|we accomplish more with each 
| hour. 

“In America,” he said, “we believe 
|that the greatest progress for each 
nation can be made only when all 
nations make progress in freely de- 
| veloping their own and thus the 
world’s resources.” 





Briggs Forecasts 
“Mild” Sellers’ 
Market in Spring 


PORTLAND, Ore.—A gathering 
of Packard dealers here was told 
|by Clare E. Briggs, Packard gen- 
|eral sales man- 
|ager, to expect a 
|“mild” sellers’ 
|}market next 
| spring. 

Briggs said that 
|in the past four 
|months, the auto 
industry had sold 
|more cars than 
| were produced. 

“New-car stocks 
|in dealers hands,” 
he said, “have 
|reached a three-year low. Sales 
haven’t been rushing in the past 
|'few months, but output is down 
|more than sales.” 

Briggs said he expected further ‘ 
| production cutbacks on cars early 
|next year, because “the hue and 
|ery in Washington is for more ma- 
|terials for defense.” 
| As a consequence, Briggs said, 
the trend to higher car prices like- 
ly will continue, because lower out- 
put volume raises the cost of each 
vehicle. 




















Clare E. Briggs 








Admiral Trying to Buy 


B-W’s Norge Division 


CHICAGO.—Negotiations for the 
purchase of the Norge division of 
Borg-Warner Corp. by the Admiral 
Corp., of Chicago, are being con- 
ducted, it was disclosed here by 4 
spokesman of Borg-Warner. At 
present, Norge and Admiral are 
competitors in the refrigerator and 
other household appliance fields. 


No information was forthcoming 
as to the amount involved in the 
deal or whether the purchase might 
be made on the basis of straight 
cash, an exchange of stock or @ 
combination of the two. Norge, 
which accounts for approximately 
20 percent of Borg-Warner sales, 
maintains five plants at Effingham 
and Herrin, IIll.; Muskegon and 
Muskegon Heights, Mich. and 





Tires that ride 
to work and play 


Load the family in the car. Head for the beach, the country, or 
town or church... with never a fear about the tires. They're built 


Schrader supplies the kind of tire valves that do 
a positive air-sealing job and provide many extra 
qualities that result in added miles of greater safety, 
ease of steering and riding comfort. 


A. SCHRADER’S SON, BROOKLYN 17, N. Y. 


Division of Scovill Manufacturing Company, Incorporated to give protection for many miles of easy, economical driving. 


A key to dependable tire performance is the valve that /ocks the 





air in the tire. 


FIRST NAME IN TIRE VALVES 
FOR ORIGINAL EQUIPMENT AND REPLACEMENT 





Chattanooga, Tenn. Its sale would 
remove Borg-Warner from the con- 
sumer goods market. 


REG. U.S. PAT. OFF 





























THE ALL-STEEL BUILDING INDUSTRY DEMANDS — 


STRAIGHT 
SIDEWALL 








\ 
STRAN |), STEEL 
ING 





STRAN-STEEL AND QUONSET 
REG, U.S. PAT. OFFICE 





i —~ ENGINEERED FOR MODERN 
™y : PRODUCTION METHODS 


Long-Span Multiples can be as large or 
small as you wish. The National Steel 
Products Co. plant at Houston, covering 
5 acres, is an example of Long-Span 
construction. 


LONG-SPAN MULTIPLE 


15’ OR 18’ CLEAR HEIGHT—40’ x 35’ BAYS 


A NEW MEMBER OF THE QUONSET LINE 
HIGHER—WIDER—PROVIDES ALL THE ROOM YOU NEED 










ANY ARRANGEMENT 
of windows or doors in end- 
walls or sidewalls is possible. 
Basic Long-Span Multiple is 
70’ x 80’, can be lengthened 
or widened as desired. 


BIG 40' x 35’ 6" BAYS give 
more clear-span i 
Space-consuming manufac- 
turing or warehousing opera- 
tions, 15’ or 18’ clear height 
under trusses permits heavy 
machinery or entrance of 
boxcars. 






Here’s the building for America’s industrial expansion—the new 
Long-Span Multiple. It’s engineered to give you the most efficiency 
from modern industrial production methods. 


You get more room in the Long-Span Multiple. Its column spacing 
permits more unobstructed floor space—enough space for pro- 
duction and assembly lines, cranes, boilers, monorails, and com- 
plete palletization. The Long-Span Multiple is engineered to 
carry a modern monorail system. 


Higher, wider, roomier . . . Long-Span Multiples are easily insu- 
lated. They are flexible enough to fit any size lot or use require- 
ment. Ribbed and trussed with N-A-X HIGH-TENSILE steel for 
long life and economy, they go up in weeks instead of months. 


The building that can answer your individual expansion problem 
is available now. Write, wire or phone for complete information. 


GREAT LAKES STEEL CORPORATION 


Stran-Steel Division « Ecorse, Detroit 29, Michigan 


NATIONAL STEEL villa CORPORATION 


Prooucer 
OF 
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Doings 








G. W. Gumbel, Chevrolet dealer 
at Clairton, Pa., is observing the 
35th anniversary of the establish- 


ment of his dealership. 
* * * 


On Athletic Commission 

Lorent ©. Maxwell, president of 
Custom Motor Car Co. (Lincoln- 
Mercury), Boise, Ida., has been 
named president of the state ath- 


letic commission. 
+ * + 


Campbell on Scrap Group 

Glen Campbell, president of Glen 
Campbell Chevrolet, Inc., Williams- 
ville, N. Y., has been appointed a 
member of the Buffalo & Erie 
county scrap mobilization commit- 


Dealers at Lebanon, O., 


Form Countywide Group 
The Warren County automobile 
dealers, Lebanon, O., an- 
nounced the formation of a 
countywide organization of car 
dealers. 
Elected president of the group 





was: Arch Wharton, Ford dealer, 
of Lebanon, The group will hold 
monthly meetings to discuss 
common problems of automobile 
men. 

* * 


New $250,000 Rihm Plant 


Opened in St. Paul 


The new $250,000 headquarters of 
Rihm Motor Co., Midwest distribu- 
tor, for Kenworth Motor Truck 
Corp. of Seattle, has opened in St. 
Paul. 

The plant has 43,000 square feet 
of shops, offices and showrooms on 
two floors, and an adjoining used- 
truck sales lot. The body and paint 
department features a large 50- 
foot room for trucks and trailers. 
There is a separate body and paint 
room for automobiles. 


* = e 
Anderson Motors Saved 


Quick action by employes at An- 
derson Motors, Inc., Belleville, 
Kans., prevented a serious fire re- 
cently. The fire started in a mix- 
ture of gasoline and kerosene being 
used to clean tools. The fire was 


Sa 





St. Louis Ford Sales Training Clinic— 


Ford dealers in metropolitan St. Louis, with sales managers and salesmen, attended 
a two-day sales clinic conducted by Dan Beck, sales trainer. Among those present were, 
left to right, back row: E. Horn, Ford new and used-car sales department manager; 
C. H. Arnold, district sales manager; Beck; Charles R. Wilson, Shelbyville, Ill., and 


E. D. Lovegreen, Palmyra, Mo. Seated, left to right, are Fritz Cuno, Jonesburg, Mo.; 


S. C. Holloway, Hardin, Ill.; Henry Rechtien, Collinsville, Ill., and Robert W. DeWolf, 


Pittsfield, Il. 





tinguishers. a all 
Simpson Gets Buick Deal 


put out by employes using hand ex-| Kelly, Los Angeles zone manager 


for Buick. The dealership is 
owned by M. S. Simpson, who for 
the past three years has been gen- 


Appointment of Simpson Buick|eral manager of Frank F. Day, 


Co. as Buick dealer at South Gate, 





Calif., has been announced by R. J. 


Inc., the former dealer. 
Personnel of the Frank F. Day 








Delco Heavy-Duty Shock Absorbers 
are packaged in pairs, for better 
merchandising. (Car application data 


on the label.) 


look at it. 


conditions. 


for years on end. 


4 ee 





Delco heavy-duty shock absorbers are tough to beat no matter how you 


2 


SERVICE 


Cea aad 


inde 


Take quality, for example. Delco shock absorbers are precision-made 
units that assure balanced ride control even under severe operating 


Take durability. These new Delco shocks are specially designed for 
rugged duty . . . built to absorb the jars and jolts of the roughest roads 


Be profit-wise and recommend Delco heavy-duty shock absorbers for all 
cars used in heavy-duty service. You can quickly and easily replace the 
shock absorbers of most late-model cars and many older models with 
these new extra-rugged units—no drilling or special brackets required. 
Available now for 14 passenger car makes. 


DELCO SHOCK ABSORBERS— 
A UNITED MOTORS LINE 
Available Everywhere Through 

UNITED MOTORS DISTRIBUTORS 


HYDRAULIC SHOCK ABSORBERS 





organization comprising some 35 
persons has been taken over almost 
intact by Simpson. Among those 
transferring to the new dealership 
are: Bert Lawrence, service man- 
ager; Charles Cockayne, used-car 
manager; Richard Hill, parts man- 
ager, and Don Morris, shop fore- 


man. 
* * * 


Hall’s 25th Year 

Hall Chevrolet Co., Milwaukee, 
has completed 25 years in busi- 
ness, according to A. C. Hall, 
president of the firm. Hall’s sons, 
Latham and Robert, are associ- 
ated with him in the business. 

a * + 


Presser Shows Packard 
Presser Auto Sales (Packard), 
Van Dyke, Mich., recently held the 
showing of the 1952 Packard and 
the opening of his new showroom 
at the same time. Lloyd Presser, 
owner, has been in business about 
five years, and formerly worked for 
Standard Oil Co. 


* * * 


Studebaker L. A. Deal 


Purchased by Sanchez 
Belmont Sanchez has bought 
the Studebaker franchise former- 
ly owned by Frank Carroll at 2333 
E. Olympic Blvd., Los Angeles. 
It has been announced that Guy 
Caskey, formerly of Hull-Dobbs 
in Memphis, will serve as gen- 


| eral manager at the new dealer- 


ship. 


* * * 
Archway Ford Sponsors 


Modified Car Contest 


Archway Motors (Ford), Ed- 
mondson at Hilton Sts., Baltimore, 
sponsored a contest for the best 
owner-built or modified automobile, 
and drew about 15 entries. 

Charles Gill, of Riderwood, Md., 
won first prize. Victor Martin, 
Baltimore, won second, and Nelson 
J. McCleary, Catonsville, Md., took 
third. 

x + 


Sutliff Observes 20th 


Sutliff Chevrolet Co., 13th and 
Paxton Sts., Harrisburg, Pa., ob- 
served its 20th anniversary. Ellis 
Sutliff is president and treasurer 
and Leo Sutliff is vice-president 
and secretary. 

= * * 


Utah Dealer Chapters 


Announce Officers 


Wilson N. Lunt (Dodge-Plym- 
outh), Cedar City, has been 
named president of the South 
Utah chapter of the Utah Auto- 
mobile Dealers Assn., it was an- 
nounced last week in Salt Lake 
City by the association. 


Other officers named were John 
E. Worthen (Pontiac-GMC), St. 
George, vice-president; Boyd L. 
Shelby (Chevrolet), Beaver, vice- 
president, and Robert Bradshaw 
(Buick-Chevrolet), Cedar City, 
secretary-treasurer. 


Robert Nielson (DeSoto-GMC), 
Brigham City, was elected presi- 
dent of the Boxelder county 
chapter, and Glenn Knudson 
treasurer. Chet O. Wheatley (Lin- 
coln-Mercury), Logan, was named 
president of the Cache Valley 
chapter; John R. Bowen (Kaiser- 
Frazer), Logan, vice-president; 
Horace F. Taylor (Packard), Lo- 
gan, director, and William Evans 
jr. (Hudson), Logan, secretary- 
treasurer. 

* + a 


Garrett Gets NPA Post 


Tom Garrett, president of Gar- 
rett Motor Co. (Ford), Tunica, 
Miss., has been appointed a mem- 
ber of the New Automobile Dealers 
industry advisory committee of 
NPA, it was announced. He will 
represent dealers of the Memphis 
area. 

t * a 


Bakke Motor Burns 


Damage estimated in excess of 
$75,000 resulted from a fire at 
Bakke Motor Co., Missoula, Mont., 
Five new and five used cars were 
destroyed in the fire, according 
to Walter G. Bakke. Eighty per- 
cent of the building was de- 
stroyed. Cause of the fire was 
undetermined. The loss was cov- 
ered partially by insurance. 

* * . 


Boshara Has Yule Party 
Christmas season festivities have 
been kicked off in greater Cleve- 
land by the West Pontiac dealer- 
ship with owner Lou Boshara 
(Continued on Page 27, Col, 1) 
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(Continued from Page 26) 


passing out .bonus checks and gifts 
while his employes gave him a pair 
of diamond-studded cuff-links. 

* * aa 


Muntzing Eyes Governorship 


Melvin C. Muntzing, owner of 
Muntzing Motors, Inc., Clarks- 
burg, W. Va., which distributes 
cars, trucks and jeeps in 26 coun- 
ties and in Ohio and Pennsyl- 
vania, has become the first Re- 
publican to announce his candi- 
dacy in the 1952 West Virginia 
gubernatorial race. 


* * * 


Fire Razes Kidd Motor 


Kidd Motor Co., Revelo, Ky., was 
destroyed by fire Nov. 27. Officials 
said the loss approximated $50,000, 
partially insured. 

+ * * 


Berry Named President 


Of Greenville Assn. 

J. Furman Berry has_ been 
named president of the Greenville 
Automobile Dealers Assn., Green- 
ville, S. C., succeeding W. A. 
Bolen. 

Other new officers: Waldo N. 
Leslie, vice-president, and R. C. 
Rouse, secretary-treasurer. Direc- 
tors are Bolen, Boyce Lynn, Don 
H. Irvin and A. H. Easterby. 

Ford Thackston, director of the 
South Carolina Dealers Assn., was 
recognized for his work with the 
state association and made an 
honorary director of the local 


association. 
* * + 


Fire Destroys Office 


Fire blamed on an overheated oil 
stove destroyed the one-story office 
building of the Ontario Motors 
used-car lot on Central Ave. in Al- 
bany, N. Y 


* * * 


Caldwell Weds 


Robert Caldwell, manager of 
Vaughan Motor Car Co., Columbus, 
O., and the former Ruthann Thomp- 
son were married in a Spanish 
church in Tampico, Mexico. George 
M. Atkinson, vice-consul, was the 
witness. The bride is an airline 
stewardess. The couple will reside 
in Columbus. 

* * * 


Defeated on GOP Ticket, 


Beaupre Turns Democrat 


Robert Beaupre, proprietor of 
Beaupre Motor Sales, Rochester, 
N. H., finds himself in a most 
unusual political position. 

A Republican, he was offered 
and accepted the Democratic 
nomination to run against the 
GOP candidate for city council 
from Ward 5. There has been 
only one similar situation here 
in the past 25 years. 

Beaupre failed to win the Re- 
publican nomination in a recent 
caucus. 

x * ~ 


Fire Destroys Cherokee 


Cherokee Motor Co., Central Ave. 
and Parker St., Cleveland, Tenn., 
operated by T. Lloyd McLain, was 
destroyed by fire after gasoline 
fumes accumulated in a vent from 
an underground service tank and 
exploded. 


x * * 


Monrovia (Calif.) Dealers 


Help Santa’s Parade 


The Christmas parade, which of- 
ficially opened the Yule season in 
Monrovia, Calif., and brought Santa 
Claus to many delighted youngsters, 
was augmented substantially by the 
following automobile dealers who 
entered antique or shining new 
cars: 

Becherer Buick; McDonald & 
O’Boyle (Chevrolet - Oldsmobile) ; 
Bud Miller’s Motorport (Ford); 
Carey E. Hardy (Chrysler - Plym- 
outh); Silcott Bros. (Hudson); Nel- 
son Motors (Kaiser-Frazer); Bob 
Longpre Pontiac Co.; Edward F. 
King (Studebaker); Clifford T. Nutt 
(Packard); Conway Nash, and Tri- 
City Motors, Inc. 

* 


* * 
St. Louis Chevrolet Dealers 


Name Rasmussen Head 

At the annual meeting of the 
Chevrolet Dealers Assn. of Great- 
er St. Louis, the following officers 
were elected: President, W. J. 
Rasmussen; vice-president, Rob- 
ert Wolfson; secretary, F. C. 





Meyer; treasurer, Hugh Roberts. 

Newly elected directors are: F. 
C. Meyer, Clif Placke and Robert 
Wolfson. Holdover directors are: 
Moke Epstein, W. J. Rasmussen 
and Hugh Roberts. 


* * * 


Johnson Buys N. C. Deal 

Charles F. Johnson has purchased 
City Chevrolet Co., Charlotte, N. C., 
reported to be the largest Chevrolet 
dealership in the Carolinas. John- 





son also owns Chevrolet dealerships 
in Charleston, S. C.; Atlanta, Miami 
and Miami Beach, Fla. 

> * * 


Smoky Hill 

Val Borden has purchased Floyd 
E. Swartz Motors (Packard), Sa- 
lina, Kans. The business will be 
known as Smoky Hill Motors. Stan 
Livengood is manager and M. H. 
Bolin is assistant manager. 

* *« * 


Moshell Names Dill 
Robert J. Dill sr., has been ap- 
pointed sales manager of North 
Florida Motor Co. (Lincoln-Mer- 
cury), 425 W. Adams St., Jackson- 
ville, Fla. Announcement of the 





appointment was made by H. A. 











Moshell sr., general manager. MADAM 
* * * GONGO 


Hellestoe Promoted { 


J. E. Hellestoe has been appoint- | \ 
ed general manager of Hillcrest | 
Motor Co., Cadillac dealership in| 
Beverly Hills, Calif., it was an-|— 
nounced by Willet Brown, presi- | 
dent of the company . | 
+ * * 







prive News 


Davis Ups Wallace | = ‘= Ay 
Dick F. Davis, president of / \ Ps 
Davis-Williams Motor Co. (Pontiac- | Hop 


GMC), 1000 Texas St., El Paso,| 
Tex., has announced the promotion 
of James P. Wallace to vice-presi- | 
dent and general manager. 


“Tm an auto dealer! Can you 
tell me what’s next?” 
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‘bring new happiness 
s industry and to all 


America... great. 


Marh. Bbatars 


Division Nash-Kelvinator Corp., Detroit 32, Michigan 





THE AMBASSADOR - THE STATESMAN - THE RAMBLER 
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Both Public and Parochial Schools Benefit— 


Driver training courses have been added by hundreds of public and parochial 
schools this fall. This ceremony launched one of the most recent at Woodstock, Ill. 
Rev. Fr. E. L. Eipers, instructor, is shown receiving the keys to a dual-control Chevrolet 
from J. L. Townsend, of Townsend Chevrolet Sales. 








Highways & Safety... 





Diverted Road Taxes 
Total $217 Million 


By Sam Sampson 

Staff Writer 
IVERSION of highway tax reve- 
nues cost the states $217,038,- 
000 in much needed highway funds 
in 1950, according to an analysis by 
the National Highway Users Con- 
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THIS COUPON 


BAD CHECK 
INSURANCE 


1. Bad Checks 
2. Not Sufficient Funds 
3. improper Signature 


return the coupon below. 















Proves Boon fo Car Dealers... 


Special Coverage for Automobile Auctions Allows 
Dealers to Accept Any Bid with Safety 


When the dealer offers his cars at an auction covered by the 
Fidelity Insurance Company, he can give the nod to the high bid- 
der with complete peace of mind. No matter how much the 
amount, no matter whether the buyer is a stranger, to the auction 
and dealer, he is fully covered against loss by: 


4. No Such Account 

5. Forgery 

6. Unauthorized Signature 
7. Other Credit Losses 


Every day, more and more auction owners are taking advantage 
of the unique bad check Insurance offered by this company. Be 
sure the auctions to which you consign your cars know about 
and offer the peace of mind which only Fidelity Bad Check In- 
surance can give. The cost is nominal. The protection to auction 
owner and seller makes Fidelity coverage worth many times 
the small price of the policy. For complete details fill out and 


FIDELITY INSURANCE COMPANY 


OF TENNESSEE 


Soy Cn ne SEES "ee OR 






| 
! 
. 





FIDELITY INSURANCE COMPANY OF TENNESSEE | 
209 STAHLMAN BUILDING, NASHVILLE, TENNESSEE 


Gentlemen: Please send me full information and costs of your Bad 
Check Insurance for Automobile Auctions. 
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ference. The analysis is based on 
data released recently by the Bu- 
reau of Public Roads, the NHUC 
said, and set a 
new high in dol- 
enn lar volume. Since 
Mr. Million 1924, the analysis 
pointed out, di- 
may be versions now total 
$3,060,508,000. 
YOUR Rhode Island 
led the states in 
Customer! percentage di- 
verted, with 47 
cents of every 
dollar collected from highway 
use taxes diverted for non-high- 
way uses, the NHUC said. New 
Jersey was second with 42.2 cents 
per dollar diverted. 


The NHUC decried the fact that 
while critical highway deficiencies 
in many states have led to demands 
for additional revenue, diverting 
measures continue to drain the 
funds necessary to bring highway 
plants up to an adequate level. 

* a * 


Diversion and Tolls 
) | Gyenked states increased highway 
use taxes during the year while 
diversion is still being carried on, 
the NHUC pointed out. Others, it 
continued, have resorted to the toll 
method of getting highway funds 
while still diverting to “an alarming 
degree.” 

New Jersey carried on _ this 
practice, it was reported, and 
Florida, who is considering a toll 
road from Jacksonville to Miami, 
diverted an equivalent of one- 
fifth of the estimated total cost 
of the proposed road in 1950. 

“In other words,” the NHUC 
pointed out, “if the revenues in 
Florida were applied to the con- 
struction of the Jacksonville-Miami 
facility at the rate which they were 
diverted in 1950, the road could be 
paid for in five years.” 

However, the proposed project 
will take 20 or 30 years under reve- 
nue bond financing, it was de- 
clared, and the expense must be 
borne by the state highway users. 

. = * 














Insurance Firms 


Shun Ohio Pike 


Several insurance companies, ap- 
proached on the subject of financ- 
ing the Ohio turnpike, turned down 
the offer because of “previous com- 
mitments,” it was announced in 
Columbus recently. 

Turnpike engineers are confer- 
ring with New York financial in- 
terests on the matter, the report 
said. Kurt Orban Co., Cleveland, 
importer of steel from Germany, 
has offered to help furnish steel for 
the construction of the turnpike, 
it was announced. 


H &S Shorts 


California motorists drove the 
equivalent of 165,000 times around 
the world last year, according to 
the reports of the California high- 
way patrol given at the traffic 
safety conference recently in Sac- 
ramento. It was reported that this 
was the highest traffic volume in 
the state’s history. The traffic fatal- 
ity record was seven persons per 
1,000,000 miles of travel. 

a * ok 


Ned H, Dearborn, president of 
the National Safety Council, has 
announced that a professional 
achievement award for highway 
safety directors in the field of 
motor transportation will be 
given each year, starting in 1952. 
The NSC and the Greyhound 
Corp. will present the award to 
the person who, in the opinion of 
a committee of judges, met 
standards of highway safety di- 
rection as prescribed by the 
board. The award will be known 
as the Marcus A. Dow memorial 
award, in honor of the first gen- 
eral safety director of Greyhound 
Corp. 


* * * 


The highest death toll is being 
taken by the “single-car type” acci- 
dent—where a speeding car leaves 
the road and overturns without 
another car being involved — ac- 
cording to Franklin M. Kreml, head 
of the Northwestern’ university 








traffic institute. He told a meeting 
of the National Assn. of Chiefs of 
Police in Miami that this type of 
accident has replaced the drunken 
driver as first in the list of fatal 
accidents. 

. + az 


A 15-minute film aimed at driy- 
ers of commercial vehicles, called 
“Smooth Operation,” has been 
produced by Sarra Inc., New 
York, for the National Safety 
Council. The film, produced under 
the direction of Paul H. Coburn, 
head of the NSC motor trans- 
portation bureau, gives a three- 
part plan which is said to make 
driving easier for the commercial 
driver. It is available in the 
16mm. motion picture, or as a 
35mm. sound slidefilm. 





The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you? 


CAR DEALERS 


Are You Throwing Away 
Your Profits On Used Car 


ENGINE REPAIRS? 


PART COSTS ARE LOWER 
LABOR COSTS ARE LOWER 
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seanine SHINS 


ENGINEERED ESPECIALLY FOR 
USED CAR ENGINE REPAIRS 
Wakes Eugines 
RUN QUIET - STAY QUIET 
Try A Se? At Our Expense Write For Trial Package 


~Pamy 


1404-1406 ALAMITOS AVE. 
LONG BEACH, CALIF. 


















The best lighted avte soles agencies and 
car lots get the business. You can do the 
same with POST-LITES, the glamorous 
outdoor fluorescents that are sold on a 
written guarantee to increase your busi- 
ness satisfactorily within 30 cme or B os 
may return the lights for full refund. This 
guarantee is over two years old, yet not 
one POST-LITE has been returned. In- 

in patronage as much as 500% are 

ts. 


creases in pa! 
directly traceable to these ligh’ 


Act NOW! Beat your competition to the punch with these 
new miracle lights that give 10 times the light at half the 
cost, It’s the best and cheapest advertising you can buy. 


yy You can't miss! 
MAIL COUPON FOR FREE CATALOG 


W. H. Long Co.—101 W. Illinois $+. 10 
Est. 1911. 40 Yearsof Guaranteed Service to ustry 
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News in Brief 














Firm Hits Sales Record 


DAYTON, O. — November sales | 
for Cappel, MacDonald & Co. were | 


the highest for any November in| 


the 30-year history of the company, 
it was announced by Elton F. Mac- 
Donald, president of the firm. Mac- 
Donald reported that sales exceed- 
ed $1,000,000. 


Goin’ to India? 


BOMBAY, India.—An illustrated 
guidebook which gives information 
about climate, living conditions, 
languages and the different types 
of people here is being issued by 
General Motors India, Ltd., for 


. travelers and residents. It is called 


“Bombay- —India. “ 


‘Here Cait. Davis’ 


NEWBURYPORT, Mass. — When 
residents see the car bearing the li- 
cense number 694, it means just 
one thing to them—that Charles L. 
Davis is taking his afternoon drive. 
What should be so unusual about 
Davis taking a ride? He’s distin- 
guished from any other driver in 
that he’s 95 years old and has been 
driving for 53 years. Davis said he 


| owned his first car, a White Steam- 
ler, in 1898; his second one was an 


air-cooled Franklin. 
+ * 


. 
Sunday Closing 

CLEVELAND. — More than 60 
percent of greater Cleveland’s 1,500 
|independent gasoline dealers who 
are members of the Cleveland Inde- 
pendent Gasoline Dealers Assn. will 
close Sundays in an effort to cut 
down expenses and ease the man- 

power shortage. 
* * 


* 
Leyland Exports Rise 
LEYLAND LANGS., England.— 
Leyland Motors, Ltd., exports of 
goods and passenger chassis de- 
livered overseas during the finan- 
cial year ending Sept. 30 were 10 
percent higher than last year’s 
exports, the company has report- 
ed. The firm said that just over 
50 percent of the total output was 
shipped abroad. 
* * * 


FWD Grant to Wis. U. 


MADISON, Wis.— Four Wheel 
Drive Auto Co., Clintonville, Wis., 
has granted to the University of 
Wisconsin an additional $15,600 











fund for the continuation of re- 
search, the university has an- 
nounced. The money will be used 
to test the performance of four- 
wheel-drive vehicies and single- 
axle operations. 

* * 


Bendix Landing Aid 


TETERBORO, N. J. — “Flight 
path control,” an automatic landing 
approach system, will be installed 
on 64 “Mainliners” of the United 
Air Lines, it has been announced 
by Roy H. Isaacs, sales and service 
director of the Eclipse-Pioneer di- 
vision of Bendix Aviation Corp. 
here. The device links radio beam 
navigation to automatic flight, the 
company said. 

* * 


Motorist Telephones 


EDMONTON, Alberta. — Alberta 
Government Telephones has an- 
nounced that phone service for 
motorists in this area has been 
made available, and is the first 
area in Canada to offer such serv- 
ice. Calls may be made from a car 
within a range of 300 miles from 
the city through the long distance 
switchboard. 


K enenehy: Take Of 


FRANKFORT, Ky. — Kentucky’s 
road fund receipts, which come 
mainly from gasoline taxes, totaled 








30th hittin 


R. H. Neeley, manager of the Lincoin- 


Mercury St. Louis district, was honored 
recently for his 30th anniversary with the 
Ford Motor Co. Dealers in the area pre- 
sented him with a chest of sterling silver. 





$11,961,008 during the first three 
months of the current fiscal year, 
a decrease of 7.9 percent below the 
corresponding period a year ago, 
according to the state revenue and 





finance department. It was noted, 











































* 





SS 


“Associates. Investment Gempany— 
. Associates Discount Corppiation ) )\ 
/Emmeo Insurance Company — 

South Bend, fidiana | 


itd ey Hon is a friendly time. 
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| however, that some of the gasoline 
tax due in September will be shown 
in the October report. 


* ® * 


Buffalo Terminal Started 


BUFFALO. Construction of 3 
truck terminal to cost between 
$200,000 and $300,000 has been start- 
ed on Seneca St. here. The terminal 
is being built by Western Trading 
Corp. of Buffalo and will be leased 
to a local trucking concern. It will 
be a garage for truck servicing 
capable of handling 100 trucks and 


trailers. 
> 


Coldmobile Bought Out 


CHICAGO.—Acquisition of Cold- 
mobile Co., Detroit, was announced 


‘. by Union Asbestos & Rubber Co. 


here. 
+ + * 


Folder on Metal Treatment 


CINCINNATI. — The advantages 
of low-temperature metal treatment 
are described in a new eight-page 
folder by Sub-Zero Products Mfg. 
division, Deepfreeze Distributing 
Corp., Cincinnati 29. Among the 
processes covered are low tempera- 
ture chilling for stabilization of 
steel, increasing perishable tool life 
and shrink-fit assembly. 

+ * * 
Canadian Batteries 


OTTAWA. — Factory sales of 
batteries of automotive type de- 
clined to 140,998 units, worth $1,- 
491,865, in September, compared 
with 206,912 at $1,797,503 a year 
ago and totaled 1,082,754 units at 
$11,175,868 for first nine months 
as against 1,136,853 at $9,548,847 
last year, the Canadian govern- 
ment reports. 

* 





* * 
Rayl Sells Business 

HUTCHINSON, Kans. — A. D. 
|Rayl has announced the sale of A. 
|D. Rayl Engine Rebuilders, Inc., 
528 W. First, to Robert E. Lee, M. 
IP. Long, Ponca City, Okla. and 
Phil Long, Colorado Springs. Lee 
| has been manager of the company 
| since it was formed in 1940. The 
Longs have been in the Ford busi- 
| ness since 1933. 

a * * 
Clay Backs Fair 

CHICAGO.—Gen. Lucius D. Clay, 
| chairman of the Crusade for Free- 
dom, has strongly endorsed the 
Chicago International Trade Fair 
| for its economic importance in the 
| battle for world peace, exposition 
officials announced. The fair will 
|be held March 22- April 6 at the 
Navy Pier see. 


* 


Of fices Senet 


CHICAGO.—Hydraulic Press Mfg. 
Co., Mount Gilead, O., has an- 
nounced that its Chicago office will 
be located at 3058 Peterson Bldg., 
Peterson Ave. It was formerly lo- 
cated at 201 N. Wells St. 

* + 


* 


Bus Line Offered to City 


BUTTE, Mont.—A proposal that 
the city purchase the Butte City 
Lines bus system was sidetracked, 
at least temporarily, by the city 
council. Officials of the company 
said they will cease operations in 
Butte by Feb. 29, 1952, and had 
offered to sell its whole system to 
the city for $243,147. 


- * * 

Fined for Lack of Signals 

BUFFALO.—Harlan Reichard, a 
one-arm truck driver of Conewango 
Valley, was fined $35 in city court 
because his vehicle was not equip- 
ped with directional signals. Chief 
Judge John W. Ryan jr. noted that 
| the truckee’s license specified he 
was not permitted to drive unless 
his vehicle was equipped with a 
signaling device. 
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|““would be more conscious of this 
|than new-car dealers, for we used 
to get 50 to 100 calls a day from 
| people checking on prices to see if 
jit would be worth their while to 
| take delivery of a new car.” 

Not all of them would want to 
sell their cars right away, Simons 
said. Many of them just wanted 
the assurance that their money 
would be in a commodity that 
they could liquidate quickly at a 

| good price. 
Were it not for the ceiling, Si- 
|mons says he believes that new cars 


Merchandising 


Memos to Dealers 


By Bob Finlay 





| ERE are some more ideas culled 
from conversations with lead- 
| ing used-car dealers at the recent 
| convention of the National Used 
| Car Dealers Assn. in Tampa, Fla.: 
* * + 
Changing Times 
SIGN of the times—cCleveland | 
used-car dealers are doing 
more buying in Detroit as a result 
of increased retail activity on the 
part of Cleveland new-car dealers. 
They are retailing most of their 
own trade-ins these days. 
Such activity is likely to increase 
as production of new cars goes 


down. 


* * * 


Postcard Victory 

| gece teat pays off, as wit- 
ness the story of William Fitz- 

patrick, of Waterbury, Conn. 

Four years ago a nearly new 
Cadillac was stolen from  Fitz- 
patrick. Since Connecticut has no 
title law, the thief was able to reg- 
ister it, changing the serial num- 
bers slightly. 

Fitzpatrick covered the coun- 
try with penny postcards to of- 
fices of secretaries of state. At 
first this did not prove effective, 
due to the number change. 

Meantime, the car changed hands 
five times and eventually the error 
in numbers was noted and it was 
properly registered. 

So at last one of those penny 
postcards scored in Virginia, and 
Fitz has his Cadillac back. 

Sad part of the story is that the 
Cadillac left home four years ago 
as a $4,000 car and came back as 
one worth $1,000 due to its advanc- 
ing years. 

* 
— people still think of Tampa 
4 as the cigar center, but Homer 
Herdon, of that city, reports most 
of the business went north to Phil- 
adelphia and other eastern cities 
when the industry was mechanized. 
Tampa still does a fair business in 
hand-rolled cigars, but other indus- 
tries, including chemicals, have 
forged ahead. 

Tampa is the trading center for 
nearly 1,000,000 people in 21 coun- 
ties, including the center of the 
citrus fruit and strawberry busi- 
ness. 


* 


* * 


Jewel Lot 

OU’VE heard of jewel-box show- 

rooms, but ever hear of a jewel- 
box used-car lot? 

Yale Simons and Louis Grand 
run one on Livernois Ave. in De- 
troit under the name of “Pappy’s.” 
This partnership, by the way, is a 
natural, with Yale being the expert 
administrator and personnel man, 
while Grand is a born showman. 

However, Yale makes Grand tear 
his hair at times, because Yale has 
a sincere love for kids and is tire- 
less in his efforts on behalf of a 
Boys Club, but refuses to take ad- 
vantage of it commercially. 

“You could at least remember,” 
Grand moans, “that your name is 
Yale PAPPY Simons.” 

If all dealers, by the way, were 
as community-minded as Simons, 
dealers would have few public-rela- 
tions problems. 

But to get back to merchandising, 
Simons can’t’ stand to see a scrap 
of paper blowing on his lot, or a 
frown on the face of a salesman. 

His merchandise is always 
sparkling. After a snowfall, he has 
the entire stock run through the 
Washer, at a cost of $125 or so, 
even though the weather fore- 
cast indicates another snowfall 
next day. 

Simons is another dealer who 
keeps close tabs on the spirit of his 
Staff. When he feels low, himself, 
he wonders if his salesmen are low, 
too, and sets out to cheer them up. 

He points out that any palooka 
Can cheer up his men when he’s 
feeling good himself. The real lead- 
er is the guy who can work off his 


own by encouraging | 


others. 


depression 
+ * 
Slant on Ceilings 
ERE’S a slant on new-car ceil- | 
ing prices that is unusual. Si- | 


| premiums. The 


would be selling today at high 
ceilings, he says, 
have cooled off the _ individual 
speculators and left the market to 
the necessity buyers. 


Wanda Hendrix at Carolina Carousel— 


Frank Woods, Inc. (Pontiac), Charlotte, N. C., furnished this 1951 Pontiac Chieftain 
convertible for Wanda Hendrix, honor Queen of the 1951 Carolina Carousel, in the 
four-mile parade featured in the occasion. Earl Crawford, Charlotte newspaperman, 


mons says that in his opinion it has| Richards Guest in Spokane 


kept the public out of the new-car | SPOKANE. Karl pees womans ee arches asian a 


M. Richards, | 
manager of the Automobile Manu-| luncheon arranged by Harper Joy, 
facturers Assn. field service de-| executive vice-president of Pacific 
partment, was guest of honor at a| Northwest Co. The event was at- 


tended by members of automotive 
firms, investment bankers and 
others. 


business—and that accounts for its 
softness. 


“Used-car dealers,” he 


as said,| 
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What goes on in a clam-bed goes without saying. They’re 


gulfs apart from people: there’s no exchange, no buying 


and selling. ... sellers talk— 
buyers listen. Sound marries 


their minds. And the medium 





that does most for sound 
is radio. In the whole wide world, no other voice holds so 
many listeners. Or persuades so many.... And in all radio, 


more people listen— and listen longer—to CBS Radio 
































than to any other network. It offers more of radio’s top- 
ranking programs than all other networks combined... 
attracts the largest volume 
of advertising. For new spon- 


sors this leadership assures 





greater returns from the 
start than on any other network. ... If you have something 


to sell, you have something to say. Say it where your 


customers listen most...on the () BS Radi Narre _ 




















Navy Officials at Packard's Marine Division— 


Assistant Secretary of the Navy Herbert R. Askins and other top ranking Naval 
officers and NPA officials recently inspected Detroit industrial plants that are engaged 
in defense production for the Navy. Shown at Packard, the group inspects many of 
the parts that are going into marine diesel engines. Packard has a $20,000,000 con- 
tract for the diesel engines for the U. S. Navy. In the center, Askins talks with George 


H. Brodie, vice-president of coordinating 
defense program. 





operations who heads up the company’s 
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dent comptroller of the _ firm’s | War II and was deputy director in| to joining Morse Chain, Smith was 
Cleveland sales staff. | 1945 when he left to manage Good-|in charge of designing, equipping 





Ps Cone Lew | year’s factory in Topeka, Kans. - and staffing a new plant of the 
I-H’s Moulder Elected ee Deepfreeze Appliance division of 
|Morse Chain Names Smith Motor Products Corp. at North 


To Bank Post in Chicago | | oni il : : 
Peter V. Moulder, executive vice- | Manager at Ithaca, N. Y. | with Ch 1 4 Cor ae 7 ce 
president of International Har-| Frank M. Hawley, president of | case syeier WEP an rosley 


vester, was elected to the board of | : 
directors of the Continental Illinois | Morse Chain Co., has announced | ee Ke 


National Bank and Trust Co., one |the appointment of Louis P. Smith Pittsburgh Screw & Bolt 
of Chicago’s two largest banks. He | of Waukegan, Ill, as manager of | ),, . 
succeeds Judson F, Stone, a for-|the company’s Ithaca (N. Y.) plant.| Picks Kelley for Detroit 
mer chairman of Harvester, who Morse Chain is a subsidiary of John J. Kelley has been appoint- 
resigned because of health. Borg-Warner. jed district manager of sales for 
. *  s Smith formerly was manufactur- | the new office just opened by Pitts- 
3 Auto-Lite Vice-Presidents -— Psa gyi mo of the French| burgh Screw and Bolt in Detroit at 
z an echt division of Kelsey-Hayes | 18921 James Couzens highway, ac- 
Join 25-Year Club Wheel Co. at Davenport, Ia. Prior! (Continued on Page ia, “4 
Three vice-presidents of the |———— ~e 
Electric Auto-Lite Co. headed a 
class of 54 persons who joined the 
company’s 25-year club in Toledo 
recently. 
Royce G. Martin, president and 











Auto Personnel 


board chairman, gave _ gold 
watches to Vice-Presidents D. B. 
Stratton, J. A. Cappi and Harry 
G. Call, and 51 others. 








John M. Sapinsley has_ been 
named president of Crescent Co., 
Ine., Pawtucket (R. I.) manufac- 
turer of wire and cable for electri- 
cal and automotive applications. 

In a realignment of top officers 
of the company, Milton C. Sapins- 
ley, founder and president, will be- 
come chairman of the board. John 
Sapinsley for the last three years 
has served as executive vice-presi- 
dent and has been administrative 
assistant to the president. 

* oe * 


Oyler Heads Midwest Sales 


For New Departure 
Appointment of Raymond 90. 
Oyler as midwest regional manager 
of the New Departure division of 
General Motors, with headquarters 
in Chicago, is announced by Milton 
L. Gearing, general manager. Oyler 
succeeds Howard A, Offers, trans- 
ferred to Bristol, Conn., as as- 
sistant general sales manager. 
Since 1948, Oyler has been man- 








ager of the Milwaukee zone office. 
He joined New Departure in 1938 
at Chicago, was shifted to Milwau- 
kee a year later, and served from 
1945 to 1948 in Davenport, Ia. 

Offers’ first connection with the 
division was in the engineering 
department at Bristol in 1935. He 
was transferred to Chicago in 1936 
and named midwest regional man- 
ager in 1948. 

* * * 


Earnest Succeeds Mauder 


At Cadillac in New York 


J. M. Roche, general sales man- 
ager of Cadillac, has announced the 
appointment of Samuel B. Earnest 
as general manager of the divi- 
sion’s retail branch in New York. 
Earnest succeeds the late E. P. 
Mauder. 

Earnest joined Cadillac’s factory 
sales organization in 1927. He 
served in field assignments until 
1930 when he was appointed resi- 


EVERY MOTORIST WANTS 
THE STYLE AND COMFORT 


4 
° | enlshades 


Here’s customer satisfaction 
and profit that you find in few 
accessories. Ventshades add 
much to driving comfort in 
any weather and have the extra 
sales-making advantage of 
eye-appeal. They enhance the 
natural beauty of the car’s lines 
and look like a built-in feature. 
Your customers will enjoy 
Ventshades. You'll enjoy sell- 
ing them. Order them now. 


NEW! NEW! 
Ventshades now available 
for most hard-top convert- 
ibles. Write for information. 


AUTO VENTSHADE CO. 


48681 PEACHTREE INDUSTRIAL BLVD. 
CHAMBLEE, GEORGIA 












“Atilanto’s Finest Industrial Area” 
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THESE FEATURES 
MEAN BIG SALES! 


e Open-window ventilation 
when it rains or snows 


© Safety from exhaust fumes 

© Less fogging of glass 

© Shade from the sun 

© More comfort the year ‘round 
© Added beauty for the car 


© Quick, easy installation. indi- 
vidual designing for each make 
and model assures accurate fit 








© Made to meet exacting stand- 
ards of car manufacturers. 
Won't rust or rattle 

Member MEMA 







* * * 


Bogue of Bendix Gets 


Army Civilian Award 


Leonard E. Bogue, of Bendix 
Products division of Bendix Avia- 
tion Corp., South Bend, has been 
awarded a certificate of apprecia- 
tion for patriotic civilian service 
during World War II by the De- 
partment of the Army. He served 
as a member of the Army’s techni- 
cal industrial intelligence commit- 
tee. 
| The committee made a three- 
month tour of Germany, and made 
|a comprehensive study of the ac- 
| complishments in the German auto- 
|motive industry both before and 
during the war. 
| +. . * 
| Royster Named Director 
|Of Transport Office 
| Secretary of Commerce Charles 
| Sawyer has named Paul F. Royster 
|as director of the department’s of- 
| fice of transportation. 
| Edward Margolin was named di- 
jrector of the carrier division, and 
| Dr. Beatrice Aitchison, director of 
|the transport economics division. 
| Royster joined the commerce de- 
partment last July after serving 
briefly with the Defense Transport 
Administration; Margolin joined 
the department in 1948 and had 
previously served with the Treasury 
department, and Dr. Aitchison came 
to the department last September 
as a transport economist from the 
Interstate Commerce Commission. 

* ” * 


Automotive Fibres Names 


| Greene to Replace Grut 


J. R. Millar, chairman of Nation- 
al Automotive Fibres, Inc., Detroit, 
has announced that J. H. Grut, sec- 
retary and treasurer, has been 
granted a one-year leave of ab-| 
sence due to ill health, and that} 
Harvey B. Greene, Grut’s assist-| 





| 


INE OF THE NATION'S 
RGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 


Sumere Bhs & aU 


FOUNDRY DIVISION 




















Attention! Used Car Managers 


Here Is a READY REFERENCE LABEL for Your 
USED CARS in Accordance with OPS REGULATION 






































ant, has been appointed acting 
secretary and treasurer. 
Grut has been secretary of the i CE Le ee | BE Ree 2 Ae Dee a 
company since 1937 and its treas- | 
urer since 1939. Greene joined the | . 
company in 1947 as assistant to|| | Series ................... FS ee a 
the president, and became assis- 
tant to the secretary and treasurer 
in 1950. RO ree oe ee Body 
ie , - . . i Nl 
clracken fteelecte Equipment 
Head of Oregon Haulers -_ ; Li 
Easi McCracken, Portland, Ore., Heater 3 — ees RD Ns i 
was reelected president of the Ore- Radio 
gon Motor Transport Assn. at its a a RO Saaremaa ) 
annual convention at Gearhart, Ee! | Se ee OPS | 
Ore. Ceiling [ aed Yat ey GLa aN te) a oat 
Clair Brown, Salem, was elected seis ma .. 
vice-president, and Earl K. Sweet, = 
Tillamook, treasurer. Executive 
— is Robert R. Knipe, Port- —- — || Selling } NAIC eee 
. £ « amen TCS Bee gt a en 
Spencer Heads Up RFC’s 











Synthetic-Rubber Division 


Appointment of Leland E. Spen- — Prices — Labels are made on PRESSURE SENSI- 
cer, vice-president of Kelly-Spring- SR er err eee $ 3.25. TIVE STOCK and neither moisture, heat 
field Tire Co., as chief of the SERRE Ferry eee 6.85 nor cold will affect the adhesive—! 
RFC’s synthetic-rubber division was | 500 12 ghee selnstcdage natal sean sen 
announced last week by RFC Ad-|| 500 ----:---:- ss seereeee 00 no mark on surface. Simply remove 
ministrator Stuart Symington. Since | RR er eee 22.00 the protective paper backing from the 


Additional 100's, $2.00 
Cash with Order — Shipped Postpaid 


last January, Spencer had been di- | 
rector of the rubber division of 
NPA. 

As chief of the RFC synthetic 
operations, Spencer will be in charge 
of synthetic rubber production in| 
government-owned plants’ which) 
are being operated by private in-| 
dustry. Spencer, formerly’ with) 
Goodyear, served with the War'| 
Production Board during World | 


label and press on the clean wind- 
shield or any other clean car surface. 


NOTE! Label can be removed from car and stuck to sales papers as 
a verification of details of car sold. Original adhesive will stick to 
papers without use of water or paste. 


BELL & WALLACE, INC. 


7338 WOODWARD AVE. DETROIT 2, MICH. 
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Affecting Factories and Dealers... . 








By George Deery 
Associate Editor 
Detroit’s Adcraft club last week 
checked off its 46th year, added 27 
men who have been members for 
10 years to its Old Timers roll and 
heard Henry Ford II introduce 
Drew Pearson, Washington col- 
umnist, as speaker at the club’s 


Two automotive men—Hugh W. 
Hitchcock, Packard director of 
advertising and public relations, 
and James B. Wagstaff, DeSoto 
sales vice-president, were pre- 
sented with the Old Timers’ 
medallion. Henry T. Ewald, presi- 
dent of Campbell-Ewald, ad 
agency and founder of the club, 
addressed the “graduates.” 

In a light vein, Pearson said he 
was told that he would not earn 
his honorarium unless he made 
some predictions, along with his ad- 
dress, which was devoted mainly to 
the propaganda balloon barrage 
across the Iron Curtain. 

His forecast of Gen. Eisenhower 
was that the general would give 
up his direction of Allied defense 
forces in Europe and his lifelong 
rank as general of the Army with 
its $20,000 a year salary, military 
aide and chauffeur, to become a 
Republican candidate for presi- 
dent. 

Truman will not run unless 
Taft is nominated because he 
feels confident that he can beat 
the Ohioan, Pearson contended. 
The Republican nominating con- 
vention next year will be held 
prior to the Democratic conclave. 

With the general as a candidate, 
the President would rather “sacri- 
fice either Sen. Kefauver or Sen. 
Douglas whom he dislikes,’ Pear- 
son said. 

John P. St. Clair, Detroit repre- 
sentative of Life and president 
of the club, presided. Auto people 
on the banquet committee were 
N. F. Lawler, Nash director of ad- 
vertising and sales promotion, and | 
William A. Haworth, Nash associ- | 
ate public relations director. 

* * * 


New Post for Lord 
Ted Lord, formerly with Farm 


Journal and Pathfinder, has been 
named associate advertising man- 








Forbes McKay 


Ted Lord 


ager of Farm and Ranch-Southern 
Agriculturist, Nashville, according 
to Forbes McKay, vice-president 
and director. Lord has had 22 
years’ experience in the publishing 
business, including 16 years with 
farm media. He began his career 
in 1929 with Riddle & Young in 


| Federal-Mogul | 
Reports Exports |, 


At Alltime High | 


DETROIT. — Federal-Mogul’s ex- | 
port business during the first 10) 
months of this year was more than | 
50 percent greater than in the cor-| 
responding period of 1950, and the | 
annual volume will be the highest | 
since the company began to serve | 
this market 18 years ago, the cor- 
poration has announced. 

Supplying replacement bearings 
for American-made cars, trucks and 
farm machinery constitutes Fed- 
eral-Mogul’s principal export busi- 
ness. Produced in the company’s 
six manufacturing plants, these 
products are shipped to the over- 
seas markets through the service 
division plant in Coldwater, Mich. 

Announcement was also made of 
an agreement with Bower Roller 
Bearing Co. giving Federal-Mogul 
the right to sell Bower replacement 
roller bearings in the export and 
Canadian markets in 1952. A simi- | 
lar agreement in respect to domes- | 
tic sales has been in effect since 
July, 1950. i 








Auto Advertising 


New York, selling space for several 


farm publications. 

He was later with Hoard’s Dairy- 
man, Cappers Farmer and Farmer’s 
Wife. After the magazine was 
merged with Farm Journal, Lord 
later was made manager of the 
Farm Journal ad sales staff in New 
York, later being named director of 
research for it and Pathfinder. 

* * * 


Herald-Trib’s Peak Paper 

The largest regular edition in 
the 110-year history of the New 
York Herald-Tribune was pub- 
lished on Sunday, Dec. 2, with a 
main news section alone of 108 
pages. Another alltime high was 
scored on that day when the 
Herald-Tribune carried the great- 
est volume of department store, 
retail and total advertising since 
the paper was founded in 1841, it 
states. 

Both newsprint and postage 
costs of this record edition were 








Talking Over DeSoto Ad Drive— 

The 1952 DeSoto advertising campaign is discussed by Walter J. Cleland (left), New 
England regional manager, and Francis W. Hatch (right), vice-president of Batten, 
Barton, Durstine & Osborn, DeSoto ad agency, Boston office. Extreme right—a friend. 





17% cents. Mailing charges for 
this issue to the Caribbean were 
39 cents a copy; Canada, 13 cents, 
and domestic postage, 10 cents a 


sizable. The complete 292-page 
paper weighed slightly over three 
pounds and, in terms of current 
newsprint costs, white paper 





alone for each copy amounted to copy. 





Supervises Accounts 

Brooke, Smith, French & Dor- 
rance, ad agency, has announced 
the appointment ‘ 
of L. C. Barlow 
as an account su- 
pervisor. Barlow 
is vice - president 
and a member of 
the agency’s ex- 
ecutive planning 
committee. He 
joined BSF&D in 
1943 after a 15- 
year association 
with several of 
the nation’s lead- 
ing department stores as a mer- 
chandising executive. He was 
educated at Cornell university, Uni- 
versity of Paris and Keble college, 
Oxford. 





L. O, Barlow 


* * A 


Names 

John J. Manning has been ap- 
pointed a space buyer at Geyer, 
Newell & Ganger, H. W. Newell, 
executive vice-president has an- 
nounced. Manning has been a 
media analyst at the agency for the 
past three years. Before that, he 
was on the staff of Touche, Niven 
Bailey & Smart, public accountants. 












ONE OF 


during the manufacturing processes. 


V4? ually 


In clear glass, there’s no place for blemishes to hide. There they 
are, looking you right in the eye IF they haven’t been kept out 





In making L-O-F Safety Plate Glass we constantly check for 
imperfections at every stage, from raw materials to finished glass. 
Then, as the completed windshield moves down the conveyor on 


the final production line, we subject it to yet another inspection, 
our Quality Check No. 137. Here any scratches, dirt or other im- 
perfections are marked by the inspector, and the rejected windshield 
is taken off the line for refinishing - - - or scrapping, if necessary. 
This is only one of 142 Quality Checks and Controls we use in 
making L-O-F Safety Plate Glass. Each of them is equally impor- 


tant to you and your car owner customers—because they assure: 


1. Better heat stability 

2. Better light stability 

3. Better strength for safety 

4. Better adhesion, glass to plastic 


That’s why L-O-F Safety Plate Glass is the best you can get 
—anywhere. Libbey-Owens:Ford Glass Company, 77121 Nicholas 


Building, Toledo 3, Ohio. 


NO FINER GLASS THAN 
$) 





LIBBEY-OWENS-FORD EV\ i404 
oud alt 





| PLATE 
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445; FL Deluxe 4-dr., $1,440; 2-dr., $1,- 
U C * e 375; club coupe, $1,405; FL Special 2-dr., e 
$1,125. '49 SL Deluxe 4-dr., $1,190; SL 
S - t O p Special 2-dr., $1,135. '48 FL aerosedan, A d-C P 
ed-Car Auction Prices oe Ye verage Used-Car Prices 
$875. ‘47 FL aerosedan, $975. . ‘ 
CHRYSLER—'50 Windsor 4-dr., | $1,755°, (Compiled by Automotive News) 
Market Trend $1,680°. 41 Royal sedan, $175*; conv., site Dec. 1951 Nov ox) 
. Mode (to date) 5 951 
y i Fy . . DeSOTO—-'50 Custom club coupe, $1,610*. / 
rag ove yy prices continued to skid last week as the overall ‘47 Custom 4-dr., $950°. $866 $896 $926 1951 $1,851 $1,896 $1,944 t 
average lost $9 from the previous week’s level to $866. In the same | nopgE—49 Coronet club coupe, $1,120*; 1950 1,359 1,402 1,411 
' week last year, the decline was $11 and the average was $818. %-ton pickup, $835. 1949 1,076 1,130 1,169 1 
There w s . ivity i eek. | FORD—’51 Victoria, 2 at $2,155*; Custom i yom 
as a strange selectivity about prices last week Among the | (8) 4-dr., $1,920°,” $1,615. '50 Custom (8) 1948 831 854 892 1 
postwars, the even years took the brunt of the reaction, while the odd | 4-dr., $1,455*, $1,400*; Deluxe (8) 2-dr., 1947 702 718 743 Ff 
years were scarcely disturbed. Losses of $1 for ’51s, $2 for ’47s and a $1,275; Deluxe (6) club coupe, $1,150, 1946 591 632 668 4 
gain of $1 for '49s showed how lightly the odd years were touched. | §1,110. ‘49 Custom (8) conv., $1,300, $1,- ‘ s 
. Ee . 200*; station wagon, $1,235; 2-dr., 1942 284 283 298 
But the even years more than made up for this seeming oversight as $1,185*. "48 Deluxe (8) 2-dr., $760; sta- SS eee 1941 235 256 281 
50s lost $28, 48s dropped $13 and "46s skidded $19. The prewars were | [lon wason, $625. 47 (S) seaan, $685. oat = —— wee 
consistent with both ’41s and ’42s losing $5. HUDSON—’51 Hornet 4-dr., $2,200*. ‘50 Average... $ 866 $ 896 $ 926 
The lower level of prices may have been instrumental in loosening pga aris aaie°, “ ee , 
up buyers because sales percentages gained over the previous week. | KAISER —'47 4-dr.. $480. ‘i (The above figures are averages of used-car auction prices, all 
i Last week at 11 representative auctions, sales amounted to 1,047 units, | MERCURY—’51 conv., $2,260*; 4-dr., $2,- makes and models, carried regularly in Automotive News.) 4 
+H or 65 percent, of the 1,611 offerings. In the preceding week at the same | 420... (50 4-du; $1,670; club, coupe, 
a auctions, sales hit 937 units, or 60 percent, of the 1,566 offerings. club coupe, $1,230*, $1,215; conv., $1,005. | DeSOTO—'48 Custom sedan, $865, $880, | a (8) 4-dr., $1,005. °47 4-ar., 1 
; ; ; * indi ; ; ; '46 4-dr., $750, $740. $860. . ; 
Prices marked with on indicate a unit equipped with NASH—’51 Rambler Custom station wagon, | roRp—'51 Deluxe (8) 2-dr., $1,500; Cus- HUDSON—'48 Super (6) 4-dr., $810 
automatic transmission or overdrive. $1,625°; conv., $1,540°. "46 (600) 4-dr.,|" tom (8) 2-dr., $1,475. '50 Deluxe (8) | KAISER~'51 Henry J (6) | 2-dr., | $930; 
ip i $625. 2-dr,, $1,130; (6) %-ton pickup, $800. eluxe 4-dr., $1,280. '50 4-dr., $840. 
i N. PLAINFIELD, N. J. OLDSMOBILE—'50 (98) _ sedan, $1,700; | OLDSMOBILE—'51 (98) conv., $2,550*; | “49 Gustom (6) sedan, $835, $800; Cus- | MEROURY—'d1 4-dr., $1,690. “49 4-dr., 
4h 9 (88) sedan, $1,640, $1,500. '49 (98) se-| Super (88) 4-dr., $2,450*, 50 (98) 4-dr., tom (8) sedan, $910*; Deluxe (6) 2-dr. $1,110. 
ad (Lebanon Auto Auction. Sale every Wed- dan, $1,345*, $1,260*. ‘47 (66) conv., $1,800". °49 (88) club coupe, $1,595"; $900. °47 SD (8) 2-dr. $675. '46 Deluxe NASH—’51 Statesman 4-dr., $1,530* 
au nesday. Prices are for sale of Dec. 5.) $730. '46 (76) sedan, $630. conv., $1,400*; (98) 2-dr., $1,515*; 4-dr., (8) 2-dr.. $410; SD (8) 2-dr.. $550, $600. OLDSMOBILE—’49 (88) 4-dr., $1,340*. ‘48 
Hl (Market steady with clean cars bring- | PACKARD—'50 sedan, $1,180. "49 sedan,| $1,470, $1,385, $1,335; conv., $1,445*;| +41 sp (8) sedan, $300, $140, $230, $120.| (66) club coupe, $900*. ‘46 (78) 4-dr., 
P| ing good prices and rough cars off. Sold $1,005 (76) conv., $1,340*. '48 (78) 4-dr., $1,-| +36 4-ar., $125. or ; 
i 83 units out of 145 offerings.) PLYMOUTH—'50 SD sedan, $1,275. "49 SD | 135°; (76) 4-dr.. $1,105°. (47 (68) 4-dr., | peager ‘47 Manhattan 4-dr., $425 v., $965. "47 2-dr.. $600, SS 
if BUICK—'51 Special Riviera coupe, $2,300°.| sedan, $1,050; Deluxe sedan, $1,065. "48 | | $765*, $795*. "41 (6) 4-dr., $150. : . oa | ay <vaaas a aoe 
a4 '50 Special sedan, $1,385. '49 RM sedan, SD sedan, $810, $940 PACKARD—’51 (200) 4-dr., $2,130". '47|HUDSON—'51 Commodore (8) 4-dr., $2,- ee ae Gas. wr ws ae. $1,210 
{ , ’ . . baal ; ‘ ’ 1 i . 0. 5 -dr., .450. '49 SD 4-dr., $1,- 
f $1,310; Super. sedan, $1,400°. 47 RM | PO Niedan, $1,175, 48 Torpedo (8) sedan, PLYMOUTH "50° ‘Deluxe 2-dr.. $1,380. | cap , oo “49| 095. 48 SD 4edr.. $890, 47 SD 4-21 
} sedan, $660. °39 Special sedan, $125 aT netna. S700 seve” ‘8 Sedan. | "$1,290. °49 Deluxe 2-dr.. $1,250, $1,020. | “AISE wm o700. ay som, ee $595. s 
a CADILLAC—’48 (61) sedan, $1,700. STUDEBAKER—’50 Champion sedan, $1,- | PONTIAC—'51 (8) Catalina, $2,515*, §2,- Strocthe = PONTIAC—’51 (8) Catalina, $2,300*, §2,- 
i CHEVROLET—’51 SL Deluxe sedan, §$1,- 160*, $1,070. 49 Champion conv. "$915 500*, $2,470*; Chieftain (8) 4-dr., $2,- LINCOLN—'46 4-dr., $400. 290*. '50 (6) conv., $1,405*. °49 Chief- 
Hi 650*. 50 SL Deluxe sedan, $1,230, $1,- '47 Champion sedan, $560. ‘ : 250*. °50 Chieftain (8) 4-dr., $1,680*. | MERCURY—’50 club coupe, $1,3 tain (8) 2-dr., $1,300*. ’47 (8) 4-dr., 
a a Peer Oe 100; Ble Special fedan, i ’49 Chieftain (8) club coupe, $1,345*. ay a a” $1. O10. "49 svopanazen _— ‘ 
ba ’ ‘i '47 SL (8) 4-dr., $620. Ambassador 4-dr., . . § —’ ommander 4-dr., $1,- 
a) Special sedan, siti O10, $980, $925, "48 SM LOS ANGELES STUDEBAKER—'51 Commander 4-dr., $1.- | OLDSMOBILE—'51" (88) 2-dr..__ $2,100, | 400; Champion 4-dr.,, $1,255. °50 Cham. | 
{ sedan, 10; FM conv 620. *4 ngeles A Aucti 650*; Champion 4-dr., $1,440 $2,200*. 50 (88) conv., $1,580*; 2-dr., pion 4-dr., $1,050. °48 Champion club | 
t FM sedan, $590. Tuesday’ and Thursday at Sen’ Gabric), | WILLYS—'50 Jeepster, $980°. $1,510*, $1,535*. 49 (88) 2-dr., $1,190*:| coupe, $800. '47 Champion 4-dr., $690 ' 
} CHETELES—'CO Winter, sedan, $1,690, Calif. Prices are for sales of Nov. 27-29.) | MISCELLANEOUS—’51 GMC *%-ton pick- (98) 2-dr., $1,250*. °46 (98) 4-dr., $760*. | 
; ndsor jan, ; yal se- : up, $1,435. PACKARD—’51 (200) 4-dr., $1,810*. 
; dan, $870. ’47 Royal sedan, $710. a ee —, Ptag | due | to PLYMOUTH—’50 SD 4-dr., $1,180. '49 SD MASON CITY, IA. 
ij . _—= Custom sedan, $1,350; conv., Pe agente a pen me = ) ALBANY, N. Y | sedan, $1,080, ey gy Eg a. Legge Be Car .-y~" Sale every Wed- 
: »285. J —’ pecial conv., y ; Super $1,110. °47 SD club coupe, ; Deluxe | nesday. Prices are for sale of Dec. 5.) 
i DODGE—’49 Wayfarer sedan, $1,040; Mea- Riviera coupe, $2,390*. ‘50 Super Riviera (Tim Anspach’s Dealers Auto Auction. sedan, $535. ’46 Deluxe 2-dr., $540. (Market steady; buying brisk. Sold 123 
i dowbrook sedan, $1,100. ‘48 Deluxe se- coupe, $2,070*; RM Riviera 4-dr.. $1,-|Sale every Monday. Prices are for sale of | PONTIAC—’49 SL (8) sedan, $1,280*;: SL | units out of 174 offerings.) 
i dan, $830; 1-ton pickup, $605. '47 Cus-| 775*; Special 4-dr., $1,585*, $1,200. '49/| Dec. 3.) (6) 2-dr., $1,220. 46 SL (8) sedan, $570. | BUICK—'50 Super 4-dr., $1,520*; Special 
4 tom sedan, $760. '46 Custom sedan, $700, RM conv., $1,450*. ’47 RM 4-dr., $855; (Prices of all models level with past $520. '41 (8) 2-dr., $140. 2-dr., $1,325: 4-dr.. $1.255. 49 RM 4-dr 
y $670, $560. conv., $875; Super conv., $840. 46 4-dr., | four weeks. Sold 75 units out of 113 of- | STUDEBAKER—’50 Land Cruiser sedan, $1, ag" a 125*, $1,060*, $1,165*. '46 RM 
Bi FORD—’50 Custom (8) sedan, $1,200, $1,- $785. '41 Special 4-dr., $310. '21 roadster, | ferings.) $1,360*. °48 Commander sedan, $850*. 4-dr., x ‘ i ae “ 
5 140. '49 Custom (8) sedan, $975, $950. $255. BUICK—’50 Special 4-dr., $1,530*. '49 RM '47 Land Cruiser 4-dr., $460. CADILL Bas . te ie 
46 SD (8) sedan, $640, $600, $580; De- | CADILLAC—’51 (62) conv. 4-dr., $4,225*; | sedan, $1,050*, $1,360*; Super sedanet, “ C51 (62) 4-dr..  $3.550*. '50 
luxe (6) sedan, $485. 4-dr., $3,920*; (61) club coupe 4-dr., $3,-| $1,210*, $1,130*. VALDOSTA, GA pS ) 4-dr., $2,985*. "49 (62) 2-dr., §2 
4 IN—'48 sedan, $825. °47 sedan, $405. 800*; 4-dr., $3,580*. '50 Coupe de Ville, | CADILLAC—’48 (61) 4-dr., $1,450*. ’ is 05°. 
i KAISER—’51 Henry J sedan, $925. $3,580* ; (62) 4- dr., $3,180*, $3,110*; | CHEVROLET—'51 FL Deluxe 2-dr., $1,-| (Tom Hewitt Auto Auction. Sale every | CHEVROLET—'51 Bel-Air. $1,800: SL De- 
i LINCOLN—’'49 sedan, $1,050, $1,010. (61) 4-dr., $2.975*. 49 (62) club coupe, 670*, $1,425; conv., $1,750. '50 SL Deluxe | Friday. Prices are for sale of Nov. 30.) luxe 4-dr., $1,660*. '50 FL Special 4-dr., 
# MERCURY—’51 Monterey, $2,250; sedan, $2,370*; conv., $2,230". '46 (62) 4-dr.. 2-dr., $1,270; SL Special 4-dr., $1,225. (Sold 151 units out of 230 offerings.) $1.030, $1,060, $1.115, $1,190; FL Deluxe 
di $1,820. '50 sedan, $1,500. °49 sedan, $1,- $1,240*. "49 conv., $1,040; FL Special sedan, $930. BUICK—’51 Super 4-dr $2,145*; 2-dr., 2-dr.. $1,130, $1,145 $1,195. "49 FL Spe- 
3 210; conv., $1,060. '47 sedan, $705. $875; FL Deluxe 2-dr., $1,025. ‘48 FM $2,145*. '50 Special 4-dr., $1,150, $1,330 cial 2-dr., $920, $930. $985; SL Special 
i NASH—’51 Ambassador Super sedan. $1,- | CHEVROLET—’51 Bel-Air, $2,100*, $1.875; | club coupe, $750. '47 FL aerosedan, $560; $1.415*: Super Riviera 4-dr., $1. 350, $1,- 4-dr., $1,000. ‘48 FL aerosedan, $785, 
Hf 235*; Statesman Custom sedan, $1,285. SL Deluxe 2-dr., $1.675. 2 at $1,635: %-| FM club coupe, $720. ‘42 SD 2-dr., $290, 915*: cou + 825*: 4-dr.. $1,050 $645; %-ton panel. $590. ‘47 FL aero- 
; ‘49 Ambassador sedan, $860. °46 sedan, ton pickup, $1,475. '50 SL Deluxe conv., $310. °41 MD 2-dr., $230. | CADIELAC. "50 (62) club coupe "$3.375*: | Sedan. $625, $680. $675. 
} $450. $1,555"; 2-dr., $1.385; 4-dr., $1,450, $1,- | CHRYSLER—'49 NY 4-dr., $1,380*. | “4-dr.. $3,025*; (61) 4-dr., $2.850*, "49 | CHRYSLER—'51 Windsor club coupe, $1.- 
i | (61 + one $2, 050. °48 (62) 4-dr. ‘ $1.- 955; 4-dr., $1,865. "50 Windsor 4-dr., $1,- 
i | T75*, "47 (G1) 4-dr., $1,105, $1,100. 42] S00. 49 Windsor 4-dr., $1,010; 4-dr. 
z | (67) 4-dr., $475 oes . — 
| CHEVROLET—'51 Bel-Air, $1,800; station ay Pe ee ee. Ce. “Te 
; | wagon, $1,930, $2,000; ‘%-ton pickup, a" : : 
i $1,385, $1,350; SL Deluxe 4-dr., $1,625*, | FORD—'51 Victoria, $1.890*: Custom (8: 
$1,550. $1.450. '50 SL Deluxe 4-dr.. $1,-| 2-4t-. $1,600*. '50 Deluxe (8) 2-dr., $975 
000, $1,250; 2-dr.. $1,350*, $1,225. $1,- (Continued on Page 39, Col. 1) 
| 150; FL Deluxe 2-dr., $1,300; Bel-Air, — 
} | $1,450. °49 SL Deluxe club coupe, 2 at 
4 | $1,115; 4-dr., $1,020, $900. ’48 FM conv. | 
} | $800, $850; %- -ton pickup, $660; FL aero- 
’ sedan. $1,000; %-ton pickup, $700. 46 | MAXIMILLIAN LUGGAGE 
; FL edan, +4 
Sayo, ar $990. $670; FI. aerosedan,| = the Ideal Xmas Gift! 
“B00. ‘48 town & country 4-dr., | Your telegram and air mail orders will be 
: | DeSOTO—'50 Custom club coupe, $1,400. | shipped upon receipt . . . to insure Xmas 
| DODGE—'51 Diplomat, $2,150. "50 Way- | delivery! 
t | farer 2-dr., $920. '47 Custom 4-dr., $625. | 
| 
i: | FORD-—-'51 station wagon, $1,850; %-ton | 
| pickup, $1,250; Custom (8) 2-dr., $1,- | 
i 900*, $1,650, $1,600, $1,400; conv., $2,- | DISTINCTIVE gelere7Ye): 
bt 050*; 4-dr., $1,825*; Deluxe (8) 2-dr., | 
i $1,575. ‘50 Custom (8) 2-dr., $1,300, 





$1,425; 4-dr.. $1,200, $1,175; %-ton| 
panel, $775; Deluxe (8) 4-dr., $1,275, 
$1,050. ‘49 Custom (8) 4-dr., $1,150; 
2-dr., $1,065; conv., $1,000; %-ton pick- 
up, $700. ‘48 SD (8) 4-dr., $800; 2-dr., 
$940*. ‘47 Deluxe (8) club coupe, $580, | 
$760, $650. °46 SD (8) 2-dr., $750, $600, 
$700; 4-dr., $750. "42 SD (8) 2-dr., $342. | 
'41 SD (8) 2-dr., $390. 
KAISER—’51 Deluxe 4-dr., $1,300. 

FINISH | MERCURY—'51 4-dr., $1,890, $1,750. ‘50 


| 4-dr., $1,510. '49 4-dr., $1,000. "48 i 
| 


 —e 
(Doxidiuier 





| $850, $880. 

TION NASH—'50 Statesman Super 4-dr., $1,150. 
OLDSMOBILE—'51 Super (88) 4-dr., $2.- 

610*; 2-dr., $2,300*; (98) 4-dr., $2,275°. | 


"49 (98) 2-dr., $1,350*, $1.360* 
You want extra PACKARD—’51 (200) 2-dr., $1,900* 


























; ; PLYMOUTH—'51 Cambridge 4-dr., $1,410; | 
DUAL RAIL Profits . . . your club coupe, $1,525. '50 Deluxe club coupe. 
TRUCK GUARD customers want the $1,345. '49 SD 2-dr., $1,080. '48 SD 2-dr., | 
best . f | $650; 4-dr., $675. '47 Deluxe club coupe, | 
est protection for $600, $700. '46 SD 2-dr., $625. 
their cars. When you . PONTIAC—'51 Chieftain (8) 4-dr., $2,000, | 
$2,100. ‘50 Chieftain (8) club coupe. 
sell CELLO both you and $1,650*; SL (8) 2-dr., $1,660*. '49 Chief- 
Saft tain (8) 2-dr., $1,300*%; SL (6) 2-dr., It’ ionall 
ee $1.110*; Chieftain (6) club coupe, $995. "| advertised Maximillian Bonded Luggage 19 
because Cello Grille Guards srosensnae—'ss Champion conv., $1,-| "travel-minded" car purchasers. 
pecifi 150. ’50 Commander 4-dr., $1,100*. | This deluxe two-piece matched set for men 
= SE ically ENGINEERED WILLYS—'51 32-ton pickup, $675. '49 sta- consists of a 24” Two-Suiter and a 21” Com- 
» to provide the finest protection o> Seem. $770. '47 Jeep station wagon, panion Weekender. Simply snap out the 
: — —" exclusive removable SUIT- PAC from the Con- 
money can buy. cre S—'50 1%-ton truck, | vertible Two- Suiter and you heave en all 
" | purpose ag. ile | laundry compartment, 
ORULE GUARD | Only top-quality materials _— | tie-rack, etc. The ‘Field Executive’ in gen- 
IN 
WITH WINGRAILS A and workmanship go into the making at ee VANILINE “COWHIDE. (1 — 
| (Mé é uction, ne. | 
} of Cello Guards. Sale every Friday. Prices are for sale of | po og art he. 
i Nov. 30.) ’ . 
: | Other 2-pc. Matched Sets: (Not illustrated) 
Join the thousands of success- oun ae $2,350"; Super | “Travel Master’ in Genuine IMPORTED 
ful merchandisers who are now featuring | Riviera coupe, $2,260*. '50 RM 4-dr., $1,- He age ov Lgl a gy J na. 
Cello Grille Guards, and get your share of the -: fy o-4r., $206. ‘49 Super : | pe FH B.d price, i incl. Bn 
extra profits the complete Cello line ar.” $1:005. °47 Speciai i~ a | Fed. Tax, $157.00. . 
provides. Styles to fit all makes. 1946-1951. CADILLAC—51. (62). 4-dr.. $3.700*. '50| “Travel Master” in Genuine DEEP our 
| (62) 4-dr., $2,900*, '49 (62) club coupe, | COWHIDE. (3) Your Dealer’s Cost, $62.50 
| : ; $2,020*. "48 (75) 4-dr.. $2,525*. | seven Kopel price, incl. Fed. 
ADJUSTABLE For full information on Cello | CHEVROLET—'51 Bel-Air, $1,900*; SL | Tax, $12 = 
LICENSE PLATE Guards and License Plate frames write gg 4-dr.. $1,680*; pe Deluxe 2-dr., me. LADIES, SEP not ilustrated) 
1,575. '50 Bel-Air, $1.625*; conv., $1,- ekender ardrobe u 
FRAME to the factory today for FREE catalog pages 400. 49 FL sn 2-dr..’ $1,126. 48 | in TOP-GRAIN ANILINE COWHIDE. (4) 
and price lists. FM 4-dr., $865. '46 SM 2-dr., $700. Your Dealer’s Cost, $127.00; advertised 
CHRYSLER—’51 Saratoga club coupe, $2,- | consumer gees. incl. Fed. Tax, a 
485*. '49 Royal 4-dr., $1,260. '48 Wind- ORDER DIRECT FROM TH 
sor 4-dr., $1,090. MANUFACTURER 
| DeSOTO—’50 Custom 4-dr., $1,500. ‘'48| Simply check the box opposite the !ug- 
| Custom 4-dr., $975. |gage desired. Then clip and affix this ad 


+ DODGE—’51 conv., $1,810. '50 Meadow- | to your letterhead. Enclose check or credit 
0 brook 4-dr., $1,405; Wayfarer 2-dr., $1,- | references and mail to: 
175. ° 
y ur or t FORD—'51 station wagon, $1,895*; Vic- Firman Leather Goods Corp. 
toria, $1,770; Custom (8) 2-dr., $1,630; | 137 E. 25th STREET, NEW YORK 10, N.Y. 


| Del (6) 4-dr., $1,430. '50 Cust (8) | I iri as le Ord Invited 
/Cello Products Co. 161 Prescott Street, East Boston 28, Mass | Sane Staak; Ske Se Boe ee | ee 
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PLYMOUTH—’'51 Cranbrook sedan, $1,350. $680. °'42 club cou 175. °41 4-dr., 
’49 SD sedan, $1,020, $1,065. "47 SD club $345. whsag wats . | DANVILLE, VA. 


"50 Custom 


e e > 
coupe, $610. FORD—'51 Custom (8) 4-dr., $1,700, +5 | (Danville Auto Auction, Sale every Wed 
se - ar UC ion rices PONTIAC—'49 (8) sedan, $980*. ‘47 (6) 680; Crestliner, $2,000*; Victoria, -|nesday, Prices are for sale of Dec. 5.) 
sedan, $800. 46 (8) sedan, $740, $645 100*; 2-dr., $1,700 a” 2. | 


(Sales active with some decline in 



































STUDEBAKER—'50 Land Cruiser sedan,| dr., $1,220. $1,150. ‘49 ¢ (8) conv 
$1, 165°, | $1210; 2dr’ $1,070; 4dr $1,065; Cus: ee ee 
(Continued from Page 38) WILLYS—’50 (6) station wagon, $830*. '46| tom (6) 2-dr., $990. "48 SD (8) 4-dr., |, S8.) ' a 
. Jeep, $620 | $790. '47 SD (8) 2-dr., $670; 4-dr., $700, | CHEVROLET —'51 SL Deluxe 2-dr., $1,400; 
$1,030, $1,095*, “_ _o (Ss) jo age dy "48 's-ton panel, $495; 46 (8) station wagon, $660: club coupe, ho vs. o— pn gickup, S.- 
2-dr., $865, SS5, S9U*, 960. ‘48 SD eep, ). , I ‘ ‘ 685, $710; D (8) Q- 560: 4- 2 5 SL ixe -dr., oe ~ -« 
(8) 4-dr., $735; station wagon, $745, | MISCELLANEOUS—-’48 International *%- OAKLAND, CALIF. bore y Be a "sie an 225; 2-dr., $1,225; club coupe, $1,280*; 
$820. '47 2-dr., $550, $605, $690 ton pickup, $400. (A, L. Pollock Auto Dealers Wholesale| dr., $295. '40 conv., $275 og an seo at get ge 2- 
: : , 5 | Auction. Sale every Wednesday. Prices < Meow__’s _— dr., -280*. '49 SL Deluxe club coupe, 
FRAZER— 48 4-dr., $525 HORSEHEADS. N. Y —inain a _ o 1re | HUDSON—'50 2-dr., $1,105; Super (8) 4 $1,000. '48 FM 2-dr., $900; conv., $705; 
HUDSON-—'48 4-dr., $785 ee S, N. Y. (Pri little 1 * enn | dr., $1,410. FL aerosedan, $885; 1-ton pickup, $520. 
KAISER—'51 Henry J 2-dr., $515, $850* (Horseheads Auto Auction. Sale every | ticularly ’50s and SIs) | KAISER—'49 4-dr., $805 '47 FM 4-dr., $620; SM club coupe, $595. 
Deluxe 4-dr., $1,235, $1,275. Friday. Prices are for sale of Dec. 7.) Tope. , + omy | LEINCOLN—'49 4-dr., 2 at $1,195, $1,130 46 FM conv., $500. ‘41 SM 2-dr., $280; 
MERCURY—'51 4-dr., ’ $1, 775*. ‘50 2-dr., (Volume and percentage of sales good BUICK—'51_ Special 4-dr., $2,110 50 MERCURY_’50 2-d ses: aa : SD 4-dr., $115, $205 
$1,350, '49 4-dr., St, 080*, $1,105. considering current retail conditions.) oe 4-dr. | a th at $1,550. | sc0, °47 4-dr $845. ‘Sea ya $705 $1,- | CHRYSLER—'48 NY club coupe, $940 
NASH—'50 (600) 2-dr., $1,095*, $1,115*, | BUICK—'50 Super 4-dr., $1,590*; Special , Super sedanet, $1 son ones: ; i ea “ore DeSOTO—'49 4-dr., $1,160. 
$1,160*, 49 Ambassador 4-dr., $825. 4-dr., $1,400*. 49 Super 2-dr.. $1,250 | 400*. '47 Super 4-dr., $855, $865, $860; |NASH—'49 (600) 4-dr., $1,030. ‘41 club} , $1, 
OLDSMOBILE—'51 (98) 4-dr., $2,265. '49 ‘46 Special 4-dr ‘$725. “ eo | 2-dr., $825; Special 2-dr., $755. '46 Super coupe, $205. | FORD—'51 Victoria, $1,860, $1,800, $1,900; 
(88) 4-dr., $1,180*, $1,220*. "48 (68) | CADILLAC—'46 (62) sedan, $1,130 conv, $610; A-dr.; $750. °42 2-dr., $425. | OLDSMOBILE—'51 (98) 4-dr., $2,455°. '50| Custom (8) 4-dr., $1,480. | '50 Custom 
2-dr,, $835*. '47 (76) 4-dr., $580*, $585. | CHEVROLET—'50 SL Deluxe sedan, $1,- 41 2-dr., $245. °40 4-dr., $205. (76) 2-dr., $1,360; (98) 4-dr., $1,850*%;| (8) 2-dr., $1,085, $1,060, $1,300*; club 
46 (98) 4-dr., $640*. 265, $1,300*. °49 FL Deluxe sedan. §1.- | CADILLAC—'51 (62) 2-dr., $3,890. '48] (88) 4-dr., $1,615; 2-dr., $1,700*; club van ey $1,265*; Deluxe (8) 4-dr., $995. 
PLYMOUTH—'51 Cranbrook 4-dr., $1.650.| 080, $1,050. ‘48 FL aerosedan. $885 (60) Special 4-dr., $1.925*; (62) 4-dr.,| coupe, $1,600. ’49'(98) club coupe, $1,-| 49 Custom (8) 2-dr., $900, $1,105, $975, 
‘50 SD 4-dr., $1,070, $1,130. ‘48 SD $925; SM sedan, $770. ‘47 FM’ sedan, $1,720*. 475; 2-dr., $1,215. '47 (78) 2-dr.. $820*; 430, $8: station wagon, $875; 2-dr., §2,- 
i-dr., $770, $725. ‘47 SD 4-dr., $710.| $745; FL aerosedan, $635; %-ton pick. |CHEVROLET—'51 SL Deluxe 4-dr., $1,-| Club sedan, $825*; (98) 2-dr., $835. 46) <40 ab i ae den tS. Se 
46 SD 4-dr., $485, $500. up, $525. '46 FM sedatf, $080 $585 | 765%; FL Deluxe 4-dr., $1,650, $1,670*,| (76) 2-dr., $720. ‘42 2-dr., $100 47 SD (8) club coupe, Se00: or, sone 
PONTIAC—’50 Chieftain (6) Deluxe 4-dr., | DeSOTO—'51 Custom sedan, $1,850. '49 $1,680. '50 SL Deluxe 4-dr., $1,425, $1,- | PACKARD—'49 club sedan, $1,090. +48 | ‘46 SD (8) 4-dr., $500, 540, - 3796 oor 
$1,015. ‘49 Chieftain (8) Deluxe 4-dr.,/ Custom sedan, $1,180. ’47 Custom se-| 350; 2-dr., $1,350; FL Deluxe 2-dr., §1.-| 4-dr., $975. '42 4-dr., $280. | coupe, $595; 2-dr. $600, e70," 580, "42 
$1,085". "48 SL (8) 4-dr., $825*. ‘47 (6) | dan, $740. '46 Custom sedan, $675. 355*. '49 SL Deluxe 4-dr., $1,265, ‘48 |PLYMOUTH—'51 Cranbrook 4-dr., 2 at| SD (8) 2-dr 3210 41. p . Fg - 
2-dr., $590. . DODGE-~’49 Coronet club coupe, $1,140. SM 4-dr., $940; 2-dr., $855; FL aero- $1,610. '48 Deluxe 4-dr., $700. "47 SD 4- '40 (8) 4-dr., $190 — 
STUDEBAKER—'51 Champion club coupe, | FORD—'49 Deluxe (8) sedan, $860. ‘47| sedan, $960; FM club coupe, $1,030. '47| dr., $785. '46 SD 4-dr., $700. nt Ai eer 
$1,465*. '50 Champion 2-dr., $1,000. Deluxe (8) sedan, $660, $635. '46 SD (8)| SM 4-dr., $780. '46 %-ton pickup, $500; | PONTIAC—’51 (8) conv., $2.235*. 50 4- | MERCURY—"49 club coupe, $1,010; 4-dr., 
sedan, $595. FM 4-dr., $700. '42 4-dr., $345. dr., $1,810*. '49 sedan’ delivery, $1,225, | _$1/165. 
EBENSBURG, PA. Ho =~ ghd oan, gee. oo a omen _o a club coupe, $1,- 48 station wagon, $1,000. 47 4-dr., <758. OLDSMOBILE—'34 4-dr., $100. 
s —’ acemaker club coupe, _* ndsor r 1,820. °41 " s h ‘ | PL 
(Ebensburg Auto Auction Co. Sale every <n. 4) Conmnemees ¢8) aan” 5055°. come, ans. $s club omen ae sedan coupe, $295. ‘40 sedan | N50 SD 2dr. be er $1,505 
Thursday. Prices are for sale of Dec. 6.) ’42 Super (6) sedan, $225. DeSOTO—'50 4-dr., $1,485; carryall, $1,- STUDEBAKER—’ 51 Land Cruiser 4-dr.,| ‘41 SD 4-dr.. $200. — é =, oe 
(Dealer interest high but they are re- | MERCURY—'49 sedan, $1,135". ‘47 sedan, 570, $1,510. '48 Deluxe 2-dr., $860. '47 $1,650*, $1,640*. ’50 %-ton pickup, $935; | PONTIAC—'50 SL (8) 4-dr.. $1,210. ° 
luctant to buy, Market is very unstable; $640. Custom 4-dr., $950. ‘46 Deluxe 4-dr., Champion ‘club coupe, $1,105*; conv..| SL (8) 2-dr., $1,330". ‘47 SL (8) 4 
prices dropped to the winter's low. Sold | NASH—'50 Asibnasntes sedan, $1,220*. $705. $1,225; 2-dr., $1,240, "42° club coupe,| $700. '46 SL (8) '2-dr., $680. — 
50 units out of 83 offerings.) OLDSMOBILE— (88) Holiday, $2,400*. | DODGE—'50 conv., $1,875*; Coronet 4-dr., $210. ; STUDEBAKER ‘47 Champion 2-dr., $650 
BUICK—’51 Super Riviera coupe, $2,300*. "49 (88) sedan, *S1,210°. $1,365, $1,405. '49 Coronet 4-dr., $1,- | MISCELLANEOUS ‘49 GMC ‘%-ton pick- | WILLYS—’'49 Jeepster, $670, $585. : 
50 Special Deluxe 2-dr., $1,370*. '49 | PACKARD—'51 (200) sedan, $1,830. '49| 240. '48 4-dr., $850. °47 Deluxe 4-dr., up, $920. '46 International 1-ton pickup, |MISCELLANEOUS—'50 International ¥.- 
Super 4-dr., $1,200*. station wagon, $860. $625; Custom club coupe, $750. '46 4-dr., $525. | ton pickup, $660. a 
CADILLAC—’50 (61) 4-dr., $2,650*. ——— 
CHEVROLET—’'49 FL Deluxe 2-dr.. $1,- 
095, $1,075; SL Special 4-dr., $970. ‘48 
FL aerosedan, $975; FM 4-dr., $740; club 
coupe, $785. '47 FL aerosedan, $825; FM Se 
2-dr., $680. '46 FM club coupe, $660. | 
'41 SD 2-dr., $140. 
CHRYSLER—’50 NY 4-dr., $1,475. 


DeSOTO—'46 Deluxe 2-dr., $565. '42 Cus- | 
$125. 


tom 4-dr., 
DODGE—’ 51 Diplomat, $1,925; Coronet 4- 


dr., $1,650. '49 Coronet club coupe, §$1,- 


115. j 
FORD—’51 Victoria, $1,870; Custom (6) | 


2-dr., $1,405. "50 Custom (8) 2-dr., $1,- 
135; Deluxe (8) 2-dr., $1,090, $1,080. °49 
Deluxe (8) business coupe, $850. '47 De- 
luxe (8) 4-dr. (taxi), $525. '46 SD (8) 
2-dr., $490; 1%-ton cab & chassis, $300. 

FRAZER—’'47 4-dr., $500*. 

HUDSON—’48 Commodore (8) 4-dr., $690; 
Super (6) 4-dr., $805; club coupe, $825. 

MERCURY—’'49 4-dr., $1,130. 

NASH—’47 (600) 4-dr., $485. 

OLDSMOBILE—’'50 (98) 4-dr., $1,525*; 
(88) club coupe, $1,420. '42 (6) sedanet, 
$205*. °41 (6) 4-dr., $240*. 

PLYMOUTH—'49 SD 4-dr., $920. ‘47 SD 
2-dr., $760. °41 SD 2-dr., $95. 


PONTIAC—'42 (6) 2-dr., $185. ‘41 (8) se- 


danet, $125. 


STUDEBAKER—'50 Champion 4-dr.. §1.- | 


075, $1,030. "49 Champion 4-dr., $820*; 
%-ton pickup, $550. 


WILLYS—’49 Jeepster, $650. 


DENVER 


(Denver Auto Auction, Inc. Sale every 
Tuesday at Littleton, Colo. Prices are for 
sale of Dec. 4.) 

(Prices steady; demand better than 
previous week, Sold 183 units out of 245 
offerings.) 

BUICK—'51 Special Riviera coupe, $2,070; 
Super sedan, $2,000*, $2,035*; Special 
sedan, $1,750, $1,800. "50 RM Riviera 
coupe, $1.635, $1,730*, $1,S70*, $1,925*; 
Super sedan, $1,175*, $1,250, $1,340. 
$1,440, $1,485, $1,595*. °49 Super conv. 
$1,275. ‘47 RM sedan, $740. 

CADILLAC—'51 (60) Special sedan, $4,- 
295*; (62) conv., $4,285*; sedan, §$3,- 
640*, $3,695*. ‘50 (60) Special sedan, 
$3.250*; (62) sedan, $2,805*, $2,940* 
"49 (62) sedan, $1.990*. ‘48 (62) sedan, 
$1,675* 

HEVROLET — ‘51 Bel-Air, $1.840*, §$1,- 
895*; %-ton pickup, $1,075, $1,460. ‘50 
Bel-Air, $1,675*; SL Deluxe sedan, $1,- 
190, $1,200, $1,205, $1,275, $1,280*, $1,- 
290*; %-ton pickup, $890, $895, $905. '49 
FL Deluxe sedan, $1,085, $1,100, $1,110, 
$1,140, $1,145; SL Special sedan, $900, 
$905, $985, $1,000, $1,005, $1,065. "48 FL 
aerosedan, $885. ‘47 FM sedan, $700, 
$705, $725, $765. ‘46 FM sedan, $515, 
$575, $650. $660, $665, $670. '41 sedan, 
$310. $345, $400. 

“HRYSLER—’51 NY sedan, $2.640*. ‘50 
Windsor sedan, $1,605*, $1,615*, $1.625*. 
$1,685*. "49 NY sedan, $1,175*, $1,235", 
$1.255*, $1,270* '48 Windsor sedan 
$775*, $780*, $810*, $830*. 

DeSOTO—'52 Custom sedan, $2,350* 

DODGE—'51 Coronet sedan, $1,635*, §1,- 
845*; Meadowbrook sedan, $1,585*; %-ton 
pickup, $1,185*. ‘50 Coronet sedan, §$1,- 
900*. '49 Coronet sedan, $1,125*. "46 %- 
‘ton pickup, $500. '41 sedan, $270 

FORD—'51 Victoria, $1,900, $1,960*, $2,- 
165*; Custom (8) sedan, $1,650, $1, 880", 
$1,995*, $2,000*; ¥% 4 -ton pickup, $1,235, 
$1,570; Deluxe (8) sedan, $1,510*. ‘50 
Deluxe (8) sedan, $1,020, $1,215. ‘49 
Custom (8) sedan, $940, $970, $980, 
$1,000*, $1,060, $1, ‘070, $1,095. ‘48 (8) 
sedan, $755. 47 (8) sedan, $745. ’46 (8) 
sedan, $485, $510, $545. 

FRAZER—’'49 sedan, $675*. 

HUDSON—'49 Commodore (6) sedan, $930 
"48 Super (8) sedan, $750, ’42 (8) sedan, 
$225*. 

KAISER—'51 sedan, $1,200*; Henry J se- 
dan, $1,005. 

LINCOLN "49 sedan, $1,300*. 

MERCURY—’51 sedan, $1,830*. '50 sedan, 
$1,300. '49 sedan, $1,100, $1,120, $1,125. 

NASH—'49 Ambassador sedan, $980*. 

OLDSMOBILE—’51 (98) Holiday, $2,535*: 
sedan, $2,125*, $2,250*, $2,305*, $2,370°; 
Super (88) sedan, $2,130*, $2,135*, $2,- 
170*, $2,295*, °50 (98) sedan, $1,855", 
$1,870*; (88) sedan, $1,535*, $1,635*, 
$1,645*, $1,655*. °49 (98) sedan, $1,280"; 
(76) sedan, $1,165*. °'48 (98) sedan, 
$800*, $1,005*, $1,105*. °47 (98 sedan, 
$535*, $710*, $750*. 

PACKARD—'51 (200) sedan, SS 055*, $2,- 
100*. '50 Super sedan, $1,3 

PLYMOUTH—’'51 suburban, 1. 905; Belve 
dere, $1,880; Cranbrook sedan, $1,550 
49 suburban, $1,100; ——- sedan, $955 
48 sedan, $790, $910, $915 

PONTIAC—’51 (8) Catalina, "$2, 120*, $2,- | 
310*; Chieftain > , Sedan, $1,660, $1,-| 
965*. $2,005*, $2,2 

STUDEBAKER—’49 ie and Cruiser sedan, 
$920*. '48 Commander sedan, $725*. 

WILLYS—’49 14-ton pickup, $975: station 
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For Speed and Ease in Handling 
Automatic Transmission 


ees Press. 5st rea =e i aaa i acai iat, il satis dla a 
SEE HOW EXCLUSIVE ROTARY ADJUSTMENT SAVES TIME 
TTegnggy ny acm pene he Rie ag 









SAFETY CHAIN 
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OTHER MAKES 






LONGITUDINAL 
TILTING 
ADJUSTMENT 








‘HEAVY DUTY 
LIFTING RAM 





PUMPS ON BOTH 
UP AND DOWN 
STROKE 










6 MORE REASONS FOR TRANS-LIFT SUPERIORITY 
‘i 


WIDE SPREAD m 
LONGITUDINAL POSITIONING 
SUPPORTING LEGS . 
| 


STURDY LIFTING MECHANISM 


USABLE ON ALL AUTOMATIC TRANSMISSIONS 
os 
RELEASE 








TWO SPEED RELEASE 






p_ BALL BEARING CASTER WHEELS 
BALL BEARING CASTER WHEELS 


PERMITS ONE MAN OPERATION 


N PRICE $14425 without adapter 
E ST AT 1iON i Adapters for Fordomatic, Merc-o-matic, Hydramatic, 


Ultra-matic, and Dynaflow . .$13.00 each 


SERVIC a a emnoetiadt re 
ONE 





POMEOREE cc cccccccecsonBants 


GE Order direct today (or write for 
e ACKA literature) from 


Manzel is the single, i 
money-saving source 


ine 
rgers, eng! 
cranes, ange or balancers, 


analyzers, ipment, body — 





tools ++* 


341 BABCOCK STREET 
BUFFALO 10, NEW YORK 
Factory authorized manufacturer and supplier 


of approved tools and equipment for servicing 
all Ford, Lincoln and Mercury Vehicles. 
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f , , . Anybody here afraid of size? 

1 A lesson in economics with Jimmy ee 
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Like the 36,000 extra customers 
(in just one market—New York) for each brand 
advertised on the average TV program... 


You get more, dollar for dollar invested, than 
from any other medium — 
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The results? That means people. the biggest stars... programs... 
We got millions of ‘em. network — the biggest opportunity for the 
For 50,000,000 viewers — NBC alone offers biggest sales results. 
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Not if you’re thinking of profits . . . for television — now — is the most profitable 


advertising medium ever evolved. 














Like the 15.6 extra customers per month for each 
TV dollar invested in the average program 
(And it’s 19.5 for high-budgeted shows 

like Jimmy's.) 


Like what really counts in successful 
advertising: results. 


These facts are based on the remarkable study, 
“Television Today.” If you haven’t seen the 
booklet about Television’s impact on people and 
products, or if yours is worn out with use, 

write or call NBC-TV Sales — where you can 
also learn about NBC availabilities for selling. 
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Want to get into the act? There are still 

opportunities for selling on NBC by big The network where success is a habit 
advertisers — and by small advertisers who think 

and plan big, too. 
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Illuminated Used-Car Lot— 


Charles 
Lighting is very effective. The service building is seen at the right. 


Kruse Motors, Inc. 





(Studebaker), Indianapolis, operates this used-car lot. 





Trailer Shipments 
Fall Off 11 Pet. 
During Month 


WASHINGTON. — Factory ship- 
ments of truck trailers during Sep- 
tember totaled 4,615 units valued at 
$18,300,000, the Department of Com- 


| merce reported last week. 


This, it was noted, represents an | 


11 percent decrease in number and 
a 9 percent drop in value from 
August shipments of 5,200 units val- 
ued at $20,200,000. 

Of the 4,361 complete trailers 
shipped during the month, vans ac- 
counted for 41 percent; platforms, 
29 percent, and tanks, 10 percent, 
the figures showed. 








AUTOMOTIVE NEWS, 


_|John Chicker, vice- -president; Har- | 


DECEMBER 17, 1951 __ 
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Used-Car Notes. 








| 
|Only Dealer Opens Lot 
In Jacksonville Beach 

JACKSONVILLE BEACH, Fla. 
Beach Motor Co., the only licensed 
dealership here, has opened a used- 
car lot at 222-224 Pablo Ave., next 
to the city hall. 

The business is operated by Don- 
ald H. Tupman and Clarence Gill- 
ham. Gillham was formerly regional 
|manager of Kaiser-Frazer in At- 
| lanta. 


Cleveland Elects 
‘Rubin President 


CLEVELAND. — The _ used-car 
dealers here elected Irwin Rubin 
president succeeding Max R. Fried- 
man. Other officers elected include 





| face court action.” 





New Passenger Car Registrations, All States for 


| Building Commissioner William D. 





ry Halpert, treasurer, and Charles 
Lazzaro, board chairman. 
Manny Weiser was reelected sec- 

retary. Directors named for the 
coming year were Sy Borstein, Syl- 

vester Engel, Mort Venig, Ben Hart, | 
Joseph Berman and Norton Comp. | 

Alternates to the board are Carl | 
Helbig and A. D. Pelunis. 


Cleveland’s 200 used-car dealers 
were told to comply with city ordi- 
nances relative to setbacks “or else 


The warning was sounded by 


Guion, who said many used-car 
dealers were keeping their cars 
parked too close to sidewalks and 
keeping advertising signs and dis- 
plays protruding too far over the 
lot. Also, in residential areas, many 
lots" are not using suitable screens 








the 


to subdue 
Guion said. 


“glaring lights,” 


~ * * 


Alderman License Power 


| Voided in Milwaukee 


MILWAUKEE. — Assistant City 
Attorney George Bowman jr. has 
ruled that it is illegal for an alder- 
man to approve applications for 
licenses for used- ae lots. 

* * 


Dayton Group 


Names Davis 


DAYTON, O.—Jack Davis, of 
Gem Motors Co., has been elected 
president of the Miami Valley 
Used-Car Dealers Assn. He suc- 
ceeds Vern Chatterton, who has 
been named chairman of the board 
of trustees. 

Other officers are: Harry Stev- 
ens, first vice-president; Irv Allen, 
second vice-president; William 
Meltz, secretary; Frank Steger, 
treasurer, and Steve Skapic, ser- 
geant-at-arms. 





October, 1951-1950 
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The following advertised-delivered prices $2,- 


are based on factory retail prices at the 
factories, as established by the Office of 
Price Stabilization. These prices include 
federal excise J. = and factory handling 
charges, and dealer delivery-and-handling 
——. They do NOT include transpor- 

tation charges, state and local taxes or 
optional equipment. 


BUICK—Special — 4-dr. sed., $2,138.92; 
2-dr, sed., $2.079.92; cl. cpe., $2,045.51; 
bus. cpe., $1,986.51. Special Deluxe—4-dr. 


sed., $2,185.13; 2-dr. sed., $2,127.13; Rivi- 
era, $2,224.93; conv., $2,561.14. Super— 
4- dr. sed., 2, 436.78; Riviera, $2,356.19; 
conv., $2.7 27.80; stat. wag., $3,132.82. 

master—4- dr. sed., $3,043.62; Riviera, 
$3,143.42; conv., $3,283.03; stat. wag., 
$3,780.46. (Dynafiow optional at $181. 75 
on Special and Super, standard on Road- 
master. ) 

CADILLAC—Series 62—4-dr. sed., $3,- 
527.85; cl. cpe., $3,436.24; Coupe De Ville, 
$3,843.11; conv., $3,986.86. Series 60 Spe- 
elal—4-dr. sed., $4,141.61. Series 75—7- 
pass. sed., $5,199.54; lim., $5,405.02. 
(Hydra-Matic optional at $185.74 on Series 
75, standard on other series.) 

CHEVROLET—Styleline ial 4 
-_ $1,593.50; 2-dr. sed., $1,540.06; cl. 

, $1,545.44; bus. cpe., $1,459.72. Fleet- 

. Cpe., $1 fase, Styleline 

Deluxe—4-dr. sed., $1,680. 2; 2-dr. sed., 

$1,628.79; cl. cpe., $1, a6. 47 Bel-Air, $1,- 

= 51; conv., $2,030. 15; stat. wee.» $2,- 
90.83. Fleetline | Del 


juxe—sed. $1, 
628. 79. (Powerglide optional at sies: ‘60 on 





Deluxe models. ) 
CHRYSLER—Windsor — 4-dr. sed., $2,- 
409.97; cl. epe., $2,387.64: Town & Coun- 


Current Ceiling Prices on 


try wag., $3,082.55. Windsor Deluxe— 
4-dr. sed., $2,628.43; cl. cpe., $2,604.74; 
Newport, $2,972.79. Saratoga—4-dr. sed., 
$3,040.58; cl. cpe., $3,013.93; Town & 


Country wag., $3,706.33; 8-pass. sed., $3,- 
937.14. New Yorker—4-dr. sed., $3,402.81; 
Newport, $3,822.89; Town & Country wag., 


$4,050.99. Imperial—4-dr. sed., $3,698.76; 
Newport, $4,067.05. Crown Imperial—lim., 
$6,740.39. (Fluid-Matie optional at $131.81 


on Windsor, standard on Windsor Deluxe 
and other series. Fluid-Torque optional at 
$166.51 on Saratoga, New Yorker and 
Imperial series, standard on Crown Im- 
perial. Hydra-Guide standard on Crown 
Imperial, optional at $225.75 on other 
models. ) 


CROSLEY—stat. wag., $1,001.64; bus. 
coupe, $943.38; Hotshot, $952.07. Super— 
2-dr. sed., $1,032.82; stat. wag., $1,076.77; 
conv., $1, 035. 38; Sports roadster, $1,028.72. 

DeSOTO—Deluxe—4-dr. sed., $2,247.37; 
el. cpe., $2,235.38; Carry-All sed., $2,- 
476.71; 8-pass. sed., $3,020.73. Custom— 
4-dr. sed., $2,457.65; cl. cpe., $2,437.70; 
Sportsman, conv., $2,881.69; 
8-pass. sed., stat. wag., §$3,- 
066.55. (Tip-Toe Shift optional at * S131, 97 
on Deluxe, standard on Custom.) 

DODGE — Wayfarer — 2-dr. sed., $1,- 
953.31; bus. bye $1,812.38. Meadowbrook 


—4-dr. sed., $ -dr. sed,. 
$2,165.01; cl. cpe., - 149.81; Diplomat, 
$2,495.11; conv., $2,585.41; stat. wag., $2,- 


785.40. (Gyro-Matic optional at $102.61 on 
all models. ) 
FORD—Deluxe 6—4-dr. sed., $1,606.94; 
2-dr, sed., $1,554.74; bus. cpe., $1,454.58. 
Deluxe 8—4-dr. sed., $1,687.40; 2-dr. sed., 
$1,635.70; bus. cpe., $1,548.90. Custom 6 
—4-dr. sed., $1,701.74; $1,- 
649.56; cl. cpe., $1, 649. 56; stat. wag., 
$2,214.77. Custom 8—4-dr. sed., $1,787.56; 
2-dr. sed., $1,735.88; cl. cpe., $1,741.72; 
Victoria, $2,103.90; conv., $2,128.97; stat. 
wag., $2,301.59. (Ford-O-Matic optional 
at $177.22 on eight-cylinder models.) 
HENRY J—Four—2-dr. sed., $1,362.47. 
Six—2-dr. sed., $1,498.90. 
JAGUAR—XK-120—Super Sports, $4,039; 


hardtop, $4,065. Mark VII--4-dr., $4,170. 
(Delivered at New York.) 
KAISER—Special—4-dr. sed., $2,212.26; 
2-dr. sed., $2,159.79; bus. cpe., $1,991.89; 
2-dr. Traveler, $2,264.72; 4-dr. Traveler, 
$2,317.21. Deluxe—4-dr. sed., $2,327.70; 
2-dr. sed., $2,275.23; cl. cpe., $2,296.22; 
2-dr. Traveler, $2,380.17; 4-dr. Traveler, 


$2,432.63. (Hydra-Matic optional at $162.30 
on all models.) 

LINCOLN—4-dr. sed., $2,795.89; cl. cpe., 
$2,744.94; Lido, $2,957.16. Cosmopolitan— 
4-dr. sed., $3,471.55; cl. cpe., $3,415.96; 
Capri, $3,652.81; conv., $4,233.98. (Hydra- 
Matic 

Y — 4-dr. sed., $2,188.65; cl. 


$182.82 on all models.) 
RCUR 
cpe., $2,131.91: Monterey, $2,314.24 (all- 





leather, $2,325.33); conv., $2,597.10; stat. 
wag., $2,758.98. (Mere-0-Matic optional 





New Cars 


at $177.22 on all models.) 
NASH—Rambler Super—Suburban, $1, 
885.15. Rambler Custom — Country Club 
sed., $1,968.25; conv. stat. wag., $1,933.25. 
Statesman Deluxe — bus. cpe., $1,841.40. 
Statesman Super—4-dr. sed., $i, 955; 2-dr. 
sed., $1,928.50; cl. cpe., $1, 951. 80. States- 
m—4-dr. sed., $2,125.45; 2-dr. 
'$2.122.30. Ambas- 
r—4-dr. sed., ; 2-dr. 
sed., $2,303.65; cl. cpe., mbas 
sador Custom—4-dr. sed., 
sed., $2,474.20; cl. cpe., 
Matic optional at $166. 65 on Statesman 
and $166.95 on Ambassador models.) 
OLDSMOBILE—Super 88 Deluxe — 4-dr. 
sed., $2,327.55; 2-dr. sed., $2,264.79; cl. 
epe., $2,219.04; Holiday, $2, 558.28; 
$2,673.13. 98 Deluxe—4-dr. sed., $2.610.37: 
Holiday, $2,882.49; conv., $3, 025.07. 
dra-Matic optional at $168.80 on all 


models. ) 

PACKARD — 200 — 4-dr. sed., $2,528; 
2-dr. sed., $2,475. 200 Deluxe—4-dr. sed.. 
$2,675; 2-dr. sed., $2,622. 250—Mayfair, 
$3,293; conv., $3,450. 300—4-dr. sed., $3,- 
094. Patrician 400 — 4-dr. sed., $3,767. 
(Ultramatic standard on 400, optional at 
$189 on other models. lec optional 
at $39.45 on all models.) 

PLYMOUTH—Concord — 2-dr. sed., $1,- 
738.21; bus. cpe., $1,551.97; Suburban, 
$2,078.93: Savoy, $2.197.20. Cambridge— 
4-dr. sed., $1,754.09; cl. cpe., $1,718.39. 
Cranbrook—4-dr. sed., $1,840.61; cl. cpe., 





$1,810.95; Belvedere, $2,129.12; conv., 
236.73. 


PONTIAC—Chieftain 6—4-dr. sed., $1,- 
902.98; 2-dr. sed., $1,847.70; Catalina, §2,- 
181.54; stat. wag., $2,469.60. Chieftain 6 
Deluxe—4-dr. sed., $2,006.10; 2-dr. sed., 
$1,950.85; conv., $2,314.39; Catalina, $2,- 
244.30; stat. wag., at ge Chieftain 8 
—4-dr. sed., $1,977.41; 2-dr. sed., $1,- 
922. ey Catalina, $2,256.98; wag., 
$2,544.08. Chieftain 8 Deluxe—4-dr. sed., 
$2,080.55; 2-dr. sed., $1,922.14; conv., $2,- 
387.82; Catalina, $2, 319. 73; stat. wag., $2,- 
629.15. (Hydra-Matic optional at $168.80 
on all models.) 

— sed., $1, 533; 


Minx 
conv., $1,890; stat. ne ‘ So. 938. Sunbeam- 
Talbot—sed., 685; con $2,911. Hum- 
ber—Hawk sed., "$2, 041; ‘Super Snipe -. 
$3,369; Pullman lim., $5, 110. Rover 7 
sed., $2, 552; Land- Rover, $2,011. Pee 
ered at New York.) 

STUDEBAKER — Champion Custom — 
4-dr. sed., $1,667.42; 2-dr. sed., $1,633.85; 
cl, cpe., $1,661.75; ‘bus. cpe., $1,561.05. 
Champion Deluxe — 4-dr. sed., $1, 749.30; 
2-dr. sed., $1,715.76; cl. cpe., me 743.64; 
bus. cpe., $1,643.07. 
4-dr. sed., $1,833.48; 2-dr. = 0" 51,799.94; 

$1,727. _ 


cl. cpe., $1,827.82; 
50. 
$1,997.04; - 


$2,026.10. Commander State—-dr. 
sed., ; $2,108.08; cl. 
cpe., $2,1 conv., 


Cruiser, $2,280.33, (Automat 

$208.29 on Champions, $217.12 on Com- 

manders. ) 
WILLYS-OVERLAND—Four—stat. was 

$1,783.30 (four-wheel-drive, $2,204.50). Six 
stat. wag., $1,866.14. 
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In the Hopper 








A bill proposing a $1,500 tax on 
each unit of chain stores in Massa- 
chusetts has been filed for consid- 
eration by the 1952 state legisla- 
ture. Such measure was rejected 
by the 1951 session. 

i * * + 


North Dakota Hears Rule 


On Gross Weight Fees 

An opinion handed down by the 
North Dakota attorney general’s 
office held that trucks which qual- 
ify for a gross weight of more than 
60,000 pounds cannot be charged 
greater registration fees than those 
charged for 60,000 pounds. 

The attorney general’s opinion 
said the legislation could have pro- 
vided additional fees for gross 
weights above 60,000 pounds, but 
did not do so. 

* * * 
Driver’s License Exams 


Adopted in Missouri 


Missouri’s director of revenue 
will be required to delegate au- 
thority to some agency to give 
driver’s license examinations, ac- 
cording to an amendment to the 
new law passed last spring. Orig- 
inally this feature was discre- 


levy, despite the 
in permitting it this year. 

Under existing state law, the city 
already has the power to tax motor 
vehicle use, impose a 25 percent | 
levy on liquor license fees, a levy | 
on amusement admission prices | 
and a fee for the use of mechan-| 
ical music makers. 

Other possible forms of revenue- 
raising measures which have been 
suggested in New York City in- 
clude a tax on real estate and stock 
transfers, a 25-cent toll on bridges 
across the East and Harlem rivers, 
increased real estate yaluations and 
a payroll tax against employers. 
All of these would require authori- 
zation by the state, and doubt has 
been expressed concerning the va- 
lidity of some of them. 

* + + 


N. J. Asks Stronger Power 


In Enforcing Load Laws 

A bill strengthening New Jer- 
sey’s enforcement powers against 
out-of-state owners of overloaded 
trucks was approved by a special 





reluctance ex- | the bill provides for detention of a 
pressed by the state administration itruck, but not its cargo, until any 


1951 


session of the state legislature and , tical with one adopted on the same 


sent to the governor for signature. | subject by the league last year. 
Aimed at out-of-state truck own- | a ae 


ers who claim they are not respon- . 
| sible for tickets given their drivers, Massachusetts Buses 
Bus seats parallel with or in 


front of the driver would be pro- 


|fine imposed for overloading is 


43 
! 
hibited under terms of a bill filed 
for consideration by the 1952 


Massachusetts legislature. 
Wondering how new-car and truck produc- 
tion and sales are making out? AUTOMO- 


| TIVE NEWS gives you the entire story every 


week throughout the year 





| paid. 


* * * 
Battle Continues to Battle 


Against Virginia Sales Tax 

Virginia’s Gov. Battle has reit- 
| erated his oft-repeated declaration 
lthat he does not intend to recom- 
mend adoption of a sales tax to 
the 1952 general assembly. 

Battle has been opposing the tax 
since he took office. 

* + a 


New State Levies Asked 
By Group in Jersey 


Attention: veaters, 


BUSINESS MANAGERS and ACCOUNTANTS 


New 1952 
Business Counsel Book 


By J. B. Van Tassel, Dealer Business Consultant 





A resolution suggesting that the — 
New Jersey legislature consider the 
enactment of new state taxes on 
corporate or personal incomes, a 
sales tax or a combination of these 
as a means of raising additional 
revenue for schools was adopted by 
the New Jersey State League of 
Municipalities at its annual conven- 





PROFIT and LOSS FACTS 


AS TAKEN FROM MY ANALYSIS OF DEALERS' 
OPERATIONS NATIONALLY IN 1951—FOR THE 
GUIDANCE OF DEALER MANAGEMENT IN 1952 


_ Price, $5.00 Postpaid 








tion in Atlantic City. ). B. VAN TASSEL ; 


The resolution was almost iden- 








332 SO. MICHIGAN AVE. 


CHICAGO 4, HL. 

















tionary. The driver’s license law 
has been signed by Gov. Smith. 


Ohio Asked to Clarify 
Truck Signal Law 


Ohio’s general assembly at its 
next session will be asked to clari- | 
fy a law which requires directional | 
lights on trucks where hand signals | 
cannot be seen. Authorities say the | 
wording of the law is confusing. | 

Until the act is made clear, each | 
case will have to be judged on 4 
own merits, highway officials say. 











They are issuing warnings, but | 
making no arrests. Truckers have | 
joined in the demand that the law | 
be clarified. 


* 


Gotham Seeking 
To Retain 3 Pct. 


Tax on Sales 


New York City next year will| 
consider a number of new non-| 
property taxes, including possible | 
locally-imposed levies against motor | 
vehicle use, alcoholic beverages | 
amusement admissions and “juke- | 
boxes.” 

The 1952 state legislature will | 
again be asked by the city for per- 
mission to continue the locally-im- | 
posed sales tax at the rate of 3 
percent, instead of the 2 percent) 
levy existing prior to 1951. City) 
officials have indicated confidence 
they will get at least a year’s re- 
newal of authority for the 3 percent | 


The. 
COURIER-EXPRESS 


SELLS 


WESTERN NEW YORK 
Because WESTERN N. Y. 
1S SOLD ON THE 
COURIER-EXPRESS 











ONE REASON is that in addition to 
outstanding news coverage, this 
fine paper carries a choice selec- 
tion of nationally known feature 
writers and leading comics. 


THE PROOF is found in the fact that 
the circulation of the Sunday 
Courier-Express* is the largest in 
the eight Western New York 
counties which constitute the 
Buffalo market... and that the 
morning Courier- Express i is wide- 
ly recognized as the best key to 
sales to those families with the 
most money to spend. 

*290,348 ABC Audit, 9/30/50 

COLOR for Greater Séling Power. 
Full color (two, thre@xor four) 
available weekdays... plus 
one color, Sundays. 


BUFFALO 
COURIER-EXPRES 


Western New York's Only Morning — 
REPRESENTATIVES: 
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Oil COOLERS 


We've been a part of the automotive industry since its 
start. A half-century of production has given us our share 


Our engineers have the ability and vision to “see” the 
answers to design problems. Our manufacturing flexi- 
bility permits quick translation of these answers into 


LONG MANUFACTURING DIVISION 
BORG-WARNER CORPORATION 
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Auto Personnel 





(Continued from Page 36) 


cording to R. D. Baker, sales vice- | 
president. 

Kelley was formerly sales engi- 
neer in the Pittsburgh office. 

* > * 
K-F Ups Laney, Fry 

B. M. Laney, who joined Kaiser- 
Frazer last February as aircraft 
consultant, has been made assistant 
works manager for all aircraft 
shifts at Willow Run. Aircraft 
Works Manager Harvey R. Smith 
also announced the appointment of 
Hugh Fry as assistant works man- 
ager for the first and third shifts. 

> ” * 

McGregor, Riddle Shifted 
At American Bosch 

American Bosch, Springfield, 
Mass., has elected Douglas Mc- 
Gregor manufacturing vice-presi- 
dent and Herbert S. Riddle vice- 
president of employe relations, 
according to Donald P. Hess, presi- 
dent of the corporation. 

McGregor served as assistant to 
the president, and previously was 


| vice-president and director of 

| Pierce Governor Co., Anderson, Ind. 
| Riddle has been manager of indus- 
| trial relations at American Bosch 


since 1947. 
* * t 


Howard Named to Head 
NPA Engine Division 

‘Otis Howard, operations man- 
ager for Oklahoma Gas and Elec- 
tric Co. has been appointed 
director of the engine and turbine 
division of NPA. 

Howard replaces Charles F. 
Kells under NPA’s rotation policy 
permitting key men from indus- 
try to assist in the mobilization 
program. a 


Waukesha Names Nelson 


E. C. Nelson has been named di- 
rector of the engine and equipment 
department of Waukesha Motor Co., 
Waukesha, Wis. He has been vice- 
president of the company since 
1949. 

Nelson joined the company in 





1929, and 10 years later was made 








Signs with Nash in New Orleans— 


Thomas Shelton Smith signs a dealer franchise in New Orleans where he is opening 
a new Nash dealership. Seated are R. J. Goodyear, Memphis zone manager for Nash, 
and Smith. Standing are, left to right, D. L. Kimber, assistant zone manager, and 
J. J. Layton, district manager. Smith, who has been in the auto business for 23 years, 
was a Chevrolet-Pontiac dealer at Gloster, Miss., for 13 years. 





secretary and treasurer of Fageol Thompson Promoted 

Truck and Motor Coach Co.—a sub- Appointment of Niles J. Thomp- 
sidiary of Waukesha Motors. He | son as engineering and development 
was named production manager of | director of the automotive starting 
the motor company in 1944. division has been announced by 





GIVE RISING SERVICE COSTS 





THE jf) BUNCH 


with this KRW time-saving combination! 














F] KRW HYDRAULIC ARBOR PRESS 


Will a pnd press save time and 
? Just look at the jobs it'll do for you and 
answer: 


in your 
you have 


increase service profits 


Generator and starter overhaul; 


straightening bent bumpers and axles; assembling water 


pumps; i 


bushings on 


shock absorber arms; 


removing and replacing pinion bearings; trueing work; 
and pulling jobs; checking alignment of camshafts 


pushing f 
with V-blocks. Time 


saved on these and many other jobs 


will pay the cost of the press in jig time. Available in 25, 
50, 60 and 75 ton capacities. Hand operated, air operated 
or motor driven. Also a full line of Bench type Arbor 


presses to meet every 


requirement. 




















sD) RING GEAR RIVETING ATTACHMENT 


Save time, save labor, make bigger profits with this 
KRW ring gear riveting attachment for use with your 
KRW arbor press. Lets you set ring gear rivets cold, 
prevents “ao | in operation that causes customer 
complaints. Attachment consists of a sub-press, 5 rivet 
sets and anvils for setting 5/16, 3/8, 7/16, 1/2 and 
9/16” rivets, also 2 flat anvils—1 inch and 2 inch, 
= anvil supporting plates and ring gear leveling 

upport. Bac rivet punch is provided with a pin. 

en changing punch, just slide punch and pin out 
of lower hole in link and slide another size in place. 
Just one of the many attachments for a KRW press 
to cut disassembly and assembly time in half. 


Ask your local machinery dealer to quote you prices. Or write Dept. 67 for complete details and prices. 
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KR:‘WILSON 


MAIN STREET 





BUFFALO 3, N. Y. 


WORLD’S LARGEST MANUFACTURER OF GARAGE TOOLS AND EQUIPMENT 





Gould-National Batteries, Inc., Buf- 
falo. Linn C. Cook has succeeded 
Thompson as production manager 


in St. Paul. 
= * . 


Fitzgerald Upped 
Frank Fitzgerald, chief of the 
Bank of America’s automobile 
dealer operations in southern Cali- 
fornia, has been chosen as a vice- 
president of the Bank of America 


in Los Angeles. 
* 


3M Names Three 


Promotion of Dr. J. O. Hendricks 
to the newly created associate di- 
rector post of Minnesota Mining & 
Manufacturing Co., St. Paul, has 
been announced by Dr. H. N, 
Stephens, central research director, 
Stephens also named Dr. Matthew 
W. Miller and Dr. H. M. Scholberg 


assistant directors. 
* * + 


Thompson Retires 


After a half-century with Ameri- 
can Steel & Wire Co., Cleveland, 
James R. Thompson, manager of 
the metallurgical department, has 
retired, it was announced by Wal- 
ter F. Munford, vice-president, op- 


erations. 
- . = 


Monro Succeeds Hewson 


Donald A. Monro, former chief 
engineer of the manufacturing de- 
partment, was named by Standard 
Oil Co. (Indiana) as manager of 
the purchasing department and 
chief purchasing officer. He suc- 
ceeds James F. Hewson, who will 
retire Dec. 31 after 34 years with 
the company, the last 12 years as 
purchasing manager. 

* * * 


Lee Shifted to Chicago 


Appointment of William C. Lee 
as Chicago regional manager is an- 
nounced by AC Spark Plug‘ division. 
He previously was manager of the 


St. Louis zone. 
. + + 


Provident Ups Sears 

Promotion of John A. Sears to 
assistant vice-president of the 
Provident Trust Co. of Philadel- 
phia, has been announced by Wil- 
liam R. K. Mitchell, president. 
Sears has been manager of the 
consumer credit department. He 
joined Provident in 1944. 

* * * 


Sybrowsky Named 


Appointment of W. W. Sybrowsky 
as automotive division territorial 
manager for the Salt Lake City 
territory of the Martin-Senour 
paint company, has been announced 
by Don A. Seeley, division manager. 

* * * 


Round Ups Luchs 
Arthur H. Luchs, general man- 
ager of Round California Chain Co., 
S. San Francisco, has been elected 
vice-president of the company, it 
is announced by Raymond L. 


Round, board chairman. 
* . * 


Sapinsley Reappointed 
Milton C. Sapinsley, president of 
Crescent Co., Pawtucket, R. L, has 
been reappointed to the Wire & 
Cable Industry advisory committee 
of NPA. 


bashinon 
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PLUS TAX 


Write or wire for money making deal 


ARO MFG. CO. 


1089 Commonwealth Ave., Boston, Mass. 
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Lawsuits Affecting Dealers ... 





Court D 


By Leo T. Parker 
Attorney at Law | 

CCORDING to a late higher | 

court decision, an automobile | 
mortgage is worthless if its holder 
fails to disclose the mortgage to 
prospective purchasers of the auto- 
mobile. 

For example, in Rauh et al v. 
Dumler et al., 228 Pac. (2d) 694, 
testimony showed facts as fol- 
lows: A finance company took a 
mortgage on an automobile from 
a dealer who purchased it from 
another dealer. 


The company did not require a 
certificate of title disclosing the 
mortgage. Later the purchasing 
dealer sold the automobile as a new 
car in the regular course of his 
business without delivering an as- 
signment of a certificate of title 
showing the mortgage. 

In subsequent litigation the high- 
er court held that the finance com- 
pany could not lawfully contend 
that the filing of its mortgage for 
record protected its interest not- 
withstanding its own conduct which 
misled the last purchaser into be- 
lieving the automobile was a new 


car. 
* * * 


Trailer Drivers Warned 


ECENTLY an automobile deal- 

er asked this question: “Does 
one who pulls a trailer have a legal 
obligation to use a greater degree 
of care to avoid injuries to pedes- 
trians than drivers of an ordinary 
automobile?” 

According to a leading higher 
court, one who pulls a trailer 
must exercise a higher degree of 
care to avoid injuries to pedes- 
trians than must the pedestrian 
exercise to avoid injuries to him- 
self. Failure to observe this rule 
of law will result in the driver 
being liable in damages. 

For example, in Schlewitz v. Lon- | 
don, 38 N. W. (2d) 700, it was) 
shown that a dealer was delivering 
a trailer to a purchaser when an 

vaccident occurred seriously injuring 
a pedestrian. 

The testimony showed that a 
pedestrian named Schlewitz step- 
ped from the sidewalk and walked 
into the side of the trailer. A wit- 
ness testified that Schlewitz had 
had some drinks and was stagger- 
ing, and that the witness cautioned 

















@ It costs you only 2'2 to 3'2 cents 
per car. 


@ It gives a better washed car in 
10-15 minutes. 


@ No chamoising. 
®@ No waste motions. 
No film. 


Gives car washes that satisfy 
customers. 


See pages 14 
© 16 of the 
Magnus Auto- 
notiveCleaning 
Handbook. Also 
covered in de- 
fail in Bulletin 
39.1. 





MAGNUS CHEMICAL COMPANY 
97 South Avenue, Garwood, N. J. 
In Conada— Magnus Chemicals, Ltd., Montreal 





Service representatives in principal cities. 
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ecisions 


him before he 
curb. 


Notwithstanding this testimony 
the jury awarded Schlewitz $5,000 
damages. The higher court approved 
the verdict saying that Schlewitz 
was 50 percent negligent, and the 
driver of the automobile was 50 
percent negligent. The court said 
further: 


“It does not appear that plaintiff 
(Schlewitz) sustained any amount 
of conscious pain or suffering... 
$5,000 for a skull fracture resulting 
in total disability to fhe 58-year-old 
laborer was adequate.” 


stepped off the 





‘Firestone Story’ Issued 


By McGraw-Hill 


NEW YORK.—McGraw-Hill Book 
Co., Inc., has announced publication 
of “The Firestone Story,” written 
by Alfred Lief. 

The book covers the first 50 years 
of the Firestone Tire and Rubber 
Co. and gives a closeup of Harvey 
Firestone. It delves into American 
history, inventiveness, industry. 


45 








Studebaker's Far Eastern Representative— 


George K. Grable (center) has been appointed special representative for India and 
the Far East, according to R. A. Hutchinson (right), Studebaker export operations vice- 
president. Also shown is Dewey Smith, manager of export operations. 





Wisconsin Rates 


Up 100% Since °45 


MADISON, Wis.—According to 
the Wisconsin insurance commis- 
sion, the rates of property damage 
coverage in the state have doubled 
since 1938. Personal injury coverage 
rates are up 15 percent over those 
in 1938. 


Rates for bodily injury and prop- 








erty damage also were doubled 
since 1945. 

Of 70 insurance companies op- 
erating in Wisconsin, about two- 
thirds are reported to have re- 
ceived authority from the state in- 
surance commission to increase 
their rates. 





The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you? 





Private Haulers 
Urged to Stall 
Millionth Death 


WASHINGTON. The National 
Council of Private Motor Truck 
Owners last week urged its mem- 
bers to review their fleet safety pro- 
grams to be sure that one of their 
vehicles is not involved in the na- 
tion’s millionth traffic death. 


According to the National Safety 
Council, the millionth traffic fatal- 
ity will occur sometime in Decem- 
ber. 

“We want to make every effort 
to erase the slightest possibility of 
its lurking in the fleet operations 
of our membership,” said Fred A. 
Phinney, chairman of the trucking 
group’s highway safety committee. 

“Of course,” said Phinney, “we 
don’t know when this accident will 
occur, but we are realistically fac- 
ing the possibility that it might in- 
volve a careless or inadequately 
trained driver, or a poorly-main- 
tained, faulty vehicle.” 


Phinney said that if operators of 
all types of highway transportation 
were to take part in a nationwide 
check of safety habits, the millionth 
traffic death could be delayed. 











TANNERS'’ 
American Leather Manufacturing Company, Newark, N. J. ° 
Blanchard Bro. & Lane, Newark, N. J. . 
The Lackawanna Leather Company, Hackettstown, N. J. 
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Mr. Salesman: Here’s a feature of this car that adds to its comfort and value. The fellow 
who designed it used genuine leather in upholstering the front seat and all points of 
wear. See how the smart color of the leather fits the whole scheme . . . gives it a 


custom finish. 


Mrs. Customer: That is smart. And now I’ll be able to get in and out of the driver’s seat 
easily—without my coat clinging to the upholstery, 


Mr. Customer: Yes, my dear, you’re usually in the “driver’s seat,” but I'll appreciate 


the car. 


Eagle-Ottawa Leather Company, Grand Haven, Michigan . 


the longer life it will give the car. 


THE UPHOLSTERY LEATHER GROUP 
100 GOLD STREET «+ 


Mr. Salesman: You’re right, sir; and when you trade it in, I’ll be able to get more for 


For distinction, durability and sales appeal nothing takes the place of GENUINE LEATHER 


NEW YORK 38, NEW YORK 


The Ashtabula Hide & Leather Company, Ashtabula, Ohio 


Garden State Tanning Inc., Pine Grove, Pa. 
Radel leather Manufacturing Company, Newark, N. J. 
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PITTSBURGH.—Following a long 
court fight, E. I. du Pont de Ne- 
mours Co., Wilmington, Del., and 
Glidden Co., Cleveland, paint firms, 
last week were acquitted of charges 
of price fixing by a federal court 
jury here. 


Dwight P. Joyce, president of 
Glidden, cited the case as an in- 
dication that “the government is 
losing out in its attack against 
business.” 

Despite the high costs of fighting 
the case as compared with fines 
paid by other concerns named in 
the same charges,” it is a vindica- 
tion of honest business men every- 
where,” Joyce stated. 


Glidden’s court costs were esti- 
mated at more than $100,000. Seven 
other firms, who pleaded nolo con- 
tendre, paid fines ranging from 
$1,000 to $5,000. 

Indictments had been returned 
against nine corporations ‘and 13 
individuals in July, 1948, by the 
Department, of Justice. Seven of the 
corporations and 11 individuals did 
not contest the case. 

“The circumstances of the two 
companies being acquitted raises 
a serious question,” Joyce said. 
“Are not many other consent de- 
crees signed by industry under 


U.C. Ceilings 


(Continued from Page 1) 


date of the new prices was ex- 
tended for the convenience of 
used-car dealers, the OPS said, 
so as not to require them to 
change their ceiling prices during 
the short interval between the 
original effective date of Dec. 20, 
1951, and Jan. 1, 1952, when the 
ceilings will be reduced, and also 
to relieve them of the necessity 
of changing price tags during 
this period. 

In changing CPR 94 to permit 
rounding off of prices to the near- 
est dollar, the OPS said this was 
done because it is the practice in 
the used-car trade to quote used- 
car prices in whole dollars. 

* x * 


| iy REDUCING ceiling prices to 
the nearest dollar, the OPS stip- 
ulated that if after application of 
the depreciation factor the cents 
total is 50 cents, the price must 
be rounded to the nearest even 
dollar, that is the nearest dollar, 
the last digit of which ends in an 
even rather than an odd number. 

As an example of this provi- 
sion, a price of $1,430.50 would 
be reduced to $1,430, while a price 
such as $1,431.50 would become 
$1,432. 

The tagging and invoicing re- 
quirements of CPR 94 were post- 
poned to Jan. 1, 1952, by the amend- 
ment issued last week. As a con- 
sequence, while the new ceilings 
become effective Dec. 31, dealers 
are not required to tag or invoice 
their merchandise until the follow- 
ing day when prices will be re- 
duced 2 percent. 

Other provisions of CPR 94 were 
not affected by the amendment. 
On April 1, 1952, and on the first 
day of each calendar quarter there- 
after, the ceilings prevailing dur- 
ing the previous quarter are again 
to be reduced by 2 percent. 











CAR 
DIAPERS 


protect your 
expensive rugs and 
show room floors 


Tie tightly under chassis. Catches oil 
and grease drip. Does not show. Made 
from heavy 8-oz. treated duck. Size 


FOB Seton each $7.95 
ORDER DIRECT FROM 


COMFORT 


Specialty Company 
200 So. 7th St. Louis 2, Mo. 











High-Priced Justice? 
Glidden’s President Raps High Cost 
Of Defending Government Suits 


duress, Or in fear of expense in 
fighting the case? 

“For industry, the proof of inno- 
cence is a costly process. But the 
future of free enterprise may well 
depend on the willingness of indus-| | 
try to follow the lead in fighting 
for justice,” he continued. 

“The fact that most of the 15 
other companies in this case saw 
fit to sign decrees and pay small 
fines rather than face the expense 
of a trial is indicative of the state j 
of submission. to which much of| @ 
industry has been reduced by bu- 


reaucratic government,” Joyce de-|L-M Seminar in C 
clared. Lincoln-Mercury dealers in the metropolitan Chicago district attended a seminar for 





Open, Shut Case 


Dealer Acquitted in Test 
Of Night Closing 

MONTREAL.—Charges of violat- 
ing the 7 p. m. store-closing law 
against a local automobile dealer 
were dismissed because of inter- 
pretation of the word “closed.” 

Recorder Damase Cote upheld 
Rene Duranleau, K. C., who argued 
on behalf of Sanguinet Automobile, 
Ltd., that even if people were seen 
in the store after 7 p. m. there was 
no proof that the place was open 
for sale of merchandise. 

Two policemen testified that a 
man and a woman entered the 
showroom at 1965 Sanguinet St. at 
7:50 p. m. and left 10 minutes 
later after speaking with a man 


“It is becoming very clear that| management conducted by Ddn Beck, managing director of the Executives Selection who Sgpenses to be a salesman. 
the government is losing out in its/| nd Training Institute, Detroit. Among those participating are F. L. Strieter; Beck; J. A.| “Closed,” Duranleau argued, 
attack against business. It is possi-| jo), district sales manager; N. J. Mitchell, assistant district sales manager, and M. J.;meant “not open for the sale of 


ble also that the verdict in this} mccarthy. 


merchandise.” It did not mean, he 





case reflects some of the disgust of 


the American people for the dis- . 
honesty and corruption Ball Named President 


government places.” 


in high 





Joseph S. Ball of Ball Service, Inc., | treasurer. 


president for the coming year. 
Other officers elected by the| There was nothing to prove, he 
Of Elkhart (Ind. ) Assn. group were: John Mandis, Elkhart |said, that the visitors had looked 
Du Pont President C. H. Greene-} ELKHART, Ind.—The Elkhart|Lincoln-Mercury, Inc., vice-presi-|at cars with the purpose of making 
walt also acclaimed the outcome of| Auto Dealers Assn. has _ elected|dent, and Roy F. Jones, secretary-|a purchase, nor that the employe 


said, that it was an offense for 
people to be admitted after 7 p. m. 





proposed business. 








@ About this time of year when the Christmas Spirit raises 
its curly head even among statisticians . .. we like to get away 
from the sales pitch and run a sentimental story. Look at the 
letter which ran in the Sunday News of May 6 last. 

Dear Sir: Iam 6 years old. I have had polio since I was 13 
months old. I have to wear a long heavy brace on my right leg 
and my mother can’t give me much exercise because she has 
five small children to tend. 

So I ride my tricycle to and from the mailbox to help 
exercise my leg and I would be the happiest little boy in the 
world if I could get some mail. It would be lots of fun to ride 
to the mailbox then. 

So I thought maybe you would publish my letter in your 
paper and maybe someone would write to me. 

You see, sir, I decided to send this letter to New York 
because my father was once stationed there while in the Navy 
and he said it was the most wonderful place in the world. 

I would be glad of any kind of mail. I know you won't let me 
down. My address is Dickie Joe Ladner, Route 1, Box 43, 
Saucier, Miss. The mail carrier knows me real well. Thanks 


a million. 





: 
Dickie gets a kick out of his mail. 





@ Saucier, Miss., pop. 256, is twenty-five miles from the 
nearest cities, Gulfport and Wiggins. 


@ The Ladners live in a two room farm house on a country 
hilltop. Nearby is the foundation poured nine years ago, for 
the dream house they were going to build. That was in 1942, 
when dreams and houses had to be deferred. 

Shortly, twenty-three year old Levin Ladner, Jr. was in 
the Navy. Part of his hitch was spent as a fireman in the 
Brooklyn Navy yard, where he came to know New York as 
liberty town, “‘the most wonderful place in the world.” 

Dickie has an eight year old sister, and two sisters and a 
brother younger than himself. His father’s job in the sawmill 
is not full-time. With five small children, there isn’t money 
enough for a new house—or even treatments for Dickie’s leg! 


@ Since one of Dickie’s favorite recreations was riding his 
“trike” to the mailbox each day, his mother thought of 


pI Mail Order result story... 


writing the letter to The News... You know how hard it is to 
get people to write! Have you written Mother lately? 


@ Dickie’s letter ran in the Metropolitan edition only, 
circulation 2,350,000. And for the next two weeks, Dickie 
was the RFD carrier’s best customer... had more than 4,000 
pieces of mail—800 in a single day. 

Letters came from all over, all kinds of people of all ages, 
on every kind of stationery. Miss Ward’s third graders at 
Islip, L. I. sent cheerful scribbles. The whole third grade of 
Our Lady of Good Counsel School in Staten Island, N. Y. 
became pen pals of Dickie. US soldiers in Germany wrote. 
For a while, three letters per week came from GIs in Korea. 


@ There was a small mountain of packages . . .candy, toys, 
books, wrist watches, even a slide trombone. A telephone 
operator offered to pay for a call from Dickie to his favorite 
movie star. On Mother’s Day, gifts came for Dickie’s mother 
... It was like a whole lifetime of Christmas squeezed into a 
single Spring! 

For days before Dickie’s birthday, parcels poured in 
marked ‘‘Do Not Open Until July 20.” The loot included a 
Hopalong Cassidy suit from California, a set of illustrated 
encyclopedias, a piano from the “I Am Your Neighbor Club” 
of Gulfport, Miss., an offer to pay for piano lessons from a 
News reader in Newark, N. J., a streamlined bicycle with 
special footguards and pedals to replace his outgrown tricycle. 

Dickie’s birthday cake was made from ingredients sent by 
one correspondent; another supplied ice cream, and a third 
sent a handmade tablecloth from Germany. 


@ But by far the best of Dickie’s good fortune was the 
Policemen’s Benevolent Association, of Dover, N. J. which 
made Dickie its mascot, provided new clothes, and offered 
him a month’s vacation with all expenses paid. 


@ When the New Orleans plane landed at Newark Airport 
on November 10, seventy-five cameramen and reporters gave 
Dickie a VIP reception. Harold Erickson, president of the 
Dover PBA presented him with a policeman’s badge. 

Every day of his visit was a special event, including 
appearances on television and radio programs. 





Dickie gets VIP treatment at Newark Airport. 
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New-Car Stocks 


In Postwar 


(Estimated by Automotive News) 


Dealers’ 

Cars Cars in Total 
in Transit Potential 
Period Field to Inventory 

Ending Stockst Dealers Stocks 
Jan, 1, '50.. 251,754 188,500 440,254 
Apr. 1, '50.. 276,136 158,000 434,136 
May 1, °50.. 196,738 152,000 348,738 
June 1, °50.. 247,680 160,200 407,880 
July 1, °50.. 311,084 167,500 478,584 
Aug. 1, °50.. 268,937 161,300 430,237 
Sept. 1, °50.. 239,642 160,400 400,042 
Oct. 1, °50.. 208,367 157,800 366,167 
Nov. 1, ’50.. 330,571 158,500 489,071 
Dec. 1, '50.. 295,521 128,300 423,821 
Jan. 1, ’°51.. 305,888 98,900 404,788 
Feb. 1, ’51.. 291,042 127,000 418,042 
Mar. 1, ’51.. 303,874 136,000 439,874 
Apr. 1, "51.. 406,541 138,500 545,041 
May 1, ’51.. 369,101 113,000 482,101 
June 1, ’51.. 365,241 93,000 458,241 
July 1, °51.. 357,606 90,700 448,306 
Aug. 1, ’51.. 299,786 87,500 387,286 
Sept, 1, ’61.. 283,402 86,800 370,202 
Oct. 1, °51.. 250,762 79,500 330,262 
Nov. 1, ’51.. 230,804 76,000 #306 ,804 
Dec. 1, ’51.. 241,624 77,500 319,124 


+Field stocks include cars actually at 
dealerships, those warehoused by dealers 
and factories and demonstrators. 

*Revised. 


Kimbel-Terry Forms 
Kimbel-Terry, Inc. (Lincoln-Mer- 
cury), Elyria, O., has been granted 
a charter by the secretary of state. 
Incorporators are George F. Kim- 
bel, G. Ralph Terry and John R. 
Hannaford. 





Trend Reversed as of Dec. 1 . . 





Dealer Car Stocks 
Show Slight Rise 


(Continued from Page 1) 


least some models through the 
rest of the year. 

The same analysis of delivery 
prospects came from metropolitan 
dealers, whether they were selling 
1951 or 1952 models. 

Most dealers said they thought 
sales would continue to be slow un- 
til customers get over what was 
called “deal insanity.” Reportedly, 
the first thing a customer mentions 
to a new-car dealer today is “dis- 
count.” 

* * * 
[/pRAtans said they were becom- 
ing more and more reluctant to 
talk discounts, especially with car 
production down sharply from pre- 
Korean rates and the prospects of 
further output cuts likely. 

Said one dealer: 

“When you have to spread your 
overhead over fewer sales, it is 





obvious that you have to make 
every sale average a better prof- 
it.” 

Actually, although nationwide 
stocks of new cars increased slight- 
ly during November, inventory ex- 
pansion in some lines offset shrink- 
age in others. A close analysis of 
survey statistics revealed that the 
expansion took place mostly at 
dealerships handling so-called low- 
er-priced lines. 

* * * 


PPARENTLY dealers in low- 

priced lines are now offering 
fewer and smaller discounts and 
refusing to indulge in long tradein 
allowances. Dealers’ in higher- 
priced cars said such merchandis- 
ing was driving business tp the 
price ladder to them. 

As a result, new-car inventories 
among different lines of dealers 





on Dec. 1 appeared to be in bet- 
ter balance than at anytime this 
year. 

Dealers contacted in AUTOMOTIVE 
News’ latest survey of field stocks 
were more certain than ever that a 
new-car shortage looms for next 
year. 

However, they fear they will suf- 
fer the effects of such a shortage 


more than the public will. 
+ * * 


(y= dealer explained it this 
wa 


“The auto industry rose to its 
present stature by building a prod- 
uct for the masses, according to 
their ability to pay. The govern- 
ment has changed all that today. 
When you must sell a $2,000 item at 
one-third down and 18 months to 
pay, you soon find that your mar- 
ket is limited to much less than the 
so-called masses.” 


Aluminum Output 


Up for Month 


NEW YORK.—Aluminum produc- 
tion during October totaled 145,- 
293,592 pounds, for an increase of 
6,436,062 pounds over the September 
figure, it was announced last week 
by Donald M. White, secretary of 
the Aluminum Assn. here. 
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And on November 29, his Dover sponsors brought him 
over to visit The News and WPIX. Like many another News 
visitor, Dickie was thrilled to get a still-warm linotype slug 


bearing his name in type. 


The Dover policemen also arranged a consultation for 
Dickie with Dr. Henry H. Kessler, noted bone specialist, 


* 


Dickie learns about the linotype. 





eh 


Dickie collects letters and packages sent by News readers. 





@ There just are no readers like News readers! 
Nothing in their favorite newspaper escapes their eagle ‘ 
eyes, three-line filler or dinky little ad in a local section. 


Whether you are a small boy in Mississippi, or a cynical 


@ The Sunday News, we modestly admit, is the nearest 
thing in this country to a national newspaper. Of its more 
than 4 million circulation, 2,350,000 is within fifty miles of 
New York; and the other 1,650,000 is USA, with a thin 
sprinkle over the civilized world. 

It is not only New York’s preferred Sunday newspaper, 
but read in 25,000 other cities, big towns to whistlestops. 


@ You national advertisers can cut yourself a market to 
size... whole thing, or Metropolitan, Country, Manhattan, 
Brooklyn, Kings, Queens, Queens & Long Island, or 


Newark sections. 





and say that funds will be forthcoming for any treatment 


recommended by Dr. Kessler. 


@ To date, the letters and packages sent to Dickie total 


silo manufacturer in Worseoff, Wis., their hearts and purses 
are wide open if you have something worthwhile. Register 
with News readers—and you're in, like Roosevelt. 


@ And because the package is so big, the price is low enough 


to show sales at a profit. Don’t take our word for it—ask the 
big New York stores which spend millions of dollars a year 


8,500. Dickie’s mail has brought a mild celebrity to the 


Ladners, but no profit. Levin Ladner still has only a part- 
time job. The $500 in cash gifts is being saved for Dickie’s 
education. Mrs. Hannah Ladner and her neighbors have 


acknowledged all the gifts, but not all the letters—can’t 


afford the postage. 


@ As Dickie said, on his visit to The News, ““We’re poor, 


but I’m having a wonderful time.” 





in The News, or the one-inch mail order advertiser. 


@ If you want to sell your products, choose the newspaper 
that sells more people than any other in this country... 
And why wait any longer? 


THE [4 NEWS, New York’s Picture Newspaper 


220 East 42nd St., New York... Tribune Tower, Chicago 


155 Montgomery St., San Francisco. . . 1127 Wilshire Blvd., Los Angeles 








Timken’s W herley 
Heads Up MEMA 


NEW YORK.—G. O. Wherley, 
Timken Roller Bearing Co., Canton, 
O., has been named president of 
the Motor & 
Equipment Manu- 
facturers Assn., it 
was announced by 
A. H. Eijickholz, 
general manager. 

Other officers 
for the ensuing 
year are: W. J. 
Greene, L. S. Star- 
rett Co. Athol, 
Mass., vice-presi- 
dent; R. A. Stran- 
ahan jr., Cham- 
pion Spark Plug Co., Toledo, secre- 
tary, and C. P. Brewster, K-D Mfg. 
Co., Lancaster, Pa. 

Named to the group’s board of 
directors were: G. W. Andrews, An- 
drews Mfg. Co., St. Louis; Greene; 
E. G. Heeren, Permatex Co., Brook- 
lyn; J. H. Humble, Kester Solder 
Co., Chicago.; D. L. Millikin, Rust 
Master Chemical Co., Cambridge, 
Mass.; E. J. Muldoon, New Britain 
Machine Co., New Britain, Conn.; 
R. D. Pippen, Koppers Co., Balti- 
more; R. L. Smith, Pyrene Mfg. Co., 
Newark, N. J.; Stranahan jr.; F. G. 
Wacker jr., Ammco Tools, Inc., 
North Chicago; J. M. Wells, Inger- 
soll-Rand Co., New York, and 
Wherley. 


Andress-Abbott 


Andress-Abbott, Inc., 1515 Third 
St., Alexandria, La, has been 
awarded the Ford four letter 
award. R. Stuart Abbott is general 
manager of the firm and Richard 
Wilson is sales manager. 


ADVERTISEMENT 


* 
O. P. S. 


PRICE REGULATION TAG 





e : 
G. 0, Wheriey 




















Make Model 
Line or Series Year 
CEILING PRICE 
ADDITIONAL EQUIPMENT: 

RADIO 

HEATER 

Optional Drive 
Total O.P.S. Ceiling Price 
SELLING PRICE 











SEND YOUR ORDER TODAY. 4” x 6” heavy 
white tags. Approved by O.P.S. 
100 — $ 2.50 With strings, 1c each 


200 — 4.65 extra. 
300 — «6.75 
500 — 10.00 Suction cups. Any 
1000 — 17.50 quantity, 2c each. 
Terms: Check with order. Postage 
pr id. 
LEISTER GAME CO., TOLEDO, O. 
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DON'T BREATHE 
EXHAUST FUMES! 


Assure exhaust-free air to breathe. 
Cut down sickness, headaches, 
smarting eyes. Disappearing over- 
head and under-floor types. Built 
to order or as standard kit. Send 
for sketch sheet and new catalog. 


ENGWALD 
EXHAUST ELIMINATING SYSTEMS 
357 Lafayette Ave., Brooklyn 5, N.Y. 
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Dealers 





Tell Me 








(Continued from Page 3) 


good roads will not be allowed to 

palter, falter nor rest. 

The old-time Roman, with his 
lust for conquest, was the supreme 
type of road-builder. But now a 
broader, better, finer and stronger 
man is coming in on his high speed, 
and this is the autoist. He has all 
the enthusiasm of the Roman, and 
10 times his resources. 

The boys with the autos are our 
modern “Invincible Tenth Legion.” 

The last question for us to con- 
sider is the effect of the auto on the 
owner and user. 

One thing sure, any man who has 
a car never wants to get along 
hereafter without one. 

+ * * 


Sets ’Em Outdoors 

suppose it does not have to be 

shown that the auto is run out 
of doors. Thus it gives a play of 
fresh air that is not possible to 
him who lingers close to stedm heat. 

Man is a moveable air-plant. He 
thrives only when he is in the 
open. Sun, wind, storm—all are 





things to which he must become 
inured. The auto takes you out of 
the crowded city, out of the fumes 
of noisome streets. It gives you an 
air-bath, and breathing more you 
think more, feel more, know more, 
live more. 

These things must in a genera- 
tion have a decided effect on the 
entire race. The North American 
Indian developed his noble body 
when he was obliged to hunt, and 
he lost his noble qualities, in great 
degree, when he was put on the 
Reservation and made to stay 
there, with everything provided. 
The man with an auto is no Res- 
ervation Indian. 

He travels far and fast. He is 
pretty nearly a freewill agent. 
He sees, hears, grows, hikes, 
honks and becomes. His face is 
bronzed by the kiss of the wind 
and sun. His pulse is full and 
even. His appetite is prodigious. 
The stimulant of ozone, and the 
sense of power coming from this 
30-horsepower or 60-horsepower 








DUAL CONTP®! 
 FRAINING CAs 
Atlantic City High School * 
COURTESY OF 


Schaaf fer Ohio tolel 


















First of Two for Atlantic City High— 


Schaeffer Chevrolet, Inc., Atlantic City, N 


. J., made delivery of the first dual-control 


Chevrolet for the highschool driver training program being carried on there. P. L. 
Schaeffer, president of the firm, presents the keys to Charles R. Hollenbach, principal. 
Inside the car are Sally Clark and Phyllis Rich, members of the student council. 





motor at his fingertips, gives him 
all the bracer that his body 
craves, 

From an editorial in the “Milli- 
ners’ Review” I see that the milli- 
ners and dressmakers are suffering 





from this craze for the auto. One 


editorial says: “Many women who 
before were well gowned are now 
content with khaki and little, tight, 
homemade automobile bonnets -— 
anything that will keep the dust 
out of the hair. And when the hus- 
band lets his wife make choice 
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HERE’S YOUR 
OPPORTUNITY 


COMPETE 


* | Build Prestige for you and your store with 


your customers and community. 


* 2 Get National Publicity for you and your 


store in newspapers and magazines. 


*% 3 Focus Attention of Trade and Suppliers 


on the job you’re doing as an alert, progres- 


sive retailer. 








FOR 4° ANNUAL 


Brand Name Retailer of the Year Awards 














INCORPORATED 


4TH ANNUAL RETAIL AWARDS 


GIVEN TO 


( DEALER’S NAME ) 


CITY, STATE 


AUTOMOBILE DEALER 
BRAND NAME RETAILER OF THE YEAR 
For 1951 


BRAND NAMES DAY 
AT NEW YORK CITY, APRIL 16, 1952 









AS 







ON 











20 BIG AWARDS 
80 Certificates of Distinction in... 


ALCOHOLIC BEVERAGES — AUTOMOBILE DEALERS — BUILDING 
MATERIALS—CHILDREN’S APPAREL— DEPARTMENT 
STORES, CLASS I— DEPARTMENT STORES, 

CLASS II—DRUGS— ELECTRICAL APPLIANCES 
FOOD—FURNITURE—GASOLINE SERVICE STATIONS 
HARDWARE— JEWELRY — MEN’S APPAREL— MUSIC— SHOES 
SPORTING GOODS—STATIONERY AND OFFICE SUPPLIES 
VARIETY — WOMEN’S APPAREL. 








SPONSORED 


BY 


BRAND NAMES FOUNDATION, INCORPORATED 


Given annually to retailers in 20 fields who best 


present the brand names story to customers and 


employees. Make sure your store is entered! No 


cost or obligation whatsoever! Simply mail the cou- 


pon below for full information and entry blank. 


Size of store does not matter. Last year over 


2,000 stores participated. Special awards were 


made in every field to big and 


little alike. 


Final awards will be presented April 16 at the 


annual Brand Names Day meeting, New York, 


before America’s top business executives. Here’s 


your chance to spotlight your establishment as tops 


in retailing. 





DIRECTOR OF RETAIL RELATIONS 


37 West 57th Street 
New York 19, New York 


information to: 


Name 


BRAND NAMES FOUNDATION, INCORPORATED 


Our store would like to enter the competition for the 
Brand Name Retailer-of-the-Year awards. Please send full 





Title 





Store 





Address 











Type of Store 
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between beautiful party gowns or 
a new machine, she votes for the 
machine with a word.” 


In the “Jewelers’ Weekly,’ I fing 
a similar voice to this effect, “The 
diamond trade is suffering from 
this extravagance in automobiles,” 

* * + 

‘We're Of I 
WILL thus be plainly seen that 

there is going on an exchange of 
one extravagance for another, so 
the net loss isn’t so bad as our 
pessimistic friends have us think, 
We save on diamonds, picture-hats 
and party dresses, and this money 
goes into machines. Very well, let 
‘er go! The world is the gainer. It 
means tan, brawn, sound sleep and 
good digestion, against pale cheeks, 
weak eyes and nerves that need a 
braéer. 

Then note you this: The man with 
an auto takes the whole family 
with him; whereas, the oldtime 
sport with his fast horse had a 
one-man wagon and went alone. 
The wife along is a governor to the 
social engine. Sure! Don’t buy an 
auto if you don’t see how to pay 
for it. Debt is a rope to your foot, 
cockleburs in your hair, a fly in 
the cold-cream of your beauty-dope. 

Keep within your financial speed 
limit, or Fate, like a country con- 
stable, will surely pinch you. There 
is lots of fun in walking, yet. 


But extravagant and wasteful 
people have always lived. When 
Oliver Goldsmith dressed up the 
bailis and had them serve the feast, 
he was a fool as well as a poet. 
Look behind—also look in front— 
and toot your horn, before you turn 
the corner into debt. 

Any man who can afford an auto 
should have one. Moreover, he 
probably .will. Also, anybody who 
insists on being extravagant and 
buying things he can’t afford, will, 
until Gehenna congeals. The ex- 
travagant man has found a way 
to waste time and money since 
Adam and Eve were shoplifters and 
helped themselves to fruit and fig- 
leaves which they could ill afford. 

But because there are extrava- 
gant people in the world is no rea- 
son why we should have melan- 
cholia. Turn ’er over, and we'll take 
a run out to old Aunt Mary’s. Honk, 
honk! We're off! 





Brunner Reports 


Sales Volume 
At Alltime High 


UTICA, N. Y.—Although taxes 
are running ahead of estimates, 
Brunner Mfg. Co.’s sales are run- 
ning at an alltime high and the 
company has “a reasonable profit 
picture,” according to A. G. Zum- 
brun sr., Brunner president. 

Zumbrun gave his appraisal at 
an annual sales conference of the 
company’s representatives here. At 
the meeting, Zumbrun also an- 
nounced the following personnel 
changes: 

J. W. Thomas will succeed G. W. 
Mathews as New York City district 
manager. Mathews is retiring. 

Frank C. Hawk is joining Brun- 
ner as director of sales. For the 
past several years Hawk has head- 
ed New York district sales for 
Bush Mfg. Co. 

O. Ross McDonald, Brunner ad- 
vertising and sales promotion man- 
ager for 11 years, has been appoint- 
ed to the new post of public rela- 
tions officer. Succeeding McDonald 
will be C. M. Hatcher, who comes 
to Brunner from the Baker Refrig- 
eration Corp. 

William Stom has been promoted 
to chief application engineer for 
Brunner. 





Mass. Wage Action 


BOSTON.—An order increasing 
the Massachusetts minimum wage 
for mercantile operations from 
$20.50 to $24 a week for inexperi- 
enced workers and from $22.50 to 
$27 a week for experienced em- 
ployes has been approved by the 
state minimum wage commission 
and submitted to State Labor Com- 
missioner John J. DelMonte for his 
approval before going into effect. 
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Dealer Business Counsel _ ||U:5- Discovers 
a Labor Surplus 
- Dealers and Their Accountants Get Together I 
m For Session on Management n 108 Areas 
‘’ 
By J. B. Van Tassel |terest in these subjects by both the a atner caution - A 74 vey of 
Dealer Business Counsel |dealers and their accountants. oducts yen ey 
HE other night I conducted a/| sé €¢ * = eithe “so or that 66 
at © new kind of business manage- | ¢ t Subj Se ae a yoy la oA = 
of | ment meeting in Minneapolis. Sev- | 77" of Subjects ad ther mn Of labor, Md wad i 
so Henty-five dealers and their 75 ac-|'T‘HE accountants inform me that labor = ol — 7 i su yg 
ir ' countants were they plan to use all of the sub- v yond oat Beaune ‘: en re a 
kK. present. We cov-|ject matter contained in my book a oiaaer aa tamer 12 —— T bit 1 at 
:s ered 20 subjects|for discussions at their monthly mts: if or Maurice Lobin las 
ry on dealer busi-| Meetings for some time to come. a : 2 . : 
at ness management,| In their monthly meetings they| Tobin said a classification of the . 
rt which was about | discuss such subjects as taxes, gov- pt on the basis of their relative) (aa™™ 
d one-half of the|ernment regulations, OPS, wage > ability of labor supply for de- United i 
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y Each one at- keeping, payroll data and about /shortage; 60 in Group II, areas of | park (Mich.) plant. The men, selected by Gen. Ridgeway's staff on the basis of combat 
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a ‘eerie copy of my new | taining to accounting. III, areas of moderate labor sur-| gemonstrate the unity of UN forces in Korea. Their host at the display was C. B. 
» | pook which served as a guide| This club has been in operation|Plus, and 15 in Group IV, areas of | thomas (center, in civilian clothes), president of Chrysler Export. ‘ 
e | through all the discussions and, of | now 2 seven years and os “ substantial labor surplus. 
n | -course, after the meeting was over |certainly to be congratulated for; In September six areas were|Conn.: i ‘ ; 
y Ithey took the books home with/|the splendid job they are doing. | placed in Group I, 65 in Group II,| San Diego, Calit.; the Alken, S.C. and qacmphpment nd dewined tn 
» fjthem for further reference. Any questions you may have | 87 in Group III, and 16 in Group IV.| Augusta, Ga., labor market area,|two-thirds of the major areas sur- 
n In the past, most of my meet- | concerning “Dealer Business The six areas placed in Group I| and the Davenport, Ia.-Rock Island-| veyed by state and local employ- 
. | ings have consisted of either deal- | Management” will be gladly an- |are the same areas which were| Moline, Ill., area. ment offices, no significant tighten- 
i | ers or accountants in attendance, | swered by writing Avtomotive | classified in Group I in September; Tobin said a report from the|ing of overall labor supply had 
- || but never before have I had the | News. and in July. They are Hartford,| bureau director showed that al-! occurred. 
e dealers and their accountants at 
one time. The occasion for this 
1 combination meeting was the an- 
, | nual bosses’ dinner meeting of 
2 the Twin Cities Auto Dealer Ac- 
| countants Assn., which is com- 
’ | prised of the 75 accountants. 
: These accountants meet monthly, 
, and once each year they include 
their bosses in the dinner meet- 
, a 
: It certainly worked out swell, be- 
) | cause the dealer was right with 
i | the accountant at the time the 
subject was discussed and could 
either approve or disapprove the 
acceptance of the suggestion right 
. @ there. 








As a rule, when I talk to a group 
of dealers in a meeting on the sub- 
ject of business management, which 
is so closely related to accounting, 
they will invariably be unable to 
get the point over to the business 
manager or accountant when they 
get back to their office. 


* * * 


Subject Grows Old 
THE case of the accountant 
or business manager, you will 
usually find that by the time he 
gets the dealer to sit still long 
enough to listen, the subject is cold 
and the main points forgotten. But 
when they are both together at the 
time of the presentation, they can 
make their decisions as they go 
along, and the plans are usually 
put into effect the following day. 

Here is what Leo B. Faricy, gen- 
eral manager of the Minneapolis 
Automobile Dealers Assn., has to 
say about this meeting: 

“I have had four meetings with 
my dealers since that time and 
every one of them spoke glow- 
ingly about your talk. I knew 
your subject would be terrific as 
far as accountants were con- 
cerned, but I was especially 
pleased that the real brass sat 
on their pants for over an hour 
listening to a usually dry subject 
presented in an _ authoritative, 
convincing and interesting man- 
ner.” 

I agree it is quite difficult to put 
romance in such a subject as busi- 
ness management, but it is one of 
the most important subjects when 
it comes to putting more dollars 
and cents into your bank account. 
And, of course, the more dollars 
and cents you can put in the bank, 
the more romance you can buy. 

Here are a few of the subjects 
we covered in the meeting: How 
to maintain financial liquidity; 
how to reduce expenses; how to 
analyze your business; d 
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Mrs. Elmer Paul, of Nevada, Iowa, is the kind 
of superlative housekeeper who rates the raised 
eyebrow from your wife and mine. 

She knows as much about labor saving as most 


management experts, and applies her knowledge 
effectively ...can dust with both hands, does spot 
mending at the ironing board, cooks two meals at 





A farmer’s wife, Mrs. Paul substitutes for the 
non-existent hired girl, as her husband has replaced 
the old fashioned hired man . . . with machinery, 
efficiency, better methods. 

And finds ideas and inspiration on how to do 
her job better and get more out of life from 
SUCCESSFUL FaRMING...guide book for better farm 
living as well as better farm business. 

SUCCESSFUL FARMING goes to nearly a million 
prosperous farm families (out of its 1,200,000 total 
circulation) in the fifteen agricultural Heart states, 
where farmers have a larger investment in land, 
livestock, building and equipment, better brains, 
better crops, better incomes. These SF subscribers’ 
average gross earnings are consistently more than 
50% higher than the national farm average. 


Wir a decade of unprecedented prosperity, 
mortgages reduced or paid off, farms electrified 
and increasingly mechanized, billions in savings... 
SF families are bringing their homes up to their 
new living standards, represent the world’s best 
automotive market. 

Mostly missed by general media, little touched 
by television, this market is deeply penetrated by 
SUCCESSFUL FARMING . . . with its high readership, 
selective content and editing, and a half century 
of practical service. SF is needed to balance and 


, ; thods for ‘ : . A ; a 
inn dann apematens a time... uses a mechanical dishwasher, electric _fill out any national advertising effort! ... Ask any 
and expenses; merchandising washing machine, dryer and ironer . .. has time SF office for full facts. 


plans for new cars, used cars, 
stockroom and service, and how 
to best maintain a high percent- 
age of absorption or overhead re- 
covery. : 

There certainly was a great in- 








1000 SOUND SLIDEFILMS! 
FREE LOAN — RENTAL — SALE 
For Training, sales or entertainment. The 
Sth edition of “SOUND SLIDEFILM 
GUIDE" lists and describes each. Only 
$1.00 See your Audio Visual dealer or 

write Dept. AN 12!. 


DUKANE CORPORATION 
ST. CHARLES, ILL. 












left for family, social affairs, and hobbies such as 
weaving, Christmas cookies, and flying lessons. 

Read all about her in “Use your head about 
housework” . . . in one of the great home service 
magazines— SUCCESSFUL FARMING, December issue. 


MerepITH PuBLisHinc Company, Des Moines; 
also New York, Chicago, Cleveland, Detroit, 
Atlanta, San Francisco, Los Angeles. 
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Prices Remain the Same as 1952 Models Bow .. . 





Chrysler Six to Offer Hydraguide 


IX-CYLINDER Chrysler Wind- 

sors shared the limelight with 
180-horsepower V-8’s as the 1952 
Chrysler went on display at U. S. 
dealerships Friday. 

Hydraguide power steering, hith- 
erto available only on V-8 models, 
will be optional with Windsor and 
Windsor Deluxe sixes this coming 
year. The six-cylinder engine has 
been improved and increased from 
116 to 119 brake horsepower. 

For the time being, prices are 
unchanged on the 1952 Chryslers. 

Increases may take effect later, 
however, contingent upon OPS 
approval of the reported Chrys- 
ler Corp. petition for price relief 
under the Capehart and conver- 
sion-steel amendments to Ceiling 
Price Regulation 1. 


The all-electric window lift and 
Solex windshield and window tinted 
glass are now optional on all 
Chrysler models, except .Custom 
Imperials, on which the all-electric 
window lift and Hydraguide remain 
standard equipment. 

* * * 

OSEPH A. O’MALLEY, Chrysler 

division general sales manager, 
explained that there were two basic 
reasons for limitation of design and 
engineering changes in new mod- 
els. 

“The demands of the rearma- 
ment program have created a sit- 
uation in the tool and die industry 
that would preclude the extensive 
tooling program entailed by drastic 
model changes,” O’Malley said. 

“Furthermore, Chrysler intro- 
duced more important new fea- 
tures in its 1951 line than ever 
before were offered by any manu- 
facturer in a single year. These 
included the 180-horsepower V-8 
FirePower engine, Hydraguide 
power steering, Oriflow shock ab- 
sorbers and Fluid-Torque Drive 
torque converter. 

“The tremendous public reception 
of the 1951 cars, plus the shortage 
of materials, prevented our coming 
anywhere near filling the demand 
for them this year and we carry 
into 1952 a bank of orders that will 
be augmented by the improvements 
in our new line. . 

“We do not claim that we have 
reached the ultimate, but we do be- 
lieve that our current offering is 
far ahead of the times.” 

* 7 * 


[paneer ALLY, all body styles 
are the same as corresponding 
models of the 1951 line. Wheelbases 
are 125% inches for the Windsor, 
Windsor Deluxe and Saratoga; 
131% inches for the New Yorker 
and Imperial, and 145% inches for 
the Custom Imperial. 

In keeping with industry trends, 
the number of body styles offered 
by Chrysler has been reduced by 
eliminating those of smaller produc- 
tion and those that are approximat- 
ed by others retained in the line. 
There remain 18 body styles. 

Those listed are: Windsor (6)— 
four-door sedan, club coupe, eight- 
nassenger sedan and Town and 
Country wagon; Windsor Deluxe 

(6)—four-door sedan, convertible 

coupe and special club coupe 

(Newport); Saratoga (8)—four- 

door sedan, club coupe. eight-pas- 

senger sedan and Town and 

Country wagon; New Yorker (8) 

—four-door sedan, convertible 
coupe and special club coupe 

(Newport); Imperial (8)—four- 

door sedan and special club coupe 

(Newport); Custom Imperial (8) 

—limousine and eight-passenger 
sedan. 


Solex tinted glass in windshield 
and all windows is said by Chrvsler 
to absorb the greater part of the 
wave lengths of solar radiation 
that are not useful for visibility, 
keeping the car cooler on sunny 
days. It is more visible from the 
outside and better able to carry 
out the bodv contours of the car, 
though hardly distinguishable from 
ordinary clear glass from the in- 
side, the Chrysler Corp. stated. 

It is also said to minimize fading 
of upholstery and seat cover fab- 
rics and to asorb many of the ultra- 
violet rays that contribute to glare. 

Improved performance and longer 
life for all Chrysler six-cylinder 
models is claimed through the high- 
er-powered engine. The torque 
available from this engine is higher 
at all speeds than that obtainable 





in the one it supersedes, O’Malley 
said. The torque curve of the new 
engine is much flatter at the peak 
and indicates an improved perform- 
ance at normal driving speeds, he 
added. 
+ * * 

fey bore remains unchanged at 

37/16 inches but the stroke has 
been increased from 4% to 4%, giv- 
ing an increase in cubic displace- 
ment from 250.6 to 264.5. The com- 
pression ratio remains at 7 to 1. 

With this compression ratio and 
the increased displacement, the 
gross brake horsepower increases 
from 116 to 119 at 3,600 rpm and the 
gross torque from 208 to 218 pounds 
feet at 1,600 rpm without increasing 
engine speeds. 

Longer life, improved economy 
and greater scuff resistance are 
claimed by Chrysler from the use 
of the new chromium-plated top 
piston rings and new wide-slot oil 
rings. The hard chromium sur- 
face curtails scuffing and is said 
to reduce cylinder-bore wear by 
as much as 50 percent, as well as 
to increase the life of the rings. 
Better initial oil control and 
break-in qualities of the new 
wide-slot oil rings are also 
claimed. 

Improved cooling in the six-cylin- 
der models is assayed by a 7 psi 
pressure release vent radiator cap. 
Less possibility of coolant loss due 
to boiling results from using this 
cap instead of the former psi cap. 
The increase in pressure increases 
the boiling point of the coolant. 

During the operation of an en- 





The 1952 Imperial— 





amount, regardless of the outside 
temperatures, Chrysler stated. 
When the outside temperatures are 
high, the resultant temperatures of 
the coolant are high. 

The 7 psi pressure-vent radiator 
cap is said to decrease the possibil- 
ity of the temperature of the cool- 
ant approaching the boiling point. 
This 7 psi cap has been in use on 
Chrysler’s eight-cylinder models. 


* * *x 


_— new tail light used on all 
models save the Imperial and 
Crown Imperial projects from the 
fender and contains an integral 
back-up light. The two separate 
back-up lights used on 1951 models 
thus are eliminated. 





On Display 





“a 


Here is the 1952 Chrysler Windsor club 
powered by the new improved “Spitfire” en 
a compression ratio of 7 to 1. 


at Chrysler Dealerships 


— 





Hydraguide Is Optional on Windsor— 


coupe. The Windsor models for 1952 are 
gine with horsepower increased to 119 and 


Hydraguide power steering, which was introduced in 


1951 on some Chrysler models, will be available for the first time as optional equip- 


ment on the 1952 Windsor models. The Windsor is available in four body styles. 











Inside the New Yorker— 


The interior of the 1952 New Yorker sedan features newly-styled hardware, uphol- 
| stery and trim. A 14-inch center armrest is standard on the front seat of the New 
gine, the temperature of the coolant | Yorker. The instrument panel is finished in brushed aluminum and black. A vinyl 
will rise approximately the same |kick-pad topped by a chrome molding is used on front-seat bases and door panels. 





The Chrysler Imperial, powered by the 180-horsepower FirePower V-8 engine, fea- 


tures numerous refinements for 1952. 


SIahi 


sedan and New- 





It is a 
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™ 
in six-p 9g 


port models with a choice of 13 solid colors and six two-tone paint combinations. 





AAA Allows Stock Engines 
For 1952 Racing Events 


CHICAGO.—Stock car engines, 
such as those being built by Chrys- 
ler, Cadillac, Oldsmobile, Hudson 
and Lincoln, will be eligible for all 
AAA championship races next year, 
except for the 500-mile Memorial 
Day classic at Indianapolis, The 
American Automobile Assn. contest 
board ruled here last week. 


According to Jim Lamb, execu- 
tive secretary of the board, the 
regulations will require basic en- 
gine design, but will permit some 
modifications. The board also voted 
to raise displacement for stock en- 
gines to 535 cubic inches. 


Col. Arthur W. Herrington, 
chairman of the contest board, 
presided over the banquet here, 
when medals and _ certificates 
were awarded to the leading driv- 
ers of 1951. 

Tony Bettenhausen, Tinley Park, 
Ill., was crowned 1951 AAA cham- 
pion. Others honored were Henry 
Banks, runner-up in the big car 
field; Art Cross, midget car cham- 
pion, and Roger Ward, stock car 
champion. 


Explaining that this is the first 
time in many years that stock en- 
gines have been allowed in 100-mile 
championship races, Lamb said 
that this is the first time also when 
stock engines have been produced 
with sufficient horsepower and per- 
formance possibilities to compete 
with the specially-designed racing 
jobs. 

Great interest was displayed at 
the meeting in the economy run 
which will start from Los Angeles 





next spring. The dates and the 
route for the event have not been 
determined yet. 

The meetings were attended by 
more than 150 race promoters, 
car owners, drivers, mechanics 
and representatives from the auto 
accessory and tire companies. 
Fourteen members of the contest 
board were in attendance, 

Some of the drivers felt that the 
stock engines might be too heavy 
to compete successfully with the 
regular racing engines of lighter 
weight. Lamb said that that prob- 
lem can be solved by use of alumi- 
num, by removing excess weight in 
other directions, and by eliminat- 
ing accessories and standard start- 
ers. 








Dealers Oppose 


Carcass Price Cut 


WASHINGTON.—Plans of OPS 
to lower the spelled-out ceiling 
prices on car tire carcasses met 
with opposition from a majority of 
the advisory committee of the tire 


}/and tube dealers. 


Carcasses are worn tires to which 
camelback is applied to make re- 
capped or retreaded tires, it was 
explained. 

The proposed reduction would be 
from $3.50 to $3 retail, and from 
$2.60 to $2.40 wholesale, in con- 
formity with findings of an OPS 
survey, it was said. 

The industry committee said if 
cuts were necessary, it would be 
better to take the lesser cut on 
the wholesale price as proposed 
than on the retail price, even 
though it would reduce the spread 
between wholesale and retail prices. 











Udies Label 


for Bonuses 


Defender of Santa Outvoted in NLRB Test; 
Ford of Canada Strike Enters 2nd Week 


(Continued from Page 6) 


tion, but the actual walkout was 
precipitated by the discharge of 26 
employes accused of fomenting 
slowdowns and wildcat stoppages. 


Rhys M. Sale, Ford of Canada 
president, insisted last week that 
the 26 men would not be rehired. 
George Burt, the UAW’s Cana- 
dian regional director, called on 
Sale to enter continuous negotia- 
tions in an effort to resolve the 
difficulties. 


Confronted since last spring by 
the union demand for a 30-cent 
wage “package,” Windsor auto 
makers have also had to contend 
with a sales slump. Another aggra- 
vating factor has been the an- 
nouncement of Ford plans to move 
its major Canadian operations from 
Windsor to the Toronto area. 


UAW President Walter P. Reu- 
ther disclosed that the national un- 
employment conference of local- 
union presidents would be held Jan. 
15-16 in Washington. Key mobiliza- 
tion and congressional leaders will 
be exhorted to help prevent fur- 
ther automotive cutbacks and lay- 
offs. 


* * x 


HE UAW International Execu- 
tive Board ordered locals to 
shun processing of grievance claims 
for guilty workers fired or dis- 
ciplined in plant gambling cases. 
“We can and must keep our un- 
ion free from racketeer and gang- 
ster control or influence by making 
certain that our grievance machin- 














The New Yorker for 1952— 


The 1952 Chrysler New Yorker Newport is powered by the 180-horsepower Fire- 
Power V-8 engine. The New Yorker has a wheelbase of 131% inches and an overall 





length of 213% inches. It is also available in convertible and four-door sedan models. 


ery is not used to protect the rack- 
eteers and gangsters who may be 
employed in plants under contract 
with the union,” said UAW Secre- 
tary-Treasurer Emil Mazey. 

The labor relations department 
of the U. S. Chamber of Com- 
merce forecast new drives in the 
near future for pension and wel- 
fare plans, coupled with “produc- 
tivity” wage raises. 

“Employes who have negotiations 
ahead,” advised Department Man- 
ager William B. Barton, “should 
obtain as much information as pos- 
sible about these issues.” 


A three-member NLRB panel or- 
dered R. D. Nesen, manager, and 
the Tri-County Employers’ Assn. at 
Oxnard, Calif., to accept AFL Ma- 
chinists Lodge 1831 as collective 
bargaining representative for auto- 
motive mechanics. 

The board also instructed Gilbert 
Motor Sales, Inc. (Ford), River 
Rouge, Mich., to bargain collective- 
ly with UAW Local 408. A hearing 
in the Gilbert-UAW dispute was 
held in Detroit last July. 


Oldsmobile Chiefs 
Confer with Field 


Service Force 


LANSING. — Seventy-five mem- 

bers of Oldsmobile’s field service 
personnel were here last week for 
a five-day national service meeting, 
according to Elmer E. Kohl, gen- 
eral service manager. 
, Oldsmobile’s technical and serv- 
ice program for its new models 
was explained, and the representa- 
tives in turn will present the plan 
to dealer service personnel through- 
out the country. 

Participating in the program 
were Kohl; G. R. Montgomery, as- 
sistant general service manager, 
who presented the 1952 service pro- 
motion program, and H. A. Klees, 
customer relations manager, who 
discussed the handling of owner 
complaints. 

W. J. Buxton, assistant general 
service manager, talked on space 
requirements. A. R. Beaudion pre- 
sented the training program for 
dealer personnel, while H. E. Stew- 
art spoke on accessory sales. 
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NADA Survey Unearths Shocking Attitude .. . 





next with 29 percent. 


ignoring priority lists. 
* * * 


Corrective Campaign 


Is in the Works 


S THE results of the survey 
‘i were made known by J. Eustace 
Wolfington, chairman of NADA’s 
public relations 
committee, final 
plans were being 
made to step up 
certain segments 
of NADA’s pub- 
lic-relations effort 
to correct mis- 
conceptions many 
Americans have 
about new-car 
dealers. 

The survey was 
made by the Ro- 
per firm on the basis of carefully 
tested questions, designed to guard 
against prejudiced or biased an- 
swers. 

Questions were asked of a sam- 
ple balanced to represent a na- 
tional cross-section. The sample 
consisted of 3,112 people, 21 years 
of age or older. 





J. E. Wolfington 








These were distributed in the 
sample so that they represented 
the entire population in microcosm. 
In every case the interviews were 
conducted by trained interviewers 
of the Roper organization. 

The overall trend of the survey’s 
answers, analysis showed, was not 
all bad. However, in the words of 
the analysis, it showed that dealer 
public relations “leave much to be 
desired.” 

It is this area of “improvement 
to be desired” that the intensified 
portions of NADA’s public relations 
campaign are already trying to 
cover. 

+ * * 


249% Give Dealers 


A Clean Bill 


iN THE general attitude question, 
24 percent approved completely 
of new-car dealers, 51 percent 
thought some dealers fine business- 
men doing a good job, although 
“you have to watch out when deal- 
ing with a good many of them,” 
and only 17 percent thought the 
whole system of selling new cars 
at fault, and in need of complete 
change. 

The striking attitude among 
younger people was singled out by 
the NADA analysis of the survey 
for special attention. The percent- 
ages were only slightly different, 
35 percent of people 21 to 34 years 
old mistrusting dealers while 31 
percent of people 35 to 49, and only 
22 percent of those over 50 believed 
dealers likely to take advantage of 
them. 

The NADA analysis, however, 
pointed to this as an area in 
which improvement is needed, if 
public relations are not to deteri- 
orate further as these younger 





likely to take advantage of them, with the dealer coming 


7. A majority of people think new-car prices are too 
high (the survey was made, by the way, before the last 
round of price increases and before excise taxes went up 
3 percent). Some think it is the automobile dealer’s and 
manufacturer’s profit that keeps the prices too high. 

8. Only about half the people questioned habitually go to 
their new-car dealers for repair and maintenance work. 

9. Many say they think dealers played favorites in times 
of shortages of new cars,{ ee ee ee 





people grow into their peak car- 
buying periods. 

The survey also revealed that 
attitudes toward new-car dealers 
were most favorable in the top 
income brackets, among people 
with the highest standards of liv- 
ing. The attitudes were generally 
most favorable also in the South 
and West, in smaller cities and 
towns and in rural areas; worst 
in the Northeast and in cities over 
50,000. 


* * * 


23% Blame Dealers 


For High Prices 


tye striking section of the sur- 
vey’s answers revealed that 57 
percent of the people questioned 
thought someone “is making more 
profit” than necessary. A total of 
75 percent thought prices too high. 
Of these, 23 percent blamed deal- 
ers, while 12 percent blamed manu- 
facturers and 14 percent blamed 
both. 

The same attitude among young- 
er people, more critical than the 
beliefs of older people, was found 
in the answers to this question, 
also. Another interesting split of 
opinions revealed that far more 
car owners (28 percent of the total 
sample) thought prices justified 
than people without cars (15 per- 
cent of these admitted prices were 
justified). 

A significant contradiction, ac- 
cording to the analysis of the tabu- 
lations, came to light when the 
sample was asked about used cars. 
A total of 35 percent—by far the 
plurality of the answers—said they 
would prefer to buy a used car 


OPS Order OK’d 
By Private-Brand 


Tire Retailers 


WASHINGTON.—Ceiling Price 
Regulation 62, covering manufac- 
turers’ prices for private-brand tires 
and tubes, is proving a workable 
and practical regulation from their 
standpoint, members of the Private- 
Brand Tire and Tube Industry Ad- 
visory committee told OPS officials. 


The committee endorsed a pro- 
posed amendment to the regulation 
which would permit private-brand 
owners, if it had been their prac- 
tice, to continue selling to their 
affiliated distributors on the basis 
of existing cost-plus contracts. It 
would also authorize them to buy, 
if it was their practice, at their 
pre-Korean discounts from the 
manufacturers’ list prices. 

The committee discussed the pos- 
sibility of OPS issuing a tailored 
regulation for tire dealers which 
would authorize them to sell tires 
against manufacturers or private- 
brand owners’ suggested selling 
prices, as has been the custom in 
the industry. 











Auto Men Visit Cleveland Ad Club— 


G. E. Brunner, manager of the Automotive, Aviation and Government divi-ion of 
B. F. Goodrich; Roy Fruehauf, president of Fruehauf Trailer, and Earl H. Lewis, White 


Motor sales vice-president, are shown at a 





meeting of the Cleveland Advertising club. 





Public Distrust of Dealers Bared 


(Continued from Page 1) 


from a new-car dealer, adding that 
they thought they would get a 
“better car” as well as a better deal. 

By comparison, 8 percent said 
they would rather buy used cars 
from dealers selling used cars 
only, and 26 percent said it would 
make no difference to them, 
while 18 percent would choose to 
buy directly from a former 
owner. 

Supporting questions revealed 
one of the reasons for this atti- 
tude: that most people think new- 
car dealers sell better used cars, 
better reconditioned, at better 
prices. In these answers, too, the 
preference for new-car dealers was 
more noticeable among car owners 
than among families without cars. 

NADA points out that the ma- 
jority favoring buying a used car 
from a new-car dealer were uncon- 
sciously voicing the best reasons 
for trusting a new-car dealer: 

“His good repair and overhaul 
service that rehabilitates the used 
car, his honesty in pricing used 
cars, the justness of his tradein 
allowances that will allow him to 
price used cars fairly, and so on.” 

* * *» 


Experience Plays 
Important Part 


——— explanations: Experience 
with dealers—though not neces- 
sarily direct-buying experience 
alone—seemed to be the reason for 
the split of opinions between car 
owners and non-owners, analysis 
of the survey tabulations revealed. 

The survey also discovered some 
remaining belief—probably remem- 
bered from war-time and shortage- 
periods—that dealers forced cus- 
tomers to take unwanted acces- 
sories. In earlier answers, 76 per- 
cent had said they thought most 
dealers followed this practice. 

But in direct questioning, an 
overwhelming 82 percent said they 
themselves had not been asked to 
take unwanted accessories. 

Here are some of the replies to 
questions on specific criticisms: 

“Unfair, dishonest delivery 

practices—buyers have to pay 
extra, pay under the table when 
cars are scarce; dealers play 
favorites, do not keep priority 
lists right; tradein demanded; 
buyers are given a run-around 
on delivery. 

“Bad price and profit practices— 
dealers charge too much, charge 
extra, pad prices, make too much. 

“Untrustworthiness—dealers mis- 
represent and over-rate cars, don’t 
keep their promises. 

“Dealers try to force buyers to 
take unwanted accessories, give low 
tradein allowances, resell new cars 
as used cars.” 

Figures show that most people 
emphasized the first three com- 
plaints. 

+ * * 
Room for Improvement 


In Service Business 


NAPA analysis found large areas 
for improvement in the tabu- 
lations on repair and maintenance, 
when only about half the people 
said they were in the habit of 
taking their cars back to the deal- 
ers who sold them, for repair and 
maintenance work. About a quar- 
ter went to repair garages, they 
said, while the remainder were di- 
vided among. people patronizing 
filling stations and those doing 
their own repair work. 

With reference to service, the 
breakdown into economic groups 
was significant: 

In the top economic bracket, 81 
percent said they took their cars 


,|to their dealers for service. 


In the lowest bracket, only 28 
percent patronized dealer service 
departments. 

NADA then points out: “A vast 
potential market for repair and 
maintenance work is not being 
persuaded.” 

Analysis is now being made of 
the large market among women, 
65 percent of whom said they 
“never” take the car down for re- 
pairs. 

New-car buyers and _ used-car 
buyers were evenly divided in the 
survey. Forty-nine percent said 
they bought their cars new, 50 per- 
cent said used and the 1 percent 
was composed of no answers and 

the “don’t knows.” 

All sections of the survey tabu- 
lations are still under close study 
by the NADA, however. 


agency. 





At Ad Council Meeting in Detroit— 


Motor City leaders at the recent Advertising Council meeting in Detroit when busi- 
nessmen heard John Foster Dulles, included (left to right) Noble D. Travis, vice-presi- 
dent, Detroit Trust Co.; D. E. Ahrens, general manager of Cadillac; H. J. Klingler, vice- 
president of General Motors, and H. T. Ewald, head of the Campbell-Ewald Co., ad 





Studebaker dealership for $12.50.” 

Shaffer said he found a few 
instances where the Army was 
still buying a part of which it 
already had as much as a 104- 
year supply on hand on a peace- 
time usage basis. 

Shaffer said that the attitude of 
most original parts manufacturers 
was one of disinterest when it 
comes to selling directly to the 
armed services. 

Rep. Clare Hoffman (Mich., R), 
who sat in on the hearings, held 
that such a “disinterest” was un- 
derstandable. He pointed out that 
military purchases vary in volume 
with conditions on the international 
front. 

* * e 
” HY,” Hoffman asked, “should 
a parts maker shun a regular 
customer, whose future volume he 
can depend upon, to do business 
with an erratic buyer.” 

Further, Hoffman contended, the 
Army would have to hire a huge 
staff of procurement people if it 
was to do all its business directly 
with unit manufacturers. He point- 
ed out that such a staff would be 
idle in times when the army wasn’t 
doing much buying. 

Stories of government con- 
tracts going to firms with no 

manufacturing facilities high- 
lighted the hearings at week’s 
end. 

Wilfred F. Steiner testified that 
he gets orders from the govern- 
ment for parts through the Hart 
Hydraulic Corp., which has no fac- 
tory. Steiner said he also owns the 
Steiner Machine Products Co., 
which acts as a subcontractor for 
the Hart firm. 

- * * 

HAFFER charged that there is 

laxity on the part of Army offi- 
cers in checking the status.of com- 
panies that are awarded govern- 
ment contracts. 

Although the committee early 
in the week invited auto com- 
panies to send witnesses to the 
hearings to comment on charges 
involving the names of their 
firms, Rep. Hardy indicated that 
he might not have time to hear 
them. 

Chrysler Corp, asked for permis- 
sion to present two hours of testi- 
mony. 

“That’s a lot of time,” Hardy 
said, “I'll have to think it over.” 

* + * 

EP. HOFFMAN said it was his 

opinion that if the government 
had been cheated out of $305,000,- 
000 on parts, the fault lies with 





Chicago Gas War 
Spreads to 2,000 


CHICAGO. — Price cutting by 
gasoline filling stations here con- 
tinued to spread last week, with an 
estimated 2,000 stations, out of the 
3,500, now engaged in the practice. 

Victor V. Postillion, executive di- 
rector of the Gasoline Retailers of 
Metropolitan Chicago, declared that 
before the movement ends it may 
take in all stations. Reductions 
ranged from two to eight cents be- 





low the regular price. 





Parts Deals Defended 


Army Witnesses at House Probe in Detroit 
Voice Satisfaction with Auto Buying 
(Continued from Page 2) 


Army officials and with the auto 
industry. 

“J am not in favor of chisel- 
ers,” Hoffman said, “but I do 
think that people who perform 
a useful service for the govern- 
ment should be paid for their 
work. And I also think if there 
appears to be an overcharge, they 
may have a reason.” 

Defending excessive parts stocks 
in Army warehouses, Hoffman em- 
phasized that the nation it not op- 
erating on a peacetime basis. 

“We have,” he said, “plunged 
into a military program bigger 
than in World War II.” 


Auto Ad Code 
Established by 


S. F. Examiner 


SAN FRANCISCO. — License or 
motor numbers are required for 
automobile advertisements in the 
classified section of the San Fran- 
cisco Examiner, it has been an- 
nounced by Guy Daniels, classified 
ad manager. 

The newspaper set up a five- 
point code for auto ads so that the 
reader may “select the cars they 
want with confidence that the ad- 
vertisement faithfully and accu- 
rately describes the car” and to in- 
crease the effectiveness of dealer 
advertising because of greater 
reader interest,” Daniels said. 

Other than the license number 
requirement, the Examiner asks 
that the ads conform to the fol- 
lowing specifications: (1) all ad- 
vertising statements must be accu- 
rate and not designed to mislead 
the reader; (2) any car advertised 
must be at the location advertised 
on the day of publication; (3) any 
car advertised must be in condition 
to demonstrate unless definitely 
stated in the advertisement, and 
(4) when full price is mentioned, it 
must be the amount the car will be 
delivered for excluding only taxes 
and license fee. 

It has been reported that the 
code was met with acclaim by the 
area dealers, and the paper re- 
ceived many congratulatory mes- 
sages from auto companies. 


Mellum Retiring 


As Nash Secretary 


DETROIT. — Horace J. Mellum 
will retire as secretary of Nash- 
Kelvinator Dec. 31, it was an- 
nounced Thursday. 

Mellum, 75, who has been secre- 
tary of Nash-Kelvinator since its 
formation in January, 1937, and 
secretary of Nash Motors Co. from 
August, 1916, maintains his office 
at the company’s Nash plant in 
Kenosha, Wis. Born in Chicago, 
Mellum became associated with 
Thomas B. Jeffery Co., predecessor 
of Nash Motors, on May 7, 1916. 

Godfrey Strelinger, of Detroit, 
treasurer of the corporation since 
April, 1944, has been elected secre- 
tary to succeed Mellum. Strelinger 
also continues as treasurer of the 
corporation. He joined Kelvinator 
Corp. in 1929 and has held execu- 
tive positions with both Kelvinator 
and Nash. 
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Commonwealth Grows 
Commonwealth Motor Sales 
(Ford), Richmond, Va., is erecting 
a used-car sales office at Chamber- 
layne Ave. and N. Lombardy St., 


company, has announced. The lot, 
Snead _ said, will accommodate 
about 75 cars. Commonwealth also | 
operates two automobile and truck | 
rental concerns—Autolease, Inc., on | 











— Coming Events== 








—_—_.. 





Cars Used by Royalty 
Now in Funeral Fleet 


Dealer Conventions 


Parker Snead, president of the!Sixth and Franklin Sts. 


NEWS COVERAGE 
of Localities in the Buffalo Market 


Williamsville for instance: 








A residential suburb of Buffalo especially attractive to business and 
professional families, Williamsville is home to 4624 people. 3653 
copies of the Buffalo Evening News are bought in Williamsville daily. 


Sell the News Readers 
and you sell the WHOLE 


BUFFALO MARKET 
BUFFALO EVENING NEWS 


EDWARD H. BUTLER KELLY-SMITH CO. 
Editor and Publisher National Representati 


WESTERN NEW YORK’'S GREAT NEWSPAPER 











IT'S GREAT TO BE A FORD DEALER ~¢ 9 | 
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BINDER for 


Automotive News 
ANSWERING many requests from our 

readers for a semi-permanent binder to 
retain this publication for ready--reference. 
Only recently have we been able to secure 
a quality binder which will stand the gaff 
and which we can recommend. This binder 
is covered with black Levant leather cloth, 
stiff sides, holds 26 issues of Automotive 
News in removable metal blades. Price om 
postpaid to our subscribers. 
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Lombardy, and Avis Service is ” 


Jan. 27-30, 1952—NADA convention, Wa!- 
dorf-Astoria hotel, New York City. 

March 10-11, 1952—Annual convention of 
Louisiana Automobile Dealers Assn., 
Hotel Jung, New Orleans. 

Apr. 7-8, 1952 — 13th annual convention, 
Missouri Automobile Dealers Assn. 
Muehlebach hotel, Kansas City. 

Oct. 19-21, 1952—Annual convention, Flor- 
ida Automobile Dealers Assn., Sans 

Miami Beach. 

* . * 


Souci hotel, 


Dealer Auto Shows 


Feb. 16-24, 1952—44th annual Chicago Auto 
Show, International Amphitheater, Chi- 
cago, 

Feb. 22- Mar. 1, 1952—Washington Auto- 
motive Trade Assn., National Guard 
Armory, Washington, D. C 

March 3-8, 1952 — 40th automobile show, 
Coliseum, Denver. Sponsored by the 
Denver Automobile Dealers Assn. 

March 7-16, 1952—Los Angeles Motor Car 
Dealers Assn., Pan Pacific auditorium, 
Los Angeles. 

March 8-15, 1952—Kansas City Auto Show, 
sponsored by Motor Car Dealers Assn. 
of Greater Kansas City, Municipal audi- 
torium, Kansas City. 

March 8-15, 1952—Pittsburgh Automobile 
Dealers’ Assn., Hunt Armory, East End, 
Pittsburgh, Pa. 

March 29-Apr. 6, 1952—Seattle Auto show, 
sponsored by Seattle Automobile Deal- 
ers Assn., Field Artillery Armory, Seattle. 


Aftermarket Shows 


Feb. 28-March 2, 1952—Pacific Automotive 
show, Pan Pacific auditorium, Los An- 


geles, 
March 20-23, 1952—l0th annual Southwest 
Automotive show, Sam Houston Colli- 
seum, Houston, Texas. 


* + * 

General 
Jan. 15-18, 1952—3Ist annual meeting, 
Highway Research Board, National 


Academy of Sciences, Washington, D. C. 

Jan. 22-24, 1952—Annual meeting, National 
Car Rental System, Inc., Delano hotel, 
Miami Beach. 


Jan. 27-30, 1952—I\\|th annual convention, 
Truck Liman Mfg. Assn., Hotel Sham- 
rock, Hous 

Feb. 7-8, 1952 13th annual meetina. Na- 





U.S. Swaps Steel 
For Aluminum 


With England 


WASHINGTON. — An ingenious 
“swapping” plan, under which the 
U. S. will get critically scarce 
aluminum and Great Britain will 
get a similar proportion of equally 
vital steel, was announced last 
week by DPA-NPA Administrator 
Manly Fleischmann. 

At the same time, Fleischmann 
hinted broadly that the deal was 
additionally important because it 
may prove to be the pattern for 
other, more extensive Anglo-Amer- 
ican exchanges to solve several 
outstanding shortage problems. 
The aluminum, produced in Can- 
ada, will become available to the 
U. S. at the rate of 4,409,000 pounds 
monthly for five months beginning 
immediately. 

In exchange, Fleischmann stated, 
the U. S. will allocate to Great 
Britain a similar amount out of 
U. S. production beginning in the 
last quarter of 1952. 

Fleischmann said that he hoped 
it would be the first of many simi- 
lar instances of cooperation among 
nations of the free world toward 
the solution of the current acute 
international shortage of metals. 
“The additional aluminum to our 
national supply is particularly wel- 
come,” Fleischmann said. “It un- 
questionably means the difference 
between survival and disaster for 
thousands of small business firms 
which could not have existed on the 
reduced allocations of aluminum 
originally thought necessary for the 
first quarter.” 

He said the two nations intend to 
continue negotiations to study use 
of British facilities for rolling 
structural steel shapes from Amer- 
ican ingots. 

Great Britain, which will be al- 
lowed to place orders for about 46,- 
000 tons of “premium price” ingots 
in the first quarter of 1952, will be 
allotted 25,000 tons of finished steel 
products for the same period. 





Sears Allstate Insurance 


OK’d in Massachusetts 
BOSTON.—Sears. Roebuck’s All- 
state Insurance Co. has been quali- 
fied to do business in Massachu- 
setts, it was announced by Dennis 
E. Sullivan, state insurance com- 
missioner. 

Allstate, which has been turned 
down in Massachusetts three times 
since 1930, will cover automobiles 
and trucks mostly and will be ad- 
vertised in Sear’s mail catalogs 











here. 


| tional Council of Private Motor Truck 


VANCOUVER, B. C.—John D. 


Hanna, president of Center & 
Hanna, Ltd., funeral directors, 
has purchased two of the Cadil- 


| Owners, Hotel Statler, Washington. 


| Feb. 7-18, 1952—I3th annual meeting Na- 
tional Council of Private Motor Truck 


say _ Hotel Statler, Washing- lac limousines used by the Royal 
ton, * Ps bn 
Feb. 18-19, 1952—American Petroleum in. | DSFty during the recent visit of 


Princess Elizabeth and the Duke 
of Edinburgh to Vancouver and 
Victoria. 

The Cadillacs were purchased 
from Bowell McLean Motor Co., 
Ltd., Vancouver, and will add to 
the fine fleet of funeral cars 
operated by Center & Hanna. 


stitute Book-Cadillac hotel, 
Detroit. 
March 22 - April 6, 1952—Chicago Interna- 
tional Trade Fair, Navy Pier, Chicago. 
Apr. 7-9, 
Truck Leasing System, 
hotel, Chicago. 
May 16-17, 1952 — Southeast Automotive 
Show conference, Asheville, N. C. 
June 23-27, 1952—50th anniversary meeting 
American Society for Testing Engineers, 
New York City. 


meeting, 


1952—Annual meeting, National 
Conrad Hilton 





Lewis Hartman Nash 





x * 
. . Lewis Hartman is the new Nash 
a: ah Pr ue nag + Actomotive [dealer in Grass Valley, Calif., it is 
an. — Society o utomotive 
Engineers, annual meeting, Book-Cadil- reported by W. E. Boyer, zone 
lac hotel, Detroit. manager. 





there isa HERMAN BODY designe 


for your Customers’ Specific Needs! 





DELIVERS THE GOODS 
The HERMAN WHOLESALE Refrigerated 40° AT THE 
Delivery Body For Store Delivery STORE! 


Complete with all equipment necessary to maintain a continuous 40° 
product temperature 24 hours per day. Especially designed for store 
delivery of dairy products . . . meats . . . etc. Available as a package 
—No engineering to do with customer. Write, wire, or phone collect 


HERMAN BODY COMPANY 


ADVERTISEMENT 








ST. LOUIS 10,MO 














CARLIFE GUARANTY “72” 
LICKS DEALERS HEADACHES 


CARLIFE GUARANTY “72” relieves the headaches caused by 
idle service shops, because it brings back 72% of your new car 


customers regularly for service. CARLIFE GUARANTY “72” 
relieves headaches caused by dissatisfied customers, because you 
pay their policy claims without cost after the expiration of their 
new car warranties. This retains them as friends and future cus- 
tomers. CARLIFE GUARANTY “72” relieves headaches caused by 
insufficient cash reserves, because it starts accumulating cash for 
you almost immediately. CARLIFE GUARANTY “72” relieves 
headaches caused by the loss of valued customers, because under 
this tested approved plan they must return for inspection and 
lubrication each month, or every 1,000 miles. CARLIFE GUAR- 
ANTY “72” is not a cureall, but it will aid you, as it has thousands 
of others, to make your business more secure, more profitable, and 
more pleasant. 


It costs you nothing to get the inside story of this ORIGINAL, 
UNIQUE PLAN that protects the future of your dealership by pro- 
viding a continuous flow of service business month after month, and 
builds cash reserves. There's nothing like it. 


MAIL THIS COUPON TODAY FOR FREE INFORMATION 


mote ———_ 
The Carlife Guaranty Co. Phone VErmont 8-5077 
8827 Strathmoor, Detroit 28, Michigan 


RUSH us more information concerning CARLIFE GUARANTY “72” 
without cost or obligation. Show us what other dealers are 
doing. 
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Week’s Total Up a Little . 


Alltime U.S. Output 
Near 100 Million Cars 


(Continued from Page 1) 


back in production after a three- 
week shutdown because of a sup- 
plier tieup, 
truck production total is likely 
to reach 1,425,000, or about 80,000 
more than were built last year. 

Meanwhile, auto makers have al- 
ready resigned themselves to a| 
second-best rating as far as annual | 
car production marks are con- 
cerned. With just a few more days 
of production time left, 1951 car 
output trails last year’s record- 
breaking pace by more than 1,200,- 
000 units. 

* + * 

a. U.S. plants appear 

likely to wind up 1951 having 
built 5,373,000 cars. Except for 1950, 
they have never produced that 
many cars in any single year. Final 
1951 car output likely will show a 
20 percent drop from the 6,658,510 
that were built last year. 

Illustrating how deeply ma- 
terial restrictions have cut car- 
building operations since June, is 
the fact that of the 5,373,000 cars 
likely to be built in 1951, more 
than 3,000,000 were accounted for 
in the first half of the year. 

The building of the auto indus- 
try’s 100-millionth car is likely to 
be a milestone in car makers’ his- 
tory that will go virtually un- 
noticed. The industry is more con- 
cerned now with problems that 
must be met in building the next 
million cars or so. 

Beginning in 1900, when 4,192 
cars were built, it took the auto 
industry just 51 full years to reach 
the 100-million landmark. The first 
million cars rolled off assembly 
lines by 1912. 

+ 
THIRTEEN years later the 25- 
millionth mark was reached. In 
1935, the 50-millionth car was built; 
in 1946, the 75-millionth. It took 
just five postwar years to account 
for the last 25 million. 

How long it will take the auto 
industry to build another 100 mil- 
lion cars is indeterminable. How- 
ever, it appears certain that the 
industry will be held to a slow start 
in 1952. 

New and stiffer procedures, to 
insure that civilian production 
stands aside for military output 
and other programs rated essen- 
tial to defense, were announced 
last week. 

DPA Administrator Manly 
Fleischmann said the new rules are 
designed to assure output of com- 
ponents for military production, 
machine tools and expansion pro- 
grams of the Atomic Energy Com- 


mission. 

EXAMPLES of the components to 
which new rules will apply are 

valves, electric motors, fasteners 

and even nuts and bolts—all neces- 

sary in both military and civilian 

output. 

Fleischmann mentioned no par- 
ticular industry, but he said also 
that cutbacks in civilian produc- 
tion will be steeper in the second 
quarter of 1952. He said reduced 
material allotments may make it 
difficult for some concerns to op- 
erate. 

Fleischmann said that from now 
on new rules will assure that if 
a certain component is needed by 
an automobile manufacturer and a 
military producer, the auto manu- 
facturer will be “bumped” aside. 

So far the National Production 
Authority has not assigned the auto 
industry any official production 

quotas for the second quarter of 
next year. It is believed, however, 
that they are ready and that man- 
ufacturers may get them in the 


Auto Stocks 
Dec. 


* * * 





Cc. 1951 
12 5 High 

Chrysler 69% 69% 82% 65% 
Crosley 2% 23% 5% 2% 
GM 51% 0% SiC«AA 46 
Hudson 12% 12% 20% 12% 
K-F 5% 5% 8% 5% 
Nash 18% 18% 22% 17% 
Packard 4% 4% 6% 4% 
Stude. 31% 31% 35% 25% 
Willys 9% 8% 12 1% 
Average 22.91 22.30 


Compiled from reports of trading on the 
N. Y. Curb and N. Y. Stock Exchange. 





this year’s record | 


w/35,811 units sold 


mail this week 
announcement. 
For the first quarter of 1952, 
| U.S. plants are supposed to be 
allowed to make 1,006,000 cars 
| and 240,000 trucks, exclusive of 
military units. 

If second-quarter production quo- 
|tas are shaved below those totals, 


prior to public 


GMC Meeting at St. Paul— 

















(U. S. PRODUCTION ONLY) 














| Week Week Jan, 1 Jan, 1 
| Ended Same Ended Dec., to to 
Dec. 15, Week, Dec. 8, 1951 Dec. 16 Dec. 15 
1951 1950 1951* to Date 1950* 1951* 
CHEVROLET 6,598 10,443 6,074 12,672 469,487 417,535 
CROSLEY ............ 30 26 32 62 550 769 
DIAMOND T........ 150 187 151 301 6,443 7,446 
, Sere 96 99 100 196 4,760 4,297 
DODGE ..... 3,870 3,943 3,624 8,020 116,679 162,691 
FEDERAL . 60 95 60 120 1,752 2,542 
RS 5k 20y das cdanagaseiga crusiitven 5,409 7,184 5,415 10,824 331,867 312,339 
Ren een Aree 2,512 2,807 2,478 4,990 104,669 123,940 
INTERN ATIONAL Waser 2,498 3,765 213 2,511 99,387 144,704 
—_° aeia 265 341 245 510 11,720 13,954 
aieiibia ciate be teuans Giessdsesssaes 398 338 359 157 8,560 14,274 
a Sictdiacpuaste 1,240 1,109 1,123 2,363 48,225 49,396 
WHITE Se aba 374 421 346 720 14,010 16,134 
WILLYS-OVERLAND > 2,207 1,621 1,700 3,907 46,502 93,213 
MISCELLANEOUS . 291 210 291 582 9,370 15,548 
Total Trucks, U. S.... 25,998 32,589 22,211 48,535 1,273,981 1,379,282 
Total Cars, Trucks, 
U.S. ene 116,133 164,919 113,669 232,562 7,714,114 6,606,938 
Total Cars, Trucks, 
Canada .............. 5,827 5,331 5,584 11,411 371,943 394,689 
Grand Total 


Cars and Trucks, 
U. S. and Canada 


121,960 170,250 119,253 243,973 8,086,057 7,001,627 





a 


*Revised. Mi us i 
Drive, Sterling, Nek, ete. 





Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 





New-Car Sales 
In Canada Drop 
48% in October 


OTTAWA.—The decline in sales 
of new vehicles, which has been 
apparent in recent months, contin- 
ued in October, the Canadian gov- 
ernment announced, adding there 
were 22,708 new vehicles sold in 
October, down 37 percent from the 
in same month 
last year. 

In the 10-month period ending in 
October, 343,028 new vehicles were 
sold as against 367,615 a year ago. 

The sale of new cars was mainly 
responsible for the decline in Oc- 
tober. The number of new cars sold 
decreased 48 percent from the same 
month last year and retail value 
was 36 percent lower. New com- 
mercial vehicles were only 4 per- 
cent lower in number sold. 

A total of 13,540 new cars was 





|sold in October, compared with 26,- 
262 last year and 9,168 commercial 
vehicles compared with 9,549 a year 
ago. 

Dealers in all areas showed lower 
sales records in October for new 
vehicle business. 





McKay Warns Dealers 
Of *52 Discount Battle 


WASHINGTON.—R. D. Me- 
Kay, president of NADA, 
warned dealers in a letter last 
week that the OPS “is not tak- 
ing the Herlong amendment ly- 
ing down,” and that the agency 
is preparing now a propaganda 
campaign against the measure. 

McKay cautioned the dealers 
to be alert on this score, because 
almost certainly, he declared, 
when 82nd Congress meets on 
Jan. 8, 1952, OPS will offer an 
amendment to destroy the deal- 
er’s historic discount. 























Attending the function 





|W. Wilson, 64, president and gen- 


eral manager of Greensboro Motor 
and past-president of the 
Greensboro Automobile Dealers 


»|Assn., died recently after a long 


period of ill health. 
Mr. Wilson had been associated 
with the motor company for the 
past 25 years. 
* 


George M. Peters, 55, 


Chevrolet Truck Aide 


WASHINGTON.—George M. Pe- 
ters, 55, truck manager for Chev- 
rolet’s eastern region, died Nov. 30. 
He had been with Chevrolet for 32 
years, beginning with the old Mar- 
tin-Perry Corp. 

*” *~ 
George J. Wynings 

PHILADELPHIA. — George J. “Wynings, 
46, district sales manager for Chrysler 
division, died suddenly last week in the 
Naval hospital. He had been with the 
company since September. 1945. 

* 


George W. Davies 
MUSKEGON, Mich.—George W. Davies, 
62, general sales manager at Sealed Power 
Corp. since 1933, died Dec, 3 at his home. 
Mr. Davies had been associated with 
Campbell, Wyant & Cannon Foundry Co. 
and Fitzjohn Coach Co. 
* * * 
D. J. Harris 
MOUNT VERNON, O. — D. J. Harris, 
president of Harris Motor Sales (Pontiac) 
here, died on Dec. 8 of a heart ailment. 
Mr. Harris had been an auto dealer here 
for 33 years. 
* * * 

Charles Maynard 

Ky. — Charles Maynard, 44, 
owner of Economy Chevrolet Co.. was 
killed Dec. 2 on his farm east of here 
when his tractor overturned. 


William P. Martin 
WINNFIELD, La.—William P. Martin, 
64, automobile dealer here, died in a hos- 
pital at Shreveport, La., Nov. 26. He 
operated a Hudson dealership here from 
1937 to 1950. 


LOUISA, 


* . 


William F. Roth 
PHILADELPHIA.—William F. Roth. 80, 
pioneer in the automobile and truck busi- 
ness, died Dec. 3. He had been manager 
of Packard’s truck department here and a 
representative for White ané Reo. 
* 


Michael P. Hughes 
LINWOOD. Pa.—Michael P, Hughes, 49, 
manager of an automobile dealership here, 
died suddenly. 
* * * 
E. Conley Arnold 
LOUISVILLE. — E. Conley Arnold, 52, 
owner of two used-car lots here, died Dec. 
2 at his home. He had been an auto 
dealer for 20 years. 


pemicnlid _53 
Aids Blind 
Catholic Group Cites 
Ohio’s Medick 
COLUMBUS, O. Charles W. 


Medick, of L. E. & C. W. Medick 
|Co. (Ford), was initiated into “the 
|club of champions,” a Catholic 
|youth organization which honors 
contributors to charities. 

He was cited at the CYO’s an- 
nual boxing tournament held in 
Chicago for aiding blind persons 
through an organization he heads 
|for training leader dogs. Medick 
|has been providing classes for the 
blind without charge. 
| Bishop Bernard J. Sheil, Catholic 


At the new St. Paul zone, more than 300 GMC dealers attended a parley recently | prelate, said Medick’s group has 
to meet the new zone manager, G. R. Blackburn (far right). 


been cooperating closely with the 


poe pd ad pose Mace Bong were, left to right, John R. Fleck, Bismarck, N. D.; Theodore Schultz, Mayville N. D.;| Pilot a ie Foundation, which 
also be changed from what they|John E. Johnson, GMC truck and coach division manager; W. C. Robinson, Billings, dogs. unis for ( Go 
are now. Mont.; L. B. Vidal, Rapid City, Ss. D., and Blackburn. 
ap; tra Output Estimates GMC Sees Banner Market 
6 
By Automotive News When War Crisis Ends 
PASSENGER CARS ST. PAUL,, Minn.—J. E. Johnson,| Minnesota, North and South Da- 
(U. S. PRODUCTION ONLY) general sales manager of GMC| kota, Montana, Wisconsin, Wyom- 
wrest , Week dan. 1 ~~ 1 | Truck division, told more than 300] ing and Iowa, met with factory 
en ts, wan, Dee's. a ®15,|dealers here that while truck pro-| officials here for a preview of a 
1951 1950 1951*. toDate  1950* 1951* | duction will be cut back temporari-| new model, and to meet G. R. 
CHRYSLER .... 19,701 14,946 20,187 39,888 1,175,514 1,203,934 | ly next year under the government's; Blackburn, zone manager for the 
Chrysler .................. 2,883 4,702 3,016 5,849 165,898 160,716| controlled materials plan, they! newly-created zone. 
ke bd 2,240 3,434 2,195 4,435 125,851 118,045|Should prepare for a tremendous! Johnson pointed out that one 
ee 5,402 5,381 5,254 10,656 324,896 314,884 | Post-emergency market. method to increase prestige during 
ee 9,226 1,429 9,722 18,948 558,869 610,289 The dealers, who came from |this period was an active com- 
anagem: 19,147 28,680 22,594 44,175 1,506,127 1,154,129 modity relations program to make 
IS eSdonciconiecocloes tie 16,060 21,127 17,870 85,708 1,149,962 890,080 | Obituaries a + a 
Lincoln ................... ae nee 33,943 24,529 | —__— GMC took fir  phise ta: ue 
Mercury ................. 3,087 6,641 5,224 8472 822,222 289,570 ; um and eoateren @ 
GENERAL moTORS” $8,624 67.505 38649 77.278 2,926,655 2,208,136 Russell Firestone, 50, truck sales in 1951, and captured 10 
RRS 6,944 12,369 6,933 13,877 535,942 397,611| Tire Company Director een te ae na ae 
Cadillac... 1,910 2,188 1,887 3,797 105,945 101,983] new YORK — Russell A. Fire-|U0S:, it was reported by R. C 
Chevrolet. ................... 18,572 34,391 18,486 37,058 1,449,754 1,090,310) tone 50 director eines 1932 of ae assistant general sales 
ol SNe ; y ‘ , irestone Ti ; 
ae. 6438 10671 6.501 12934 449,968 387,128 | Firestone Tire and Rubber Co. and) W. L. Vande Water, GMC mer- 
ona 4 4 " ‘ -| chandising manager, told the 
_——— FRAZER ........ 1,124 3,803 1,097 2,221 mod 93,196 Firestone, died here Dec. 12 after! dealers that in view of the rap- 
Kaiser... “1124 38081097 «2,221 133,882 93,196" Lone ‘lines. Sey expanding Sheol saactest, Sp 
oo = co os -— 71216 471¢|, He joined the Firestone company company’s mobile Diesel service 
—eeox 1080 3,993 948 2,388 136,092 91.188 in 1924, became general manager| school program is being acceler- 
— 3279 4046 «3,276 181.040 155,729 |0f the company’s mechanical rub-| ated to accommodate a greater 
PACEAnD 1445 (2088S pen "900 67,827 -—«-74,624|PeT soods division in 1932 and 11) group of dealer and customer 
ancien ‘AKER | fete 42 18 5.668 2 676 6,894 258,996 214.914|¥°2"S later became assistant treas- — Fagg se 
ois . 5 . urer. n a on, Vande Water said 
WILLYS-OVERLAND}+ 1,107 891 541 1,648 37,067 27,099 * * * that the mechanic training program 
Total Cars, U.S... 90,135 132,880 91,458 184,027 6,440,193 5,227,656|L. W. Wilson, 64, Former | Wii,he patalleled by Diesel sales 
¥includes station wagons and Jeepsters. *Roevised. ‘Greensboro Assn. Head ore who have never sold Diesels 
N. C.—La a> 
COMMERCIAL CARS GREENSBORO, Cc | Cie speakers for the occasion 


were Jack Atkinson, assistant gen- 
eral parts and service manager, and 
B. M. Wilton, product section man- 
ager. 

The dealers and the group of fac- 
tory officials for Pontiac were wel- 
comed by J. H. Crisman. GMC re- 
gional manager, and Blackburn, 
who was host for the meeting. 


Allotment Penalty 
Given Armstrong 


WASHINGTON.—NPA last week 
ordered Armstrong Rubber to re- 
duce its authorized consumption of 
;new rubber by 920,084 pounds in 
| December. NPA charged the West 
Haven (Conn.) firm exceeded its 
allotments by exactly that much 
between July 1 and Sept. 30, this 
year. 

Included in the penaltv order 
were these Armstrong affiliates: 
| Armstrong Rubber Mfg. Co., Arm- 
strong Tire & Rubber Co. and Arm- 
strong-Norwalk Rubber Corp. NPA 
estimated that the firms have pro- 
= 92,000 tires with excess rub- 
er. 

NPA said there was no evidence 
that Armstrong deliberately exceed- 
ed its quotas. “The violations as 
admitted,” an NPA statement said, 
|“were occasioned by erroneous in- 
terpretation of regulations.” 


12 Service Aides 
Feted in Detroit 


| DETROIT.—Twelve visiting serv- 
|ice instructors of Ford overseas 
distributors were honored here by 
Dave Nash, executive director of 
K. R. Wilson, Buffalo, builders of 
Ford shops equipment. 

The instructors arrived for spe- 
cial courses on the service opera- 
tion of 1952 Ford cars and trucks, 
and included representatives from 
Central and South America, Japan, 
Philippine islands and other coun- 
tries. 

Representatives of the Wilson 
company who were present includ- 
ing Nash, were: Egon E. Rassow, 
export manager; Earl Breech and 
H. Westland, Detroit. 
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Capehart Price Hikes Eyed. . . 





Chaos Still Reigning 


After Year of Ceilings 


(Continued from Page 1) 


tion forbids dealers who missed 
Saturday’s Form-98 deadline from 
making any new-car sales until the 
preparation - and - conditioning - 
charge report is filed with OPS dis- 
trict offices. 

As a result of last-minute advice 
from NADA, the Dec. 10 deadline 
for posters and invoices was over- 
looked by many dealers for whose 
makes OPS had not issued Special 
Orders. 

In the face of an OPS press 
release to the contrary, NADA 
told dealers that the absence of 
effectuating Special Orders ab- 
solved them from meeting the 
Dec. 10 deadline. OPS had issued 
its press release in the form of a 
“reminder” to all dealers. 

The conflict grew from a repeat- 
ed NADA‘ argument that dealers 
cannot “pasic prices” until 
OPS has certified such ceilings for 
the various new-car lines. It was 
this position, abetted by the Nov. 1 
excise tax increase, which prompt- 
ed OPS to defer the original poster- 
invoice deadline from Nov. 5 to 
Dec. 10. 

Yet, by the morning of Dec. 10, 
OPS had released Special Orders 
for only four makes—Kaiser-Fra- 
zer, Packard, Studebaker and 
Willys - Overland. Special Orders, 
covering the Big Three, were an- 
nounced late last week, well past 
the Dec. 10 deadline. 

* * - 
Willys-Overland order certi- 
fied “basic” prices for that com- 
pany’s station wagons and also re- 
vealed new retail ceilings for its 
new line of “aero” cars, yet to be 
publicly announced. The Willys car 

“basic prices” follow: - 

Deluxe L-head 675, $1,718.25; 
Super Deluxe L-head 685, $1,915.25, 
and Custom F-head 685, $1,984.20. 
These prices do not include acces- 
sories, taxes or charges. 

Other highlights of a busy auto- 
motive price week included an 
announcement that OPS was 
finally catching up on extending 
‘to accessories the 3% percent 
price advance granted on all new 
cars last March 1. The raise in 
accessories prices was effective 
Saturday at factory levels. 

Following slight price increases 
in Big Three truck models under 
the conversion-steel cost plan, Ford 
served notice it would ask for Cape- 
hart-formula price boosts of ap- 
proximately 3 percent on parts and 
accessories, 6.3 percent on tractors 
and unspecified amounts on trucks. 

Chevrolet and Dodge were ex- 
pected to join Ford at a later date 
in asking further truck price relief. 
SR 4 to CPR 30 allows for Cape- 
hart cost relief on trucks, parts and 


tractors. 
7 . = 


Sheps Capehart-amendment' go- 
ahead for prices of new cars is 


* embraced by SR 1 to Revision 1 of 


CPR 1; the 3% percent accesso- 
ries price increases, by Amendment 
3 to Revision 1 of CPR 1, and the 
conversion-steel cost formula, by 
Amendment 2 to Revision 1 of 
CPR 1 

Revision 1, announced in Septem- 
ber, permitted new-car builders to 
take price recognition of labor and 
materials costs up to last March 
15. SR 1 to Revision 1, the Cape- 
hart plan, advances the labor and 
materials cutoff date to July 26 and 
makes allowance for previously-un- 
recognized plant overhead costs. 

SR 1 spells out allowable over- 
head factors and details 22 cost 
items separate from overhead 
which the OPS will not accept in 
price increase petitions. Among 
the cost items barred by OPS 
are: 

Above-normal depreciation, in- 
ventory losses, accelerated amorti- 
zation of emergency facilities, most 
depletion, profit-sharing, interest, 
losses on sale of capital assets, nat- 
ural catastrophe losses, capital ex- 
penditures and “unreasonable or 
excessive expense accounts or en- 
tertainment costs.” 

The new regulation defines over- 
head as all “normal” costs of op- 
eration, beyond already-recognized 


labor and materials expenses and 
excise, sales, income or profits 
taxes. 


* * * 


A THREE-CENT cost - of - living 
pay boost given auto workers 
last June 1 will be allowed inclusion 
in Capehart petitions, although 
OPS will not consider the four-cent 
“productivity” raises handed out at 
the same time, because the Wage 
Stabilization Board insisted that 
auto makers absorb the latter in 
profits. 

Meanwhile, OPS Chief Michael 
V. DiSalle said that Ceiling Price 
Regulations 22 and 30 would be- 
come fully effective Dec. 19. All 
truck, parts and tire makers, among 
others, will be required to price 
under these regulations after 
Dec. 19. 

After figuring their new “price 
increase adjustment factors” under 
the new Capehart formula, new-car 
makers must submit them to OPS 
for approval before they can effec- 
tuate new ceilings. 

Within five days after they re- 
ceive OPS approval, makers must 
file with the agency their new 
wholesale and factory retail prices. 
Auto firms must compute their 
conversion-steel costs every six 
months to see whether there have 
been any new increases or de- 
creases. Conversion-steel cost hikes 
can be passed along immediately, 
while reductions must be applied 
within 30 days. 


* * * 


EEKING to hasten distribution 

of OPS Special Orders on ceiling 
prices, NADA proposed last week 
that the factories be made the dis- 
seminating agencies for such trade- 
wide releases. Special Orders an- 
nounced to date have been avail- 
able to dealers only’ through OPS 
district offices. 

The Texas Automotive Dealers 
Assn., concerned over problems 
faced by Texas dealers in filling 
out OPS Form 98, advised its mem- 
bers to calculate “reasonably accu- 
rate estimates” of preparation and 
conditioning charges in cases where 
such charges have not been sep- 
arately itemized. 
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Kindly Acknowledge 
Advertisers availing themselves of this 
Want Ad Section are requested to ad- 
vise all respondents if and when their 
wants have been fulfilled. A post-card 
will do and your courtesy will help 
us maintain the present high regard 
which this department enjoys. 
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HELP WANTED 


CADILLAC - OLDSMOBILE - GMC volume 
dealer has opening for qualified aggres- 
sive service manager in large southeast- 
ern Virginia city. Mast be capable of 
supervising service department doing be- 
tween $12,000 and $15,000 customer la- 
bor sales monthly. New spacious service 
department with modern facilities. Ex- 
perience, education, character and refer- 
ences important. Write Box 5663, c/o 
Automotive News, Detroit 26, for ap- 
pointment. 


SALESMEN (2) with car. 
following for Virginia, Kentucky, and 
West Virginia. Large Philadelphia auto- 
motive distributor of replacement parts 
and accessories. Salary, car expenses 
and liberal commissions. Experienced 
only. We prepay all shipments. Write 
qualifications. Box 5696, c/o Automotive 
News, Detroit 26. 


SERVICE SALESMAN for large Detroit 
Chevrolet dealership. Prefer married man 
25 to 35 years of age. Should know 
G.M. policy and collision estimating. Man 
selected will be paid salary and commis- 
sion. Give complete work history and 
references in own handwriting. Box 5695, 
c/o Automotive News, Detroit 26. 








New car dealer 





California. Low Rates 


received. Display Ads: 
WANT AD DEPT., 


EIGHTEEN CENTS 


at regular rates, but if signed "Box No. . 


(18¢c) 


per insertion. 


AUTOMOTIVE NEWS, PENOBSCOT BUILDING, DETROIT 26, 


CLASSIFIED WANT AD DEPARTMENT 


Reaching an estimated 100,000 readers engaged in all branches of the automotive industry from Maine to 
PER WORD for each insertion. Cash in advance. Position 


Wanted Ads accepted at half-rates to encourage this classification for the benefit of our employing read- 


ers. Count initials and groups of numbers as one word. Ads may be signed with your full name and address 
, in care of Automotive News, Detroit 26, Mich.’ add One Dol- 
lar ($1) per insertion for address and extra service as replies are forwarded, 
$9.80 per inch, 


unopened, the same day 


MICH. 








HELP WANTED 


POSITION WANTED 


DEALERSHIPS AVAILABLE 








SALES MANAGER 

who can sell Dodge and Plymouth cars and 
Dodge trucks. Have been Dodge dealer for 
11 years in this city of 40,000 in rich wheat 
belt in northwestern Oklahoma. We want a 
man who will run the place while we are 
gone, but not try to run it while we are 
here. He should be old gh to d 
the respect of ocepet but not so old that 
he has lost his enthusiasm. We are looking 
for a man who will be loyal to our firm and 
our products. He must have the interest of 
the company as well as his own interests in 
mind in his dealings. In return for his loyalty, 
faithful pursuit of his job and resourcefulness, 
we will share the gross profit of car and 
truck sales with him. In other words, we will 
set him up in business without any investment 
on his part, except in time and energy. The 
more money we make, the more he will make 
and the ‘'sky is the limit." If you feel that 
you can qualify, write giving full particulars 
as to: age, marital status, experience, refer- 
ences and availability. No inquiries will be 
answered unless all information is given. 
Write Ed Kitchens, Kitchens Motor Co., P. O. 
Box 232, Enid, Okla. 








AUTO PARTS SALESMEN. We offer a 
rare opportunity for aggressive salesmen 
interested in a good future. Curtis Indus- 
tries, Inc., a Cleveland. Ohio, manufac- 
turer and national distributor of automo- 
tive parts sold direct to dealers and 
fleets, has openings in all parts of the 
country for capable sales representatives 
due to expansion and promotion within 
our organization. Over 4,000 items. 
$6,000 and up yearly opportunity. Pro- 
tected territory with established accounts. 
Men selected given personal training in 
field and will be paid during this period. 
Commission basis with weekly advance. 
Write in detail to Curtis Industries, Inc., 
1130 E. 222nd St., Cleveland 17, Ohio. 


PARTS MANAGER for large Lincoln-Mer- 
cury dealer in the east. Excellent oppor- 
tunity for industrious, energetic man with 
initiative and ability who is a good mer- 
chandiser and knows how to. increase 
wholesale and retail parts sales. Also, 
one who is familiar with the Ford Motor 
Co. systems and must be able to control 
and guide assistants. Remuneration is 
good salary plus commission. Box 5679, 
c/o Automotive News, Detroit 26. 








WANTED—tThree experienced truck sales- 
men. Largest GMC truck dealership in 
country. Drawing account. Our men 
earn as much as $1,500 monthly. This 
is an outstanding position if you really 
want to work. Suburban location outside 
city of 4% million people. Box 5700, 
c/o Automotive News, Detroit 26. 





‘“‘BIG 3’’ volume operation has opening for 
qualified sales and assistant general man- 
ager in large southwest fast-growing city. 
Experience, education, character and ref- 
erences important. Opportunity for in- 
vestment if mutually satisfactory. Write 


full information, background, etc., to 
Box 5702, c/o Automotive News, De- 
troit 26. 





SERVIGE SUPERYISOR with volume ex- 
perience to be responsible for service 
managers and service merchandising sev- 
eral dealerships. Excellent proposition. 
Replies confidential. Box 5665, c/o Auto- 
motive News, Detroit 26. 


SALES MANAGER for one of New York’s 
largest Chrysler and Plymouth dealers. 
We are looking for a capable man to 
take full charge of entire operation. This 
is a very excellent opportunity for the 
right man. Box 5697, c/o Automotive 
News, Detroit 26. 


GENERAL MANAGER for volume automo- 
bile dealership. Definite requirement, 
ability speak Spanish fluently. Oppor- 
tunity salary, percentage of profits and 
option purchase reasonable interest from 
percentage, if desired. Location Havana. 
Reply full details. Confidential. Box 

5698. c/o Automotive News, Detroit 26. 

WORKING FOREMAN for medium size 
Mercury dealer. Must be exceptionally 
well qualified. Excellent salary and in- 
centive plan. Our present foreman is 
being promoted. McComb Motor Sales, 
Niles, Mich. 

PARTS MERCHANDISER with large vol- 
ume experience to supervise parts man- 
agers and merchandising several volume 
dealerships. Excellent proposition. Re- 
Plies confidential. Box 5664, c/o Auto- 
motive News, Detroit 26. 























POSITION WANTED 
To encourage this classification for the 
benefit of our employing readers, Position 
Wanted ads are accepted at half regular 
rates. namely: 9 cents per word for each 
insertion. Cash in advance. (Half-rate 
does not apply to display ads in this 
section.) 











SALESMEN. Manufacturer of custom auto 

seat covers expanding territory. Highly 

ful with plete line for new 

car dealers. Good commission. Write 

for information, giving qualifications, etc. 

Fabric Mfg. Co., Inc., Box 1259, New- 
ark, N. J. 








SALESMAN 


Wanted by old established manufacturer of 
auto convertible tops, seat covers, etc. Na- 
tionally known products, competitive prices, 
exclusive territory, guaranteed repeats. Com- 
mission. Write details territory covered, lines 
handled. 





AGIDCRAFT 
1133 Atlantic Avenue, Brooklyn, N. Y. 





GENERAL or SALES MANAGER with 
ability to take over entire management. 
Keep operating expenses at minimum 
level. Train salesmen to make profitable 
trades. Keep used car stocks moving, 
develop profitable service and parts op- 
erations. Retain old customers and de- 
velop ‘new, Develop loyalty within organ- 
ization. Make them like the company 
they work for. Thirty years as an auto- 
mobile executive. Salary and profit-shar- 
ing basis. Prefer within 150 miles New 
York City. Box 5713, c/o Automotive 
News, Detroit 26. 

EXPERIENCED GM and Nash shop fore- 
man and parts manager desires position 
as service manager. Fully qualified to 








handle service volume. P.O. Box 304, 
Pomona, Calif. 


GENERAL MANAGER with 23 years of 
General Motors experience in retail and 
wholesale. Have personally held all posi- 
tions in retail operations, both large and 
small. Presently employed as general 
manager, but desire larger operation on 
profit-sharing basis with opportunity to 
invest. Excellent character and manage- 
ment ability references from past em- 
ployers and General Motors. Age 39, 
married. Location secondary to future 
potentialities. Box 5683, c/o Automotive 
News, Detroit 26. 


SERVICE MANAGER—30 years’ experi- 
ence in passenger car, truck, tractor and 
trailer sales and maintenance. If inter- 
ested, give footage assigned to all- 
weather service department—open park- 
ing space—parts room, Inventory and 
age of service equipment and investment 
in current service parts. Compensation? 
In keeping with the returns from your 
investment. Will locate anywhere. Box 
5712, c/o Automotive News, Detroit 26. 


MR. DEALER—If you operate a Chevrolet 
or Ford dealership of 150 to 250 car 
franchise and are contemplating easing 
out of the responsibilities entailed, I will 
be glad to take over the active manage- 
ment. Will consider fair salary and per- 
centage of profits which will not be with- 
drawn but allowed to accumulate over 
a period—with the view of eventually 
buying the business. Box 5714, c/o 
Automotive News, Detroit 26. 











SALES-GENERAL MANAGER. Exceptional 
sales production record over a period of 
years. Capable of training and develop- 
ing sales force. Able closer and sharp 
appraiser of used cars. Have very fine 
background of experience in sales man- 
agement and sales promotion. Pleasing 
personality and ability to work harmoni- 
ously with all departments. Box 5681, 
c/o Automotive News, Detroit 26. 


USED CAR MANAGER or assistant sales 
manager; specialist in used car apprais- 
ing, experience in reconditioning, super- 
vising service, parts, sales personnel; 
volume conscious. Supported by ideas 
and know-how in all types of markets. 
Age 39, married, sober, references on re- 
quest. Box 5703, c/o Automotive News, 
Detroit 26. 








ACCOUNTANT - OFFICE MANAGER. 18 


years’ experience in GM dealerships; top- 
notch; all phases of operation, taxes, 
accounting, operating control, etc. 45 
years old, married. Desire location in 
western states. Box 5682, c/o Automo- 
tive News, Detroit 26. 





BUSINESS MANAGER - ACCOUNTANT. 


Ten years automotive accounting. Gen- 
eral Motors system. At present treasurer 
Massachusetts dealership. Age 36, mar- 
ried, For resume, references, write P.O. 
Box 191, Northboro, Mass. 





DEALERSHIPS AVAILABLE 





AUTO DEALERSHIP and farm machinery. 
County seat town with $75,000,000 an- 
nual income from industry and agricul- 
ture. 44’ x 80’ concrete block building 
with 2% acres land. % mile north of 
corporation on state routes 23 and 4. 
Modern building, loading dock, large dis- 
play lot shrubbed and landscaped. Well 
equipped shop with latest time and 
money-saving machinery. Will sell in- 
ventory at cost. (Approximately $40,- 
000). Equipment $15,000. Gross sales 
average last 4 years—$186,000. Will sell 
or lease real estate. Contact owner, 
Glenn Walraven, Marion, Ohio. Phone 
2-4135. Res., 2-5708. 





DEALERSHIP, now handling GMC Truck. 
Over million dollar a year gross business. 
One of largest independents in country. 
Over 100,000 gallons gasoline and diesel 
fuel a month. 15 mechanics, 3 y men 
and painters, averaging 45 employes. 
Yard space for over 100 trucks. Plenty 
of service repairs. Reasonable lease. Mid- 
west location. Owner retiring. This is 
one of the outstanding dealerships. Abso- 
lutely no ‘‘blue sky.’’ You must be fac- 
tory approved. $40,000 will handle. Box 
5699, c/o Automotive News, Detroit 26. 








DEALERSHIP, now handling Studebaker, 
in same location 35 years, housed in new 
building. All new equipment within last 
five years. Body and paint shop. Ideal 
situation. Mid-Ohio county seat town, 
twenty-five thousand clientele, good fran- 
chise. Sell business, parts and equipment 
with long-term lease, or sell building 
with business. Box 5685, c/o Automo- 
tive News, Detroit 26. 


DEALERSHIP in Jackson, Miss., one of 
the fastest growing cities in the south, 
handling a leading independent automo- 
bile. Choice location on Auto Row. Large, 
well-located used car lot. Favorable 





rental. This represents an unusual op- 
portunity for an experienced automobile 
man. Will sell all or half. Box 5707, 


c/o Automotive News, Detroit 26. 


DEALERSHIP FOR SALE, now handling 
GMC trucks and DeSoto-Plymouth. Un- 
usual profit opportunity in Rio Grande 
Valley. Texas. Rather large investment 
in property, building and business. Will 
lease property and sell business at sacri- 
fice. Illness reason for selling. Box 5657, 
c/o Automotive News, Detroit 26. 








AUTO AGENCIES 


Large, medium and small ‘Big Three’ fran- 
chises located throughout the United States. 
Write for brochure. 


DAVID JARET CO. 
Established Over 28 Years 
150 Montague Street Brooklyn 2, N. Y. 
ULster 2,5600 








NOW HANDLING DODGE - PLYMOUTH 
cars and trucks. 125-150 unit volume 
yearly. 23 years in same location. Two. 
story brick building with % basement, 
75-foot frontage. Fully equipped service 
and body departments. Rocky Mountain 
area. Will sell for inventory. Box 5709, 
c/o Automotive News, Detroit 26. 


FOR SALE. Very exceptional buys in dea}. 
erships, now handling Nash, Studebaker 
and Chrysler franchises in the midwest- 
ern states. Leonard J. Schrader, 509% 
taee Green St., Champaign, Tl. Phone 








WHEN BUYING or SELLING 
an 
AUTOMOBILE DEALERSHIP 


Consult a Specialist 
LEO J. KLEM 


8430 W. McNichols Rd. Detroit 21, Mich. 





ALABAMA DEALERSHIP, handling one of 
‘*Big Three’’ in one of the most progres- 
sive cities in east Alabama, Annual 
sales $500,000. Established agency. Build- 
ing under lease. Write Box 5708, c/o 
Automotive News, Detroit 26. 


200 CAR CONTRACT, handling Dodge- 
Plymouth. Ohio county seat town—8,000 
population. Good money maker. Box 5632, 
c/o Automotive News, Detroit 26. 


AGENCY FOR SALE, now handling Ford. 
New England. Large gross. Exceptional 
opportunity. Immediate. Ross _ Slack, 
420 Lexington Ave., New York City. 


DEALERSHIP WANTED 


DESIRE CHRYSLER or General Motors 
franchise, preferably Pontiac, Chevrolet 
or Chrysler-Plymouth. Prefer location 200 
mile radius of Pittsburgh, Penn., or To- 
ledo, Ohio, with 25,000 population. Fac- 
tory approval assured. Possess necessary 
capital and experience. All replies kept 
confidential. Write Box 5692, c/o Auto- 
motive News, Detroit 26. 


G.M. DEAL WANTED in or around Mary- 
land or District of Columbia. Metropoli- 
tan area deal preferred. However, a 
small town deal of 250 units or more 
will be considered. Have unlimited money 
and assured factory approval. All corre- 
spondence held in strictest confidence. 
Box 5704, c/o Automotive News, De- 
troit 26. 




















GM DEAL 


Want to buy GM dealership within a 40 mile 
radius of Boston, preferably Chevrolet, Pon- 
tiac or Cadillac dual but will consider Olds- 
mobile and Buick. Factory qualified applicant 
has unlimited money to purchase deal with or 
without buildings. Here is a real opportunity 
for you to convert your entire net worth into 
cash at the smallest tax profit (capital gains). 
Have you made enough so that you want to 
take it easy and sell at this high market— 
later on it may be too late. Am at present a 
new car dealer and so all correspondence 
would naturally be very confidential. 


Box 5673, c/o Automotive News, Detroit 26 





G.M. DUAL ACCOUNT involving Cadillac 
with Olds, Pontiac or Chevrolet. 100-150 
car contract in Pennsylvania, New York. 
Ohio, Virginia or Florida. Being a dealer 


myself. strictest confidence is assured. 
Box 5705, c/o Automotive News, De- 
troit 26. 





WANTED TO BUY—G.M. dealership, 100 to 
300 units, Exclusive or dual. Lease real 


estate. Guarantee strictest confidence. 
Box 5706, c/o Automotive News, De- 
troit 26. 





FORD OR G.M. 
200 Car Minimum 


Unlimited cash. Factory approval assured. 
Information treated in strictest confidence. 


Box 5674, c/o Automotive News 
Detroit 26 





100-200 CAR CONTRACT. Ford, Chevro- 
let, Dodge or Pontiac in Pennsylvania 
or eastern Ohio. Can qualify. Box 5715, 
c/o Automotive News, Detroit 26. 


WILL BUY OUTRIGHT or % interest in 
small dealership middlewest or Florida. 
Can secure factory approval for G.M. 
line. Your reply strictest confidence. Box 
5716, c/o Automotive News, Detroit 26. 

AUTOMOBILE DEALERSHIP wanted in 
Florida; Miami or vicinity. Factory ap- 
proval assured. Your reply strictest con- 
fidence. Box 5641, c/o Automotive News, 
Detroit 26. 

GENERAL MOTORS LINE—150 cars up- 
ward. Anywhere. Send complete infor- 
mation. Box 542, White Plains, N. Y. 


BUSINESS OPPORTUNITIES 
AUTO PARTS—Accessories, near Lansing. 
Sales over $60,000 year. Modern equip- 
ment. Two help. Money maker. Low 
rent. $21,000 stock; price $27,500. Owner 
12 years, retiring. Box 5717, c/o Auto- 
motive News, Detroit 26. 
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BUSINESS OPPORTUNITIES 


PARTS FOR SALE 


PARTS FOR SALE 


MISCELLANEOUS 


55 


MISCELLANEOUS 





DEALERSHIP, now handling DeSoto-Plym- 
outh, located in fast growing southwest 
city. Well established, Excellent profits, 
unusual potential. Sell all or finance 
part. Complete information to qualified 
buyers. Write Box 5701, c/o Automotive 
News, Detroit 26. 


|= DEALER SERVICES 








— 


~ INVENTORY SERVICE 


Parts Accessories 
Large and Small Dealerships 
Inventories taken, price extended and sum- 
marized within 24 hours. Expert partsmen do 
all the work. Accurate, unbiased and confi- 
dential. Inventories accepted by all account- 
ants and by the government. 

ALLIED INVENTORY CO., INC. 
163! E. 79th St. Chicago, Illinois 
ESsex 5-8300 
224 E. 38th St., New York 16, N. Y. 
Murray Hill 2-0064 











INVENTORY SERVICE 
Parts and Accessories Depts. 
Full-time experts. No pickup, part-time help; 
confidential and unbiased. Certified reports. 
Also special buy-sell service. Experienced 
organization — in business since 1939. Free 
booklet on Parts Department operation sent 
on request. Call or write for service details. 
Automotive Inventory Service Co. 
9900 Freeland Detroit 27, Mich. WE 3-6449 





INVENTORY SERVICE for all auto deal- 
ers—our crews consist of parts man in- 
ventory specialists for your kind of fran- 
chise. Our inventories are unbiased and 
used to buy or sell dealerships. We are 
nationally recognized for fine workman- 
ship. Phone, wire, write Bill Talbot, Tal- 
bot’s Automobile Dealers Inventory Serv- 
ice, 124 South Woodward, Birmingham, 
Michigan, or 4690 Newport, Detroit. 
Phone Midwest 4-5355. 


USED CARS FOR SALE 


—AUTO— 
AUCTION 


anfiiue 














HORSEHEADS, NEW YORK 
EVERY FRIDAY 














DANVILLE, PENNA. 
EVERY WEDNESDAY 











You will always find real action at 
both these auctions. 


R. D. WEST, PROP. 
Jos. E. Johnson Tex Rickard 
Auctioneers 














KEN SCHAEFER'S 
The Only Indiana 
AUTO AUCTION 
In Continuous Coeretion Since 1943 
EVERY THURSDAY 
Dealers Meet at the Cross-Roads of America 
INDIANAPOLIS, INDIANA 


Art Grandi, Auctioneer 
15 N. Ilinois St. Phone Lincoln 5383 








ATTENTION DEALERS!! 
SPECIALIZING IN THE SALE OF 
EX-TAXIS 
Excellent Bodies - Good Motors - Heaters 
Upholstery Like New 
Buy Now at Low Prices 
1948 - 1949 
Plymouths — Fords — Chevrolets 


THE R. A. AGENCY 


54TH & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 


_ Morris Freedman, M 
SARATOGA 7-2300 SHERW 


r. 
OD 7-1700 








AUTO AUCTION 





TIM ANSPACH 
"Midway", Stop 20 
Albany-Schenectady Road 
ALBANY, N.Y. 

(For Dealers Only) 


EVERY MONDAY... 12 NOON 
Member of N.U.C.D.A. and N.A.A.P.A. 











\ttention! 


USED CAR BUYER 


Dear Sir: 
We currently have for sale a nice selection 
o% low mileage 1950 Chevrolets, Fords, and 


Plymouths in Coupes, two and four-door 
Sedans. 





These Cars can be seen at: 


| ROBINSON AUTO RENTAL, INC. 
Please note change of address: 
South Hanson St., Philadelphia 39, Pa. 
|. E. SPATIG, Used Car Manager 
Phone: GRanite 2-3013 





Oldsmobile 


Parts 
24-HOUR DELIVERY SERVICE 


& 
WRITE — PHONE — WIRE 


for USED CARS 
WHOLESALE 


Late Models at Two Big 
Locations 


Gage & Drummy, Inc. 


21710 WOODWARD AVENUE 
DETROIT 20, MICHIGAN 


JORDAN 4-6332 
SLL LY Le 











FORD BODY PARTS 
OUR SPECIALTY. WE SHIP ANYWHERE. 
PHONE-WIRE-WRITE 
NORWOOD AUTO SALES CO. 
5050 Montgomery Rd. 
CINCINNATI 12, OHIO 
MElrose 4460 








BUICK 
WHOLESALE 
PARTS 


ONE OF THE EAST'S 
LARGEST INVENTORIES 


Same Day Service on Mail Orders or 
Phone Calls — All Shipments C.O.D. 


Phone Parts Department 
Circle 5-5910 
521 W. 57th St. 


MONARCH BUICK CO., INC. 
""Buick's Largest Dealership" 
New York 19, New York 








Genuine Oldsmobile Parts 
Largest Olds parts wholesalers in the middle 
west. Shipments made promptly. 
GREBE OLDS 
3400 S. Kingshighway 
Flanders 0800 St. Louis 9, Mo. 








GENUINE BUICK PARTS 


Wholesale and Retail 
SHIPMENTS MADE PROMPTLY 
McGUIRE MOTOR CO. 


14355 Livernois Detroit, Michigan 
TExas 4-5111 





GENUINE LINCOLN-MERCURY parts— 
$100,000 stock. Freight prepaid on or- 
ders over $100 net. Enslen and Welter 
Motors, Inc., 5920 Hohman Ave., Ham- 
mond, Ind. Call Sheffield 8105. 


USED PARTS 


MOST LATE MODELS 
Largest yard in western Michigan 
Same-day Service on 
Shipments and Inquiries 
Write or Phone 
WELLER AUTO PARTS 
2525 Chicago Drive SW, Grand Rapids, Mich. 
AR 646-29 








NASH PARTS—1937-1942. Sold at cost. 
Stiers Motor Sales, 299 Putnam Avenue, 


Zanesville, Ohio. 





PONTIAC.—Hard-to-get body and fender 
parts for Pontiac and related GM cars. 
Immediate shipment anywhere. Call Tren- 
ton 4-5194. Stacy Trent, Pontiac, 224- 
236 W. Hanover, Trenton, N. J 





PRECISION REBUILT 


HYDRA-MATIC 
TRANSMISSIONS 


DYNAMOMETER TESTED 


Performance guaranteed equivalent to a 
new unit. 
Complete stock Hydra-Matics for all cars 
OLDS and PONTIAC 1940-1948 — $99.50 
exchange. 

Catalog sent on request. 
SHIPPED ANYWHERE — SAME DAY. 
Write—Phone—Wire 
Ace Automotive Products 


5416 N. Broadway Chicago 40, Illinois 
Phone: Longbeach |-! 








ACCESSORIES WANTED 








We Pay 
SPOT CASH 


for surplus 


CHRYSLER PARTS, ENGINES, 
& ACCESSORIES 


FOR Plymouth, Dodge, 
DeSoto & Chrysler Cars 
ACT QUICKLY!! 


DEXTER MOTORS 
PARTS DEPT. 


Ist Ave. & 98th St. N.Y.C., N.Y. 
SAcramento 2-7600 


























TRUCKS FOR SALE 





FOR SALE. Montpelier side aisle stand 
drive body, model No. 410, mounted on 
1951 Chevrolet one-ton chassis. New. 
Dealer’s cost. Davis Chevrolet, Inc., 
Borger, Texas. 

BUSES FOR SALE 

NEW 1951 CHEVROLET, model 6702 school 
bus chassis with front shocks, rear 
shocks, vacuum reserve tank, oil filter, 
40 ampere generator, 48 passenger Car- 
penter school bus body. Fully equipped 
—$3,750, f.o.b. Mt. Vernon, Ohio. J. T. 
Glackin Chev., Inc., Mount Vernon, Ohio. 











FOR SALE—2 new 1951 Chevrolet model 
6702 school buses with 48 passenger 
Wayne bodies. Write or phone Sinders 
Chevrolet Co., Jasonville, Ind., Phone 
153. 





NEW SCHOOL BUSES—Immediate deliv- 
ery. 48 and 60 passenger, GMC, Inter- 
national Harvester, Reo, Dodge, Ford, 
Studebaker, Chevrolet. Used 1950 White, 
29 passenger, 76’’ headroom, clean. Na- 
tional Bus Sales Co., Inc., 101 N. 33rd 
St., Philadelphia 4, Pa. BAring 2-7605. 

WILL YOU MAKE me an offer for a 
1947 White bus—54 passenger in A-1 con- 
dition. Franek and Co., 201 Roemer 
Bivd., Farrell, Pa. 








SHOP EQUIPMENT FOR SALE 





FOR SALE. Complete mechanical body 
equipment including Sun test equipment, 
benches, vises, jacks, etc. Excellent con- 
dition. Will send itemized list, prices on 
request. Phone 9877, write 105-7 Third 
Ave., Beckley, W. Va. 





“TWO-POST LIFTS" 


Six brand new Weaver Two-Post Lifts, lat- 
est model EC-100, complete with all fit- 
tings and equipment, ready for installation 
in your shop. These are surplus to us 
because of a change in our building 
plans. All still in factory crates. Wiil 
handle cars from 88" to 148"" wheelbase. 





BUICK PARTS 


“WORLD'S LARGEST DEALER. 
OF GENUINE BUICK PARTS” 
Wholesalers: We are Quantity 

Shippers of All General Motors’ 

Parts . - Same Day Service 

On Mail Orders and Inquiries. 


All Shipments on C.O.D. Basis 
ROBERTSON BUICK CO. 


“EDGE OF THE LOOP” 
1000 S. Wabash Avenue 
CHICAGO 5, ILL. 

All Phones WAbash 2-1030 











HUDSON PARTS 
One of Chicago's Largest Wholesalers 
Wire—Phone—Write 
Any Scarce Items—Body Parts 
SHAPS HUDSON MOTORS 


3737 Broadway Bittersweet 8-4228 
Chicago, Ill. 











AUTOMOTIVE NEWS 
WANT ADS GET RESULTS 








Regular dealer price is $673 each. Bu 


O.P.S. specifies that used cars on dealer’s 
lot must bear tags stating make, model, 
line and post ceiling price including any 
extra special or optional equipment, This 
price tag also must show the price which 
this car is being offered for sale. Order 
your tags giving this information from 
Willis Auto Co., Nevada, Mo. 1 pad of 
50 tags—$2.00. 3 pads—§$5.00. Check, 
cash or M.O. prepaid. 





OFFER WANTED. Balance 1,200 Dunlop 
white wall tires. Immediate action neces- 
sary. Consolidated Equipment Co., 420 
Lexington Ave., New York City. 


ENGINE REBUILDING — Crankshaft 
grinding and metalizing. John P, Hughes 
Motor Co., Inc., 800 Commerce S5&t., 
Lynchburg, Virginia. 








WANTED—2 cigar store type Indians. Box 
5662, c/o Automotive News, Detroit 26. 





FOREIGN CAR — HORCH 


On Dec. 3, 1951, | advertised as follows: 
“Owner reluctantly offers for sale his 1939 
lorch | ine; body ber 304, last staff 
car of German a one 8 Luxurious, its fea- 
tures include reclining hard silk upholstered 
rear seat (also two drop seats in spacious 
rear), detachable trunk with custom luggage, 
leather upholstered drivers compartment, in- 
dividually suspended wheels; outstandingly 
a at designed. Driven 52,000 kilom- 
eters. Has built-in hydraulic jacks, dual ratio 
transmission (8 speeds forward), one shot 
lubrication system, 12 volt electrical system, 
some spare parts with car. Beautiful condition 
mechanically and in appearance. For the col- 
lector or lover of fine cars—a unique offering, 
$8,200. Terms: cash or trade plus cash." 
Forgot to mention, its uniqueness makes it 
a wonderful publicity item. IMPENDING 
ORDERS force immediate disposition. 
now $YOUR OFFER. 
Captain L. W. Benjamin, Jr., USMC, 

MOQ 2909, Camp LeJeune, North Carolina 





Price 








AUTOMOBILE DELIVERY 
RELIABLE SERVICE 
Minimum Dealer Cost 


HAYES AUTO DRIVAWAY, INC. 
9970 GRAND RIVER DETROIT 4, MICH. 
WEbster 3-9259 
Detroit Auto Dealers Association or 
Better Business Bureau 


Refer: 





ATTENTION 
BUICK DEALERS 


THE NEW DYNA-LU HANDLE 
iS NOW AVAILABLE 
This genuine lucite handle takes the place of 
the small handle put on the Dynaflow selector- 
rod. Fits all models 1948 through 1951. Makes 
shifting easier and beautifies the steering 
quadrant. 


RETAILS FOR $1.95 EACH. SELLS ON SIGHT 
DEALER PRICE—$i3.25 PER DOZEN 
5% off on lots of 25 dozen or more 


Check with order or C.O.D. 
Postage and insurance paid 


BLEVINS' BUICK 


P. O. BOX 26 CARROLLTON, MO. 
Phones: 894 and 554 


DISTRIBUTORS WANTED 








AUTOMATIC BRAKING 
TOW BAR 


Complete with controlled steering 
Guide Cables and $6 
BRAKE HOOK-UP........... 1 45 
Price includes Federal Excise Tax 
Meets all 1.C.C. requirements 


$17.50 


ALL TYPES TOWING EQUIPMENT 
FOR AUTOMOBILES AND TRUCKS 
WE STOCK PARTS 


Protecto Covers Carrying Bags 
Safety Chains 


TOW BAR SALES CO. 


Exclusive Factory Distributors 





QUICK-TOW, Bumper- 
to-Bumper Tow Bar....... 











AN 3- Nit ) MU 4-840! 
DE 2-0700 "e 1 DO 3-373 
40 South Clinton St., Chicago 6, Illinois 














game and winter racing season. We 
by Illinois Central Railroad “City of 


Rodney Henderson 


WANTED TO BUY 


Unlimited Number New and Used Cars 
Must Be First Class Cars 


“We guarantee that these cars will not be resold above 
OPS Ceiling prices." 


ATTENTION DEALERS—FOOTBALL FANS 


We are located in Jackson, Miss., on U. S. Highway 51 from Chicago to New 
Orleans. Drive your demonstrator or new car to New Orleans for Sugar Bowl 


Chicago & Southern Airlines. Flights daily. 


AUTO CORRAL 


Highway 51 South at 80—Jackson, Miss. 


“One of the South's Largest and Most Modern Automobile Stores 
All Cars Displayed Inside." 


Phone Long Distance 118, Jackson, Miss. 


will buy your car and you can return 
New Orleans," “Panama Limited" or 


Ed Bridges 











Knoxville, Tenn. 
Every Tuesday—Phone 
Lenoir City (Tenn.) 9143 





Maney Motor Co. Auto Auctions 
DEALERS ONLY 
Always a Buyer for Your Car 
Murfreesboro, Tenn. 
Every Thursday 
Phone 111 


11 A. M. 


Member: NATIONAL AUTO AUCTION PROTECTIVE ASSOCIATION, INC. 
All checks given in our auction are guaranteed by an insurance company. 


Huntsville, Ala. 
Every Friday 
Phone 3188-J 











these for 10% off and get i diat 
delivery. 
Clarks Motor Company 


Dodge-Plymouth 
P. O. Box 961 Oklahoma City, Okla. 








BEAM FRAMEMASTER 


Complete with all tools. 
Used less than 10 times. 
Sell at 60% off list. 


THE HORN CO. 
7034 Carnegie Cleveland 3, Ohio 








NEW LINES WANTED 
MANUFACUTRER’S REPRESENTATIVE, 
calling on automotive industry—Detroit 
and vicinity—-has capacity for additional 
lines of merit. Can supply warehouse 
space if necessary. Reply Box 5710, c/o 

Automotive News, Detroit 26. 

ANTIQUE CARS FOR SALE 

MAKE ME AN OFFER for a 1910 Ford 
roadster in good running condition, Ap- 











proved by Pennsylvania inspection. 
Franek and Co., 201 Roemer Blivd., Far- 
rell, Pa. 





1907 FORD, Model K, 6-cylinder roadster. 
Excellent mechanical condition. New 
tires, paint and upholstery. Box 5711, 





c/o Automotive News, Detroit 26. 





for One Year $8 [_] 


New Subscription Order 


Send Automotive News to Address Below 


for which check is attached [_] or send bill ["] 





or Two Years $14 [_] 
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The “Rocket” has written another year 


of high-compression history! Another 


_ year of brilliant performance — another 


year of peak public demand! 


Above, Oldsmobile Super “88° 2-Door 
Sedan, Equipment, accessories, and trim 
illustrated subject to change without notice. 





To millions of Americans, the word “Rocket” 
stands for high-compression power—thrilling 
power! “Rocket” stands for smoothness— 
for quiet operation. And “Rocket” stands for 
OLDSMOBILE! It was Oldsmobile that 
introduced this revolutionary engine more 
than three full years ago. Since then, Olds- 
mobile has set the pace not only in perform- 
ance—but also in driving ease, styling, and 
all-around value. And Oldsmobile intends to 
maintain its leadership! 


This means a lot to Oldsmobile dealers. It 
means lasting owner loyalty . . . a solid, 
expanding market. [t means that their 
product will continue to be outstanding in 
engineering—and quality! 


Oldsmobile dealers can count on Oldsmobile 


to keep—ROCKETING AHEAD! 


General 














“ROCKET” RECORD 
Three Years of Leadership 


1948 September: Oldsmobile introduces 
the high-compression “Rocket” En- 
gine. November: Mass production of 
“Rocket” Oldsmobiles begins. 


1949 February: Sensational “Rocket 88” 
is introduced. July: “Rocket” pro- 


duction doubled to meet demand. 


1950 May: “Rocket 88” scores brilliant 
victory in Mexican Durability Run, 
paces the 500-mile race. September: 
Oldsmobile concentrates entire ca- 
pacity on “Rocket” production. 


1951 Janvary: Two new “Rocket” Olds- 
mobiles introduced —the big new 
Super “88” and luxurious “98.” 
October: “Rocket” Oldsmobile pro- 
duction reaches the 800,000 mark. 





Motors 





A Product of General Motors 


TLDOMOBILE 


Division of 


. . Lansing, Michigan 











